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New Irwin adapter shank bits 


fit both hand braces and power drills 
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Electrician 
Bit 


Remember: Bit users like the Irwin Adapter Shank 
. repeat sales are much higher. 





Big market... big volume sales to plumbers, electricians, 
carpenters, utility and construction workers, general repair and 


maintenance crews — many others. 


Taper square shank 
fits hand braces 
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Cut off taper square and use in both 
power drills and hand braces 


No other bit has these high-appeal features 


@ One Irwin Adapter Shank does the work 
of two regular type bits — cuts inventory 
costs by 50% for users of both bit braces 
and power drills. 


® Fewer bits to stock and carry in tool box, 
easier selection speeds work on the job. 
© Lower priced than other electric drill bits 
made with a regular single usage shank. 


® Precision ground to run true with screw 
point. No wobble, no run-out when used in 
power drills. The 6 evenly-spaced “‘Hex 
Flats” chuck perfectly in either power drills 
or bit braces. 


© 10 types available — 4/16” to 17/16” 
boring range in solid center and single twist 
designs. 

@ Twist lengths from 3” to 18” for normal 
and extra deep boring. 

¢ Equally efficient for boring in both fin- 
ished wood and rough timber. 

@ Screw pitch on all 10 types engineered 
and designed to properly accommodate elec- 
tric drill speeds. 

e Highly polished and heat tempered full 
length for longer life. See Irwin Catalog 
No. 52 for other high-appeal features. 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Co., at Wilmington, Ohio, since 1885 
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...@ Ole Chip cnureaement 


CLINTON 


Ze CUTTING CHAINSAWS BRING IN BIG 


MONEY RETURNS TO DEALERS WITH MINIMUM DOLLAR INVESTMENT 


There is a mint of money awaiting you in the wood- 
land and timber areas nearby. You make a sure 
investment when you become a Clinton Chainsaw 
Dealer for Clinton has developed the first new chain- 
saw feature in the last decade. Clinton Straightline 
cutting brings to chainsaw customers a completely 
new and easier way of harvesting trees. Clinton offers 
you a saw to suit every market. Clinton brings you 
highest chainsaw quality at lowest retail price... 
with the highest profit per saw in the business. And 
you add continuing profits through the years with a 
lively parts and service business. 


BOTH DIRECT AND REDUCTION BELT DRIVE 
No matter where you are located, what timber is being 
cut, you are able to offer a quick starting Clinton 
Straightline Cutting Chainsaw that will do the job 
faster and easier. For the pulp country Clinton has 
designed the finest pulpsaws with either straight bar 
or bow attachments available. These light, balanced, 
easy handling saws have been performance tested in 
the pulp country. 


if your customers are farmers, sportsmen, or occa- 
sional users, you have both direct drive models and 
reduction belt models with patented TORSION DRIVE 
to offer. Or, if you call the big timber country your 
home, Clinton has a real powerhouse to fell the big- 
gest trees faster and easier. 


It costs you nothing to mail the coupon and learn the 
full details of a Clinton Straightline Cutting Chainsaw 
Agreement. Don’t miss this opportunity to capitalize 
on trees with the only chainsaw that has this exclusive 
sales feature. We'll tell you about our tested, proved 


SERIES D4-1: Direct drive. Tremendous cutting speed. 
Diaphragm carburetor for all-position cutting. 16 to 
26” cutting capacities. Bow attachment 14 to 18” 
capacities. Also available with float type carburetor 
(D3-1). 


SERIES D2-1: Direct drive. Has float type carburetor 
to maintain perfect fuel flow in any cutting position. 
16 to 20” cutting capacities. Also available with dia- 
phragm carburetor (D2-D). 


SERIES 577-1: Designed with center mount guideb’ar 
for perfect balance. Patented TORSION DRIVE absorbs 
tremendous and sudden load shocks. 20 to 42” cut- 
ting capacities. 


SERIES 323A: Has float type carburetor and swivel 
control to maintain perfect balance and fuel flow in 
any cutting position. Has patented TORSION DRIVE. 
20 to 30” cutting capacities. 


Clinton Machine Company 
Department 4-F, Chainsaw Division, Clinton, Michigen 


: 


free tryout selling plan that assures you quick profit 
on your investment. Mail this coupon today. 
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Please send me complete facts about the profits that are possible 
if! become a Clinton Chainsaw Dealer. Also send me your brochure 
that describes Clinton Straightline Cutting and its advantages. 


- ‘ 


Firm 





CLIN TON . CLINTON MACHINE COMPANY 


CHAINSAW DIVISION ¢ CLINTON, MICHIGAN 
Address 





World's largest monvufacturers of the most 
complete line of air-cooled gasoline engines 








City 


Signed by 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT * OCTOBER 24, 1957 





Cobwebs on your inventory 


I’ve just come back from a long trip around 
the country. I talked with about four hun- 
dred hardware men, many with pretty big 
inventories of lawn mowers left from last 
season. 

And I was pretty puzzled. Most of the men 
I spoke with were LAWN-BOY dealers, and 
when I saw the carryover inventory of 
mowers sitting around gathering dust, there 
was hardly a LAWN-BOY to be found, but lots 
of other brands. What did it mean? Here’s 
how they explained it: 

To “round out” their mower stocks, 
they’d put in one or two other lines besides 
LAWN-BOY. The LAWN-BOYS moved out fast, 
but most of the others kept sitting there. 
Could it have been just a bad selling season? 


Well, here’s what 7 think: The dealers 
with low carryover stocks of LAWN-BOY 
found LAWN-BOY an easier line to sell than 
the other brands, but they were reluctant 
to re-order LAWN-BOY until their slow 
movers were gone. They were saddled with 
an inventory they couldn’t afford. Was the 
“rounded out” line worth the price? 


To answer your “longer line” problem, 
next year the LAWN-BOY line offers you 


LAWNOBOY 


everything you need in power mowers. You 
won’t have to supplement LAWN-BOY with a 
slow-moving brand, because LAWN-BOY will 
cover the field completely—the Loafer, 
which is the first rider-mower combinaticn 
that anyone can handle; two new self-pro- 
pelled Automowers; two new Deluxe mod- 
els; two new 4-cycle-engine models; a new 
18” Economy; an 18” Electric; and four 
factory-promotional models. 


And most important: In this line, every 
mower is a LAWN-BOY, with top consumer 
acceptance, top quality, competitive price, 
the ability to sell fast all year round, and 
little risk of becoming distress merchan- 
dise next year. Now your capital can be 
invested exclusively in the fast-moving 
LAWN-BOY line, without valuable dollars 
tied up in sluggish brands. Your store will 
no longer be a warehouse for half-dead 
merchandise. 


That’s how to make real money in power 
mowers. 


Let me know if you can see anything left 
out of the LAWN-BOY line for 1958. I'll be 
glad to hear from you. 


a. 


wild coatisiniin 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson 300 Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





NICHOLSON FILES fle nnn: 
FOR HOME PROJECTS fame sts 


Regordiess of the type of cutting tool 
you use to keep your woodpile growing. 


there's o Nicholson file thot’s been de- 
signed to keep it in top condition 


Sep nts RE <a 
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Working with the traditional hand saw? 
Sove time by touching #* up regularly 
with the Nicholson Slim Taper file. 


Splitting logs? Then you need o 
These are only a few of the jobs that by Nicholson. Only the best are good Nichohon Mill Bastard to give your oxe 
Nicholson and Black Diamond files enough for your home i chaspow edge 

help you do. We could list hundreds. 

In any cause. you can be sure that we 

make just the right file for the project REE BOOK! “FUE FLOSOPHY"—big new 


edition mode to order for home croftysmen 
at hand. When you buy your files at All you hove to know obovt selection, we 


your dealer's make sure they re made ond core of files. Send for your copy soon 
Operating a fast-cutting chain saw? 


oe ee ee 
Keep it running of peok efficiency with a 


NICHOLSON FILES - A FILE FOR EVERY PURPOSE Nicholson Chain Sow file. There's o size 


for every choin sow you use 


NICHOLSON FILLE COMPANY, 19 Acorn Street, Providence 1, &. 1. 
i> Canada Mchonon fae Company of Canada 116 Port Mage Oniere These ore only a few of our files that 
hove been designed with your needs in 


mind. Pick up the ones you need ot 
your fovorite store soon 


FREE! “PLES FOR THE FARM” — 48. 
For home workshops — in Popular Science and Popular page book tells you how to choose, use 


ond core for files cround your form 


Mechanics readers are hobbyists and craftsmen who account Sunt Gexeniet ons 


for large parts of consumer file sales. We're constantly 
o ge p ° Ps. ere consiantty NICHOLSON FILE CO 
before these buyers with our ads. Sea™ Providence, & I 


fim Canada Machomen | te Company of Canada i'd Port Hope Ontarn- 


When a customer buys a Nicholson or Black Diamond NICHOLSON 
file, he’s often completing an action that began before PILES tveny curros: 
he entered your store. 


e.... began when he read one of our advertisements and 6h this tots es oot Sent 
in The Saturday Evening Post, Popular Science, Popular cultueel eaniind tht te-one for every . 
Mechanics, Farm Journal or Progressive Farmer. This for files and tools of all kinds. es Fe gr 
advertising program—and we've been at it since 1864— We've built a brand loyalty knows. The files everybody likes. 
informs readers on filing and files. The result is first arene Seas mers Saas nergs baaiiggpice core eerie 
preference for Nicholson and Black Diamond brands. SESS and SS 

Cash in on this advertising and the preference it has NICHOLSON FILE CO.. Providence, Rt 
established. Stock Nicholson or Black Diamond files— Smiles also sell files > dae 
the complete basic selection. So when a customer asks sesame th oo scent 


ning Post look for entertaining 
for a file—you'll have the type and brand he wants. Nicholson File Company ods 


Your wholesaler has these leadership brands. He 
can tell you which files sell fastest in your area—and 
he'll see that your order is filled promptly. Call him. 


make selling easy for you 





remember the brand when they buy. 


Cotto NICHOLSON FILE COMPANY, 25 ACORN STREET, PROVIDENCE, R. I. ¢ 


U.S.A. (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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Acco Check List of 
ioererg) Popular AMERICAN Chains for 


Your ‘Do-It-Yourself’ Customers... 


e The “Do-It-Yourself’’ idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 

AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-It- Yourself” uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your i Se 
AMERICAN CHAIN line. You will find it Lio) AMERICA 
profitable to stock and display promi- m See a 
nently a complete assortment of + 
AMERICAN CHAIN items all year round. 

For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 


(] Garage doors C) Furnace regulating 
L] Pipe hanging (] Fire escapes 

C) Porch swings [] Ornamental uses 
() Playground equipment __[] Furniture braces 


C) Lawn borders [] ...also snaps— 
swivels— 
repair links 
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C] Gymnasium equipment 
[] Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ACCO’s New Packaging 222 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 


Display these colorful packages on American Chain Division 


your shelves and counters for your 


“Do-It-Yourself”? customers’ con- AMERICAN CHAIN & CABLE acs 


venience. ‘ 
me Order from pour nearby ak ae York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Val uve 


(ep 7~,) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, é 
ay Caner ener ‘ Portland, Ore., San Francisco, Bridgeport, Conn. Slee” 
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Editorial 


by W. A. Phair 


Tradition versus Habit. . . 


“What’s happening in wholesaling?” This is a question that was 
asked many, many times over the past two weeks. 


There was good reason for the question, because this year has not 
been a profitable one for wholesalers generally. If a solution to this 
low profit problem is to be found, it will be found only by critical, un- 
biased questioning of every phase of wholesaling. 


Each October, wholesalers from across the country come to New 
York for the big National Hardware Show and then go to Atlantic 
City for the annual meeting of the National Wholesale Hardware 
Assn. This annual gathering presents a prime opportunity for ex- 
amining and discussing current problems. 


I had the chance, at these two affairs, to discuss this profit problem 
with distributors of all types and sizes. I can tell you with assurance 
that over the next few years we are going to see some very interesting 
and some very serious efforts to put a reasonable profit back into 
wholesaling. 


Indeed, this profit must be solved, and soon, because there are 
a number of distributors who cannot stand too many more profitless 
years and still stay in business. Just how the problem will be solved 
is the $64 question and it doesn’t appear that anyone yet has the final 
answer. 


It is a human tendency, in periods of stress, to magnify the size 
of a problem. There is an inclination to feel that your problem is 
tougher and more difficult than any one else’s. We must guard against 
this by understanding that the hardware wholesalers’ situation is 
very similar to that faced by many, many other businessmen today. 
It is not an unusual problem; it is not an insoluble problem. 


In recent years a number of new and somewhat different ap- 
proaches to wholesale distribution have been tried. We have noticed 
that there has been an inclination to criticise some of these new ap- 
proaches. Very often the folks that are critical are people who are 
doing nothing to solve their problems, but instead continue to coast 
downhill on the path to smaller and smaller profits. 


It is very possible that some of the innovations of the past several 
years will not work. But it is also possible that they will work. No 
one can say with certainty one way or another. While we may dis- 
agree with some of these new ideas, we should at least give the men 
trying them some credit for attempting to find a solution. 


I sometimes think that the biggest problem the hardware trade 
faces is that of separating tradition from habit. We, as a trade, have 


7 















Editorial 


continued 







many wonderful traditions behind us, traditions of great inspiration. But 
sometimes we confuse tradition with habit and endeavor to justify a habit 
by calling it a tradition. 












A true tradition inspires change, it encourages pioneering. Traditions 
grow out of a man’s willingness to try something different. Many of to- 
day’s traditions are the consequences of our forefathers’ willingness to 
try something different. 













Changing habits is not easy for any of us. If we all had our own choice, 
I suspect we would prefer a nice quiet, unchanging life, a life where we 
were untroubled by change. But if this were our way of life, we would 
all still be living in caves and using wood fires. 














Since change is inevitable and habits often are obstructions to progress, 
it would be helpful if wholesalers acknowledged, as they study their prob- 
lems, that new approaches may be necessary, no matter how annoying they 
may be. 














The success of the hardware trade in the past has been due largely to 
its ability to adapt itself to changes. Its future will also hinge on its skill 
at handling new problems in new ways. 













This issue of Hardware Age contains the reports of the sessions held at 
the recent wholesale meeting in Atlantic City. Some very farsighted, pro- 
gressive thinking is reflected in these reports. We urge a very careful 
reading of these pages. 






It's a dealer problem, too... 

























The problems of the wholesaler are also the problems of the dealer and 
the manufacturer. Dealers cannot sit on the sidelines and say, “That’s their 
problem, not mine.” The methods that wholesalers use to solve their prob- 
lems will have a direct and specific effect upon dealers and manufacturers. 


We should not lose sight of the fact that the average dealer would find } 
it extremely difficult to stay in business these days without a wholesaler as 
a source of merchandise. If every wholesaler suddenly went out of business, 
a great many retailers would also be forced to close their doors, particularly 
the smaller dealers. 


The fate and the health of the dealer and the wholesaler are closely 
interwoven. They must grow together, or wither alone. A dealer cannot 
stay aloof from the challenges facing the wholesale trade. To protect him- 
self he must try and understand these problems and lend encouragement 
and understanding to efforts to overcome them. 


I am confident, from what I have learned over the past two weeks, that 
these problems will be solved, and soon. And if everyone involved will work 
together in harmony and understanding, as a team, better answers will be 
found, faster. 
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‘R’ SERIES 


For low-cost residential 





‘Ss’ SERIES 
For standard duty 
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LOCKWOOD 
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|’ For extra eye-appeal . .. attractive, easy-to-apply trim plates. And for the speed- 
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LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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BY WASHINGTON 


Sporting goods sales are forging 
ahead of last year in most lines 


Your sales of sporting goods, other than fishing 
equipment, should be running ahead of last year by 
about 20 percent. If not, review your sales program. 

As reflected by excise tax collections, manufac- 
turers’ sales of sporting equipment in the first three 
months of this year amounted to $27.2 million, com- 
pared with $22.4 million in the same period in 1956. 
For the full fiscal year ending last June 30, sales 
totaled $98 million, compared with $85 million the 
previous year. 

Sales of fishing equipment, however, continued to 
drop. Sales in the first quarter amounted to $15 
million, compared with $18 million a year ago, and 
$47 million for the year compared with $51 million 
a year earlier. Sales of firearms and ammunition 
remained steady in the first quarter at $21 million, 
but rose from $143 to $151 million for the year. 


outlook 


If your sales of sporting goods, other than fishing 
equipment, aren't keeping pace with the national in- 
crease, step up your promotion. Review your stock 
and display policies. A new location in the store 
might help. Take advantage of the growing leisure 
time market. 


Government is studying effect of 
tight money policy on your store 


The government is officially interested in how cur- 
rent tight money-high interest rate policies have 
affected your operations. 

Federal Reserve Board officials are getting started 
on a lengthy, detailed study of how small firms have 
been affected by current monetary restraints, and 
whether most small firms need short, intermediate, 
or long-term credit. 

Personal interviews with a cross-section of small 
businessmen will be a part of the survey. 
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BUREAU OF 
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The government’s controls haven’t stopped con- 
sumers from boosting their debts. In August, instal- 
ment debt rose another $346 million, bringing the 
total owed on time payments to $33 billion, plus an- 
other $6.2 billion on single-payment loans, such as 
30-day charge accounts. These figures do not include 
home mortgages. 


outlook 


If current money conditions and government policies 
have affected your operations, write to the Federal 
Reserve Board, Washington 25, D. C. Explain exactly 
what happened and what you believe could be done to 
improve conditions as far as your operations are 
concerned. 


Public Health Service assures 
imported toys are safe to sell 


You may find some of your toy customers in the 
coming months wary of buying imported articles be- 
cause of charges that some contain dangerously- 
leaded paint, even though the U. S. Government says 
they are safe. 

The U. S. Public Health Service, after collecting 
the results of state and private tests on these toys, 
and running some tests of its own, has reassured 
parents that there are “no significant differences” in 
the lead content of paint on imported and domestic 
toys. 

Available information, the PHS says, does not indi- 
cate that painted toys are involved in lead poisoning 
of children. 

“There is no occasion for special alarm at this 
time,” the agency added. 


outlook 


If you have imported toys in stock, don’t take them 
off the shelves. Remind your customers—if they are 
worried—that the government has officially found 
them safe, and that they are generally good buys. 
(Continued on page 146) 
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400” line 
win rosettes bor DRAMA 
OOORWAY DISHNCTIC 





When you recommend Kwikset “‘400” line locksets, you’re recommending 
_ .a product with an unparalleled sales record ...a testimonial to proven 
value. And you can be assured that Kwikset’s dependable performance and 
PAVED uc DeLGcredB (0) mm Orc DuA-ED ele Madea eeetcbeljevlemcie-beleMorciebbeleMZeleb abuses) eetentcelertateyem 


A variety of handsome display mounts helps you demonstrate the many 
Kwikset advantages... five-pin tumbler security, ease of installation, 
attractive, durable finishes — and Kwikset’s national advertising 
presells your customer to help close the sale. 





Recommend Kwikset... the lock that’s first choice 
with America’s home builders. 


America’s largest selling residential locksets 





KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Yul 

strong “ag A strong year-end sales finish is a must for hardware dealers this year 

push needed - « + if they are to equal last year’s record volume. Retail hardware store 
sales so far this year lag behind last year’s record volume. At the end 
of August, sales were down 3.45 percent from last year. It all emphasizes 
the need for a strong Christmas promotion. HA Recommendation: If 
your sales have been following the national trend, you want to be sure 
to make an extra effort to increase sales this Christmas. Start your 
promotion early. Several billion dollars in Christmas Club checks go 
into the mails in the next two weeks. The right promotion can bring 
much of this money into your store. 


varieties go 


Variety chains are turning more to self-service as a means of cutting 


self-service . “x costs, increasing display area and profits. F. W. Woolworth Co. plans 


to open about 105 new self-service stores within a year. S. H. Kress & 
Co. reports self-service will be in 20 percent of its stores by year’s end. 
HA Recommendation: Self-service in itself is no cure-all for a store’s 
ills. But it can definitely help, when used properly, to cut selling costs 
and increase the size of sales checks. Any store with three or more 
employees should definitely study the advantages of self-service. 


if ki 

g! t pac INg Manufacturers are giving more attention to gift packaging for their 

gains favor geen products as a means of increasing sales during the holiday season. 
Packaging, however, is designed not just for Christmas trade. Same 
packaging can be used to promote products as gift items for any occa- 
sion. HA Recommendation: Make the most of special gift packaging 
in your displays to build impulse sales. Stress the packaging in your 
advertising for gift suggestions. It’s a good way to build sales of what 
would otherwise be perhaps routine merchandise. 


adhesi 
wens Adhesives and sealants grow important as sales items for the building 
catching Saar aaa field. Improvements of these products lead to more uses, thus expanding 
the market. Builders look at adhesives with more than passing interest. 
Homeowners, too, find many uses for these items in fix-up projects. 
HA Recommendation: In view of the growing market for adhesives and 
sealants, consider giving more display area to these products. Stress 
these products in sales to do-it-yourselfers. Look for tie-in sales with 
your builders’ hardware too. 


... turn to page 204 for more news on how’s the hardware business 
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If you would like a “pre-view’’ of the 
new 1958 Pincor Protected-Profits 
Policy, new rotary and reel type mowers 
and new sales promotion plans—write, 
wire or phone us and get a head start 
on competition. The ‘58 mower market 
promises to be bigger and more prof- 
itable than ever before. 


Power Lawn Mowers « Electric Portable Power Tools - Gasoline Engines « Electric Generating Plants 


made by PIONEER GEN-E-MOTOR CORPORATION 
5841 West Dickens Ave.. Chicago 39, Illinois « Telephone BErkshire 7-4100 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Eight inch tilt arbor saw 


A single knob controls both blade 
height and tilt on this 8 in. tilt 
arbor table saw in the Magna line 
for 1958. Blade tilts to 45 deg and 
adjusts to a height of 2% in. The 
lift-off fence locks front and rear 
on its rails. Depth of cut at 45 deg 
is 13%4 in. Table size is 14 x 17 in. 
with extensions to reach 28 x 17 in. 
Retails for $66.88. Another item in 
the 1958 line is the Magna 30 in. 


wood lathe featuring a 12 in. gap 
for faceplate turning. Retails for 
$54.95. Magna Power Tool Corp. 


For more data circle No. 1 on postcard, p. 165 


Square automatic skillet 


Busy housewives will be inter- 
ested in this attractive deluxe 
square shaped automatic skillet just 
added to the GE line. The unit 
features a removable silicone ther- 
mostat. Model C-110 also has a 
hanging ring, helper handle, all- 
around pouring lip, aluminum body 
and plastic handles and feet. Re- 


14 


i 


tails at $21.95 with 6-ft cord. A lid 
with adjustable vent is available 
for $3.50. General Electric Co. 


For more data circle No. 2 on postcard, p. 165 


Heavy-duty door butt hinge 
This heavy-duty hinge is de- 
signed for use where a door holder 
or closer plus heavy traffic and 
abuse causes severe stress on 
hinges, particularly at the top. 
Anchor Hinge is made of wrought 
steel in 5 x 4% in. size and is 
adaptable to doors 13%4 to 2% in. 
thick. It has four Oilite or ball 


bearings and comes in _ polished 
steel finish, prime coat or solid 
brass and bronze. Available with 
anchor plate from jamb and door 
leaf and also with anchor plate on 
the jamb leaf only. McKinney Mfg. 
Co. 


For more data circle No. 3 on postcard, p. 166 


Plastic garden hose for 1958 
Resinite Gold Stripe garden hose 

remains flexible in freezing weather 

and retains firmness in hot weather. 





The vinyl and nylon cord hose is 
equipped with Shur-Lock couplings. 
Available in 25, 50, and 75 ft 
lengths with %, %, and %4 in. di- 
ameters. A % in., 50 ft length re- 
tails for about $8.95. Chemical 
Div., Borden Co. 


For more data circle No. 4 on postcard, p. 165 


Colored spot and flood lamps 
Built-in, fade proof, transparent 

lenses provide the color for these 

spot and flood lamps. The lamps, 
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Want more information on these 
products? Then use free post 
card on page 165. 


in hardware merchandise... 





THAT CAN 


HELP YOU BUILD BETTER STORE PROFITS 








available in red, blue, green, or yel- 
low brighten gardens, fountains, 
homes. You can use them in the 
store, too, for eyecatching displays. 
Colortone lamps are available in a 
display packaged assortment. Lamp 
Div., Westinghouse Electric Corp. 


For more data circle No. 5 on postcard, p. 165 


Two-wheeled snow plow 


This handy, rolling snow plow, 
Sno-Whizzer, throws snow to the 
right or left side and rolls on 6-in. 
rubber tires. There are seven posi- 
tions for the blade which can be 
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adjusted up to a 22-degree angle. 


Clears a 22-in. path up to 8-in. deep. 
A leveler runner permits the steel 
unit to glide over rough sidewalks. 
The baked enameled unit retails for 
$12.95. Clayton Industrial Products 
Co. 


For more data circle No. 6 on posteard, p. 165 


Popular priced plier line 

There are 16 items in this line 
of black enameled tools; 13 sets of 
pliers, end cutting nippers and 2 
tin snip models. The Horsehill line 
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of pliers is a popular priced mer- 
chandising line separately pack- 
aged for perforated panel display. 
Available free of charge with a 
plier assortment is a perforated 
panel display board. The Horse- 
hill snips are supplemental to the 
display package. Kraeuter & Co. 


Polyethylene step-on can 


Harried housewives will welcome 
this noiseless, rustproof step-on can 


For more data circle No. 7 on postcard, p. 165 








for the kitchen. The unit features 
a rustproof cover lift mechanism 
and a carrying handle at the rear. 
The seamless inner pail holds over 
12 qt and lifts out easily. Comes in 
red, yellow, pink, turquoise and 
white with natural inner pail for 
$6.95. Beacon Plastics Corp. 


For more data circle No. 8 on postcard, p. 165 


Router, planer, shaper tool 


Fine cabinet work is within the 
reach of all your customers with 























(Continued on page 162) 








TO HELP YOU SELL 








NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 165. 


HELP YOU SELL MORE 





Mat, tray combination pack 


Here is a promotional pack con- 
sisting of a 14 x 24 in. bath and 





shower mat and a 6% x 19% in. 
toilet top tray. The two-piece bath- 
room set is made of heavy-duty 
rubber in matching harmony col- 
ors. Superior Combo-Pak lists for 
$1.98. Catalogs are available. Sw- 
perior Rubber Products Mfg. Co. 


For more data circle No. 9 on postcard, p. 165 


Power tool display stands 


One of these stands is a counter 
display (shown) topped with the 
red and white Thor trademark. 
The unit holds five power tools. 


The second unit is a 5-ft floor dis- 
play with tubular steel legs and 
steel frame with wood side panels. 
Helds up to 12 power tools which 
can be seen from all angles. Both 
displays are offered free with tool 
orders. Thor Power Tool Co. 


For more data circle No. 10 on postcard, p. 165 


Pipe rail fittings display 
Speed-Rail sales will be stimu- 
lated with this do-it-yourself dem- 
onstrator. The colorful unit is 
mounted on a polished wooden base 
74%x 15% in. A hex key permits 
the customer to loosen and remove 





the pipe sections to see for himself 
how easily it is done. A pencil and 
graph paper provided on a rack in 
the rear of the unit permits plan- 
ning an installation. Display cost 
dealer $1.50. Fittings are extra. 
Hollaender Mfg. Co. 


For more data circle No. 11 on postcard, p. 165 


Rope display-dispenser 

Eight spools of rope of various 
sizes can be displayed in 5 sq ft of 
floor space on this rope merchan- 
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diser. Any type of rope on spools 
is suspended on arms that will ac- 
commodate extensions for addi- 
tional spools. The unit features an 
accurate measuring and cutting 
unit that swings out of the way. A 
utility tray provides space for small 
rope packages. Thomas Jackson & 
Son Co. 


For more data circle No. 12 on postcard, p. 165 


Paint roller merchandiser 


The Rollerkade floor merchan- 
diser contains four covers for sim- 
plified selling and fast turnover. It 
has self-filling slanted shelves and 
an automatic Jet frame dispenser. 























































these big, BIG sellers in 
WUVVALLACE STAINLESS 


Here’s the big 5! The answer to your questions about at prices everybody likes, and packaged in eye catch- 
what patterns to stock and promote this Fall and ing window boxes for easy display. 
Christmas selling season. 


Order and stock 'em now — the big 5 from Wallace! 
They're brilliant buys for every price line you cover. You're practically guaranteed fast turnover, high vol- 
Smartly styled by Wallace to give you modern designs ume for the big selling season ahead. 


WALLACE STAINLESS . . . A DIVISION OF WALLACE SILVERSMITHS. AT WALLINGFORD, CONNECTICUT . . . SINCE 1835 
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New Air Dome Design 





> 


New Jet Flow Discharge i 





1958 JOHNSTON MOWER LINE 


1958 mower buyers will want quality. 

Johnston has built fine mowers for 
over 25 years. Johnston is stable financi- 
ally, aware of its manufacturer obliga- 
tions. Johnston mowers are soundly en- 
gineered and completely field tested. 
Good reasons why Johnston is a reliable, 
quality supplier. 


1958 mower buyers will demand con- 

venient service. Rare in the industry, 
the nationwide organization of Johnston- 
Jacobsen mower service stations . . .the 
Big “J” ... assures you and your cus- 
tomers efficient, trained service the coun- 
try over. Yes, Johnston services its 
mowers. 


1958 mower buyers will want a brand 

name mower. Johnston’s strong, con- 
sistent, national advertising in leading 
consumer publications makes Johnston 
a leading brand name. In addition, John- 
ston’s aggressive local promotion will help 
you sell mowers in your market, 


JOHNSTON LAWN MOWER CORPORATION 


Brookhaven, Mississippi 
A subsidiary of the Jacobsen Manufacturing Company 


Exclusive Side Trim Feature 





? 


HAS CONSUMER | 


New Johnston Six Blade Reels 





sw 
- 





Easy Micrometer Adjustment > 


Positive Dual Clutch Control 





? 
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New, exclusive design 
pulls the grass erect 
for a really smooth 
cut. Air Dome lifting 
action causes the grass 
to be cut cleanly, 
eliminates rough edges 
and brown grass tips. 


Eliminates grass 
clumps and windrows 
by smoothly discharg- 
ing grass clippings 
over a wide lawn 
area. Completely en- 
closed cutting blade 
efficiently channels 
air flow beneath 
mower deck, 


Trim slot pulls grass 
in to give closest pos- 
sible trim...to with- 
in a fraction of an 
inch. Johnston rotaries 
are all designed for 
close front trimming, 
too! 


APPEAL ! 


Ideal for even special 
grasses. This 20% ad- 
ditional cutting capac- 
ity really gives a ‘‘put- 
ting green’ finish to 
fine lawns... without 
old fashioned waves 
or washboard finish. 


Just one simple mi- 
crometer thread screw 
on each side of mow- 
er easily and exactly 
adjusts bed knife to 
reel. No tricky or spe- 
cial locking device... 
your Johnston adijust- 
ment automatically 
holds. 


Lawn Patrol models: 
Safe, easy, positive 
in action. Raise the 
handle to engage 
clutch, lower handle 
to release. Conveni- 
ent finger-tip handle 
control for manual 
clutch operation on 
Velva Trim units. 








Sohnsten 








oy 
1958 Rotary Power Mower Line / r\ 
includes deluxe and standard “4 \\ 
models, hand and self-propelled “4 \ 
units. Each mower model if \\ 
has sales features that sell. / \' 


It’s a full profit line! / \ \ 


Hohnasten 


1958 Reel Type Power Mowers are built to smoothly cut the 

finest lawns for years. There’s a right Johnston reel mower 

for deluxe or budget buyers, in standard and trimmer models. 
. © 
aS 













Write today for your 
full-color copy of 
exciting, new 1958 
mower sales brochure. 


SPARTAN Power Sprayer—Model 
2030—Reliable all-purpose high pres- 
sure portable sprayer. Two sizes—15 
and 30 gallon. Engine or electric pow- 
ered, 3 GPM at 300 Ibs. pressure. 


sparked by 
‘*jet-action”’ 
power 


Model 2005 FUNNEL-TOP Com- 

pressed Air Sprayer. Perfect for 

applying all types of spray solutions 

for weeds, insects and plant diseases. 
. 3% gal. tank capacity. 


“YEOMAN” 


Power Sprayer 
Model 2020 


» Easy to Operate +» Simple to Maintai 3 
y 0 Operate » Simple to Maintain Model 1060 HAND SPRAYER— 
e Safe to Use Continuous type. Easy to clean hand 
sprayer with large 3 qt. cap. and fully 


adjustable nozzle that sprays a fine 
’ i ; : » "Th mist or a solid stream. 
and Zooming saler 
Model 2150 CYCLO-JUNIOR Crank 


Here’s the power sprayer that’s smooth operating, free from all spurting 
Duster—the most rugged crank 
pulsation...made for every home owner, professional gardener, poultry- duster mede-~eith ensiont eneraiion. 
man and other users of portable power sprayers. Completely new con- Develops air blast that diffuses dust 
struction features positive self-priming centrifugal 3 G.P.M. pump, for most effective ee 9 Ib. 
214 h.p. Briggs & Stratton engine, jet agitation. Fibreglass pump con- Spey. Wee ere a 
struction is foolproof against chemicals. All steel 10 gal. tank is specially No. S-531 DISPLAY STAND 
bonded and is corrosion resistant. ASSORTMENT—a complete 
Sprayer and duster department on 


And, the New ““YEQMAN’” is popularly priced to be the fastest selling sitesis that will anélis enese arollte 
power sprayer on the market. for you. g- 
~BEAN Ones = 


RIGHT OFF THE PRESS! Pe 
Write today for the new BEAN-OAKES 
1958 Sprayer Catalog. 


OAKES MANUFACTURING CO. 
BOX 7OS TIPTON, INDIANA 
Subsidiary of 
Food Machinery and 
Chemical Corporation 
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Profit Nore from the “do-it, ame market 


.stock and sell fast-moving, 
nationally advertised 


GREASE GUNS and FITTINGS | 




















e Lowest price consistent with highest — 


e More time-saving features 


e Backed by Lincolh—pioneer builders of lube * 
equipment for over 35 years — 


Unlimited uses for your customers 


For Power Implements For Motor Scooters For Golf Course and 
(lawn and garden) and Motorcycles Institutional Equipment 
For Power Tools’ For Marine Inboard For Home Appliances 
and i | and Outboard Motors 


ORDER NOW...and get this self-service 
Lincoln Merchandiser free of extra charge! 


en nnn 








tcc 
an te OE 


aa : : You can set up this colorful, sturdy Lincoln 
bas | Nf ‘ all-steel Merchandiser in just 3 minutes. 
% 






What a profit-maker! Customers see ’em... 
try ’em...and buy ’em! Lincoln grease guns 
and packaged fittings... proved by actual 
tests to be the most popular on the market, 
coast-to-coast. 


Take advantage of this opportunity for 
building sales-volume... order a represen- 
tative stock of lube equipment from your 
Lincoln wholesaler now . . . and get this all- 
steel, self-service Merchandiser free of ex- 
tra charge. For complete details, Write for 
Sales Bulletin 221. 


Pulls in sales from store traffic... 
space-saving counter size, 20" x 1342" x 8”. 
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@ cut faster, easier 
_@ stay sharp longer 
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No. S18 — $21.84 


18 BASIC SHEARS IN FREE DISPLAY STAND 


af] 01> (a - mn de ae) © alale 


saies now with this complete = ie> (ele me-1-36- Mele Mele] 6lal«-i am "aie tele) sel mals lalel- melamel_le 
sl-ia @lals talels-t-l aun aal- bamaba— board wall display. (¢ orful sign flags fon ha 4eleel-ia— 
of space from clear acri 


—Seelet alalem-talemt-1-ililale m—lal-t- ts 


im less than one square foot 


ss Heavy wire construction 
6 No. TD Hedae Shears, America’s best seller ale) le k_meele) 
6 No. 22 Grass Shears 


6 No 


safely Over 
new slicing action 


You've nev = in Belts Cee i te etals tale l-t -) aes 2 

Pie OM aig laliale m—1a\-1- (a_faeele) 1 -1820)] Me olka — 

—Sheelell-mam -tagtell te orofitable as this one. You 
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ole) 0l lem el ge) el-te)h", Jom elauenlela-m lal 1016) at-i4e' a — 
i -3) > tend -1eMt- tele Maal -tgetal-talell_t-1emmn £016 a mnie! aa. ir _teel- th 
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THE Griohtest WAY TO CHRISTMAS PROFITS! 





Qparkling New Burgess Christmas Promotion 
‘“‘The Brightest Way to Say Merry Christmas’”’ 


TO BOOST YOUR SALES DURING 
THE HOLIDAY SEASON! 








{= BRIGHTEST = 


WEY TO sav 








cf 
os 
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Cee your Burgess 
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alt News — 


A growing, profitable market 
YOU CAN SHARE IN! 








Here are the popular Sterling 


It’s the market for Water-Softener Salt Products 
water-softener salt 








...and it’s expanding 
by leaps and bounds 





in your area! 





Sales of water-softener salt in 1957 will show about a 
30-million-pound gain over 1956. And this is just the be- TF WATER SOFTENER S BRINE BUTTONS 
ginning . . . because each year more than 100,000 families es Se ; SALT 
INTERNATIONAL SALT C2. mC SCRABTOR. ME 
purchase new home water softeners! ; TS ne co 

How to capitalize on this big market for water-softener 

salt j : ? Easy! Offer the salt ; al STERLING WATER-SOFTENER STERLING BRINE BUTTONS. 
im your area : Rasy: er the salt your customers nee SALT (Rock). The relatively High-quality evaporated salt 
and want for regeneration. Sterling Salt for modern home coarse grains do not cake in compressed into handy “‘but- 
' : eee Storage. They insure fully tons” that dissolve at a uni- 
water softeners! All Sterling Water Softener Salt products soturated brinn for sofleners. form rate. ta 100-. 50-. 25-. 
have been developed especially to give efficient, econom- In 100- and 50-Ib. bags. and bales of 6/10-Ib. bags. 
ical regeneration. 

They work in either single- or double-tank units. And 
no matter what make of softener your customer has, 
Sterling Water-Softener Salt assures satisfaction. This 
helps build traffic and repeat business for your store! (And a8 
remember: each product shown at the right is easy to Bd | 
store, handle and use!) Sterling Water-Softener Salt is 2 l 
available through your wholesaler, or in carload lots from | \ STERLING 
International Salt Company, Inc. 








WATER SOFTENER WATER SOFTENER 
(GRANULATED) (GRAINER MEDIUM) 
SA SA 


TERNATIONAL SALT CO. mc, SCRAATON, ME 


More good news: With Sterling . gs -00-— 
Water-Softener Salt, you get merchandising sales aids sumans Gume-cesteme  ceaume wane corte 


designed to bring in new customers. . . and help you keep SALT (Granulated). Apure, highly | SALT (Grainer). An evaporated 


pace with this fast-moving market. You can also get con- refined granulated salt that salt in flake form. The thin 
a gives complete regeneration flakes dissolve evenly and 
sumer folders, mailing pieces, newspaper mats, dealer in single- or double-tank sof- completely. In 100-, 50-, and 


signs—and store display material. It’s all good sales in- teners. In 100-Ib. bags. 29-Ib. bags. 
surance for you! For free samples of this material, write 
direct to International Salt Company, or contact the FOR INDUSTRY. FARM. AND THE HOME 
district office nearest you. 


Sales Offices: Atlanta, Ga.; Chicago, Ill.; New Orleans, La.; Baltimore, ST E R a \ G S A LT 


Md.; Boston, Mass.; Detroit, Mich.; St. Louis, Mo.; Newark, N. J.; mt 
Buffalo, N. Y.; New York, N. Y.; Cincinnati, O.; Cleveland, O.; PRODUCT OF INTERNATIONAL SALT CO., INC 
Philadelphia, Pa.; Pittsburgh, Pa.; Memphis, Tenn.; and Richmond, Va. 
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! look what Buccaneer is doing! 


Buccaneer, the fastest growing outboard of them 
all, has a bold and challenging prcgram under- 
way! It’s aimed to capture an even bigger, 
brighter place in the sun for Buccaneer. 


Here’s what's waiting: There’s a complete 
and brilliant line of eight models headed by the 
brand new 35 hp electric starting Buccaneer. It 
includes a new 5 hp with separate tank. The 
whole bold line is styled to lead the fashion 
parade. And there are exciting new features that 
the public hasn’t until this very year been able 
to get. 


But that’s only half of it— This year 
Buccaneer is breaking the biggest, most pow- 


erful advertising and merchandising program 
in its history. Powerful, full-color covers in the 
leading outdoor books that outboard buyers read. 
And there are full, year-round promotions to 
give you profits from fast-selling Buccaneers 
every month. 


Right now, 2 truly unusual and powerful Sales 
Maker Merchandising Kit is on its way to you 
if you are a registered Buccaneer dealer. If not, 
write today. You may still be able to get a 
profitable Buccaneer dealership in your area. 


Buccaneer is on its way to the top. Don’t miss 
the opportunity this offers you. Write today— 


Buccaneer G LE p R O D U * T S Der. 2107, GALESBURG. ILL. © DIVISION: OUTBOARD MARINE CORPORATION 
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Here they are... 


the finest products in Springfield 
history ...three great lines designed 
to help you capture a larger share of 
the big lawn and garden market in 
your area. 


Ripinc LAwWNMowe._Rps ... the fastest 
seller of all 

WALKING Rotary Mowers. .5 spark- 
ling new models 


Rotary TILwers ... with your choice 
of two types of tines 


Yes, you get all three lines with 
Springfield. And all three offer an 
outstanding combination of perform- 
ance, appearance, and convenience 
features. Look over the line! Com- 
pare it! Order it to tie in to Spring- 
field’s great Springfield Fever 


promotion scheduled for national gale | EF: — 
magazines and local newspapers this 4 ‘ WALKING LAWN MOWERS 


coming spring. “Se ¥ FEATURE E-Z REACH CONTROLS 


Now ...start the engine, control the throttle, stop 
the engine ...all without going near the rotary unit. 
What a safety feature! On the Springfield, the start- 
stop switch, recoil starter handle, and throttle con- 
trol are all located on the handle bars, 
Notice the staggered wheels ...side grass exhaust 
...smooth, trim appearance... knuckle-guard 
handle bars. Three great lines, too, ranging from a 
jtramerin nD Men = tol _ 19” promotional model up to deluxe 22” units with 
COLORFUL : = ——- \\ \ optional electric starting. And competitively priced 
NATIONAL — 2 to sell shoppers before they leave your store. 


ADVERTISING 


> | 


i. 


to spread “Springfield Fever” all ’round... 
LIFE... POST... BETTER HOMES AND 
GARDENS...Aimed at more than 80 mil- 
lion readers. Timed to hit prospects with a 
powerful “in season” sales impact. Plan 
your local tie in promotions now to make 
‘58 your biggest year ever! 


PROSPECT-PULLING 
NEWSPAPER ADVERTISING 
Factory-paid ads with free dealer listings 


in scores of the country’s biggest metropol- 
itan newspapers. 


PRODUCTS OF 
QUICK MFG. INC., SPRINGFIELD, OHIO 
The House of Power 
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DE ae NO AP I PORES 


€SPRINGFIELD FEVER 


RIDING LAWN MOWERS FEATURE 
PUSHBUTTON CUTTING HEIGHT ADJUSTMENT 


For 1958 the fastest selling riding lawn mower this year 
is an even greater value...has even greater sales appeal. 

Now ...raise and lower the cutting height in seconds 
with only a touch of a button, a tap of toe...even with 
blade rotating. 

Now ...all controls are E-Z Reach Controls. Start-stop 
switch, throttle, speed shift, blade clutch, Pushbutton Cut- 
ting Height Adjustment, brake pedal, recoil starter, all can 
be used without leaving the seat. 

Now ...a4HP engine...new streamlining...new 
knuckle-guard handle bars. 

Join the thousands of dealers who will sell the new 
Springfield rider and attachments. And the price — only 
$279.50* 
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ROTARY TILLERS 
FEATURE OPERATIONAL CONTROL 


Here is the easiest of all tillers to use with its 
adjustable wheels for balance, adjustable depth 
bar for tilling speed and depth, adjustable tines 
for tilling rows of varying width, and the 
Quick-Lok clutch to prevent wrist fatigue. 
Best of all, you now have two sales oppor- 
tunities in one tiller line. Buy one chassis (sep- 
arately packaged with wheels as standard 
equipment) and offer customers either the ex- 
clusive Springtil disc-type tines or the popular 
Bolo tines (illustrated). 
Priced as low as 
$133.45*. A full line f 
of attachments, too. A 














are you 
getting what 
you’re paying 
for? 


only 





ou get all 
this 





Samson's line includes all types 
of braided and plastic cords. 
Here are a few: 


sash cord. 


\ 


\ 
SACHEM 


Braided cotton 
sash cord. 


WHALE 


Braided cotton 
clothes line. 


Braided cotto 
clothes line 


BEAVER 


Braided cotton 
clothes line 


TITE-ROPE 


Plastic 
clothes line 


HORIZON 


Plastic 
clothes line. 


~ NYLON 
Braided cord. 


/ 
/ 
/ 











why it 














MODERN, | 
EYE-CATCHING 
PACKAGING! 


SAMSON'S packaging gives maximum 
product display! Cords stay 
clean, on the counter — 
Results: — more ai 
impulse sales! «ij 















POIN 
- OF—-PURCHASE 
MERCHANDISING! 


America’s Best — SPOT CORD® is ‘‘bagged 
and tagged "’ Tag tells how to 
replace sash cord and why 
Spot Cord is your 











customers’ “A ee 2 ie ee Se 
best buy ga / ila ee 
on 


- Pr FAR REACHING 
> Mea CONSUMER ADVERTISING! 


Colorful, full page advertising in ga 
. GOOD HOUSEKEEPING helps you sell. 






HOW TI 


its more than 11,000, 
readers. 









3 NEW “a 
PRODUCT DEVELOPM ENT! 


To reach ever-changing markets, SAMSON 
leads with new products. New TILLER ROPE 
— new WATER SKI ROPE — each a 
possible source of new 
: | — sales for you. 


HOUSEKEEPING 
SEAL OF APPROVAL! 


Every cord made by SAMSON is tested and 
approved by GOOD HOUSEKEEPING 
and carries the Seal of 
Approval your 
customers know and 
believe in. 





a” «lo 


<n oR ore >... 7 Lv 
F Genvemmeed by” 
Good Housekeeping CORDAGE WORKS 
Boston 10, Mass. 
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"BOSTON’S andi line of garden hose 


HELPS GROW MORE GREEN STUFt 


o greater 


BOSTON he ps ye vith better- 


garden hose profits W1 
looking prod 
packaging, an 
dising aids. 


ts, attention-getting 
a smart merchan- 


7 ~— : : aXe 
MO Ke r3 3 . 
<es SS ~ ; oo = se “ Aa BRS acta 
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Qe : 
>, 
~e 
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VINYL GARDEN HOSE RUBBER GARDEN HOSE 


eee Teena Made of 100% Pure Durable. Resists sun, 
vinve PLastic Vinyl in two styles: _——- =—S— os Oo weather and wear. 
GARDEN HOSE§ ee pe 

Light weight, spar- egond ' Seamless rubber tubes. 
kling transparent, Gi | Single and double 
and high-gloss, double- ——— braid high-strength 
extruded Opaque. , reinforcement. 


NT CPE THO BL 4 ¥ 
DBM ANTSED 


aN | 

4 x, All BOSTON Vinyl Garden Hose for exceeds the standards 
- <\ of the Society of the Plastics Industry, Inc., and beors the 
\) /) — seal issued by the U. S$. Department of Commerce. 


Both lines available in complete range sizes. Full-fi a aa 
couplings throughout. All BOS tri Seated 
unconditionally guaranteed. 


BOSTON Aa 
Triple-Tube weer NOZZLES 
FLEXIBLE . A sales leader. Full size. Ma- 
eX chined from solid brass. 
SPRINKLER 


— Top quality viny!. BOSTON 
Made super- flexible to 
lie flat, hug curving terrain. Gives wide, HOSE WASHERS 


gentle spray. Reversible for soaking. Nickel- Live, red rubber. Durable. 
plated brass couplings. Perfect fit. 


Speedy delivery from our 
warehouses to distributors on 


BOSTON WOVEN HOSE & RUBBER COMPANY 
all orders and re-orders. =jfok-gge}. BOSTON 3, MASS. 
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THE FLYING-R 21” ROTARY RIDER 


Get on the 
QUALITY 


BANDWAGON 


and make 


De 
- Ooo! | Only this FLYING-R Custom 21” for 1958 has all these 


features! Variable speed transmission drive ... four 
forward speeds, plus reverse .. . floating skirts for 
smooth cut and operator protection ... foam rubber 
seat ... powerful 2.75 engine . .. easy recoil starting 


. « « heat treated steel cutting biade. 
joy 


none YOUR SELLING EFFORT BACKED BY ADVER- 
TISING IN TOP NATIONAL MAGAZINES! 
ROOT POWER MOWERS 


Early in 1958, hard selling FLYING-R ads will appear 
At last here’s a line of rotary mowers in top consumer magazines. Only class publications 
you can actually sell on value! You with proven records were chosen to help you sell the 
don’t have to offer “deals” or “special FLYING-R Quality Line. 
prices” to sell this line. Check the 
FLYING-R points of value on all New Spring Dating Program assures you of the amount of 
six models and you'll see why! You profit you should make on a top quality line of mowers. 
can see that FLYING-R power mow- 


ers have the modern styling of to- BE THE FIRST TO SHOW THE NEW QUALITY LINE OF FLYING-R POWER 
morrow’s car. Unseen but always MOWERS! . . . MAIL THIS COUPON TODAY! 
present: first quality guaranteed ma- oe - 
; ' ROOT MANUFACTURING CO., INC. 
terials and workmanship throughout. 927 EAST 11TH STREET 
BAXTER SPRINGS, KANSAS 


Please Send Me More Information About the New FLYING-R 
Six models of FLYING-R power mow- Quality Line POWER MOWERS 


ers are available from the Deluxe 24, NAME _ 
the 21 inch riding mower shown here, 
to the competitively priced quality 18” BUS. ADDRESS __ 
2 cycle manually-operated mower. -) 


| ae. P 
| f 
RR-24-VR ot” thes we a RE-21-SP RE-18-2C RE-18-4C 


24” Rider ” Monuol ’ Self-Propelled 18” Menuol 18” Manuol 








STATE 





HOME OFFICE 


BAXTER SPRINGS, KANSAS 
ROOT MANUFACTURING CO., INC. Factores 


BAXTER SPRINGS, KANSAS 
MONTICELLO, ARKANSAS 
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The 
NEWEST 


and 
mlOl Mi ten 
item on the 
market! 


EMPIRE 











2-WAY SNO-MOVER 


NEW BROOM IDEA TO SPARK NEW VOLUME 
BUSINESS! On one side, long, tough plastic 
bristles to sweep away snow. Flip the handle 
and there's a 14” steel blade that bites into 


IT’S A SNOW-SHOVEL ice and packed snow. 


NATIONALLY ADVERTISED! Featured in Good 
Housekeeping, on television and in newspapers. 








Tt PACKAGED IN FREE MERCHANDISING 
gen UNIT with colorful streamer. 


$4. : & 
Tobe” 
Poiaiaws 2 
Good Housekeeping 
45 soveansie 


ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE EMPIRE BRUSHES, INC. port CHESTER. N. Y 











———————— 
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emington Dealer Letter 





BRIDGEPORT 











At the profitable point of purchase... 


REMINGTON 22 DISPLAYS CREATE 
IMPULSE SALES, BOOST YOUR VOLUME 


a — er wee Hf] I woo 7 /} }/ fi fh vee oa /} py ognsoawt /] i I] ' 


io Do you have enough 


= ' REMINGTON 
iy) \ 
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4 size SLE 
AVAILABLE — 


Stock and Display 3,500 
rounds in only 6%” x 
6%” x 10” 

OR 1,800 rounds in 4%” 
x 6” x 10” 


oe 
“aa, 
r 
atiitijis i iJ iji obi it] 













PROTECTIVE GLASS FRONT 
OPENS EASILY 


DATA SHEET FOR DEALER LISTING OF 
RETAIL PRICES OF THE SIZES DISPLAYED 





PRICE STRIP SPECIALLY DESIGNED LOCK 


OPERATES FROM REAR 





IN EITHER SIZE, this eye-catching Remington 22 _ sizes, to suit your particular stock and space re- 


— — 


ammunition display helps you cash in on powerful quirements. Ask your wholesaler for Remington 


Remington national advertising—by creating buy- No. 3200, shown above (3,500-round capacity) or 
ing impulses at the point of purchase in your store. Remington No. 1750 L SOO-scundl capacity) and 


Designed to both display and protect your watch your Remington 22 ammunition sales go up! 
stock, it gets your Remington 22 caliber ammuni- 
tion up front, where store traffic is heaviest. 


Naturally, it rings up more sales. And it stores it Stennis 
ammunition so economically, you make more profit ) 
from less space! ‘arha, Advanced Course in 

It’s handsomely made of natural pine in two Hardware Retailing 
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Double Locked 
Galvanized Breast 


Large Opening 
Straight Sides 


tasy to ice 
and Clean 


Double Locked 





















Seams and 





Mot 
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Extra Deep 
Bottom 





the only cooler with 
hot-dipped galvanized inset, 
and lined withSPARKLEEN plastic... 


tt 


se 


Non-Movable 
Inset Support 


] 


Bottoms Galvanized Inset, 
Guaranteed nm 
Fully Corrugated Rust or Leak 
> 
Sides e 
| ’ Brass-Nickel 
Rounded Seamiess ‘ \ Plated. Rece 
Bottom * mts Faucet 
a J . \ Py ————— eee 


U 








If it’s not the coldest, cleanest 
water possible, it’s not drink- 
ing water! 


And that’s your biggest selling 
point! ARCTIC BOY portable 
water coolers keep water and 
other beverages refreshingly cold, 
sparkling pure and clear with 
two exclusive features: HOT- 
DIPPED INSET is galvanized 
after forming to eliminate chips 
and cracks from bending, com- 
pletely filling joints with molten 
zinc. No rough edges, no dirt- 


ARCTIC BOY 


portable water coolers 


holding crevices, snagging 
joints! Cleans easily in seconds! 
SPARKLEEN plastic liner is 
absolutely non-toxic, odor-and- 
taste-free! 


ARCTIC BOYS are big and 
rugged enough for any abuse. 
Used extensively on construction 
jobs, at mines, in oil fields... 
everywhere men are working. 
Sportsmen, too, enjoy the extra 
quality of ARCTIC BOY port- 
able water coolers. 


Step up your sales and profits, 
too! Stock and feature the pop- 


SCHLUETER MANUFACTURING CO. ° 


34 
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ular 2, 3, 5, 10 and 15 gallon 
sizes of ARCTIC BOY water 
coolers. The De Luxe symbol is 
your sure sign of success! 


Send for free booklet ‘‘Care and Use 
of Your Cooler.’’ Write Dept. H-1. 


Ask about these other Schlueter products 





ST. LOUIS 7, MO. 








: . ” é 4 


. 





7 





* 


; 


wy 
< 


on 





for the name that brings them in...the line’ 
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Here’s how Melnor captures 
the Garden Market for you: 


THE MOST COMPLETE LINE 
OF OSCILLATING SPRINKLERS 
& GARDEN HOSE ACCESSORIES 


Brand New Items... Advanced Packaging... 
Attractive Pricing All Give You a Solid Sales Story! 
Melnor makes everything ...a complete line of garden 
accessories that sell as fast as its famous Swingin’ Spray, 
long America’s largest selling oscillating lawn sprinkler. 
And this year Swingin’ Spray makes big news with lowered 
prices, bigger area coverage on all models and the 
addition of the coveted “Aqua-Dial” to the lowest-priced 
oscillating sprinkler made—the popular No. 525. 

Now, with four up-to-the-minute Swingin’ Sprays, there's 
a sprinkler for every market you sell! 


Accessories Line Bigger Than Ever Before . . . Now 
Available in Trend-Setting “‘SEE ’N’ SELL” Packaging! 


Melnor’s top-selling Aqua-Gun has been re-designed 

and streamlined, and a new deluxe model has been added with 
a threaded tip for remarkable versatility! To make 

this year’s accessory line even more exciting, Melnor has 
added more handy accessories, including a hose washer-filter 


and a faucet adaptor. Melnor’s complete line of garden 
accessories are packaged this year in impulse-creating 
Skin-Pack display cards that sell on sight! See the next pages 
for big profit news about this revolutionary selling concept! 


THE BIGGEST 
ADVERTISING CAMPAIGN IN 
THE GARDEN INDUSTRY! 


Melnor captures the growing homeowner’s market with 
big-space, color ads that create a strong brand preference for 
Melnor... appearing throughout the entire gardening 
season in Life, Saturday Evening Post, House Beautiful, 
Better Homes & Gardens and every important garden 

and family magazine! Powerful ads that make Melnor first 
in the homeowner’s mind year after year! 


TWO BIG SPECIAL PROMOTIONS 
FOR QUICK TURNOVER... 
TREMENDOUS PROFITS! 


Melnor gives you the package deals you want... 
that make sense to your pocketbook! See the next pages for two 
of Melnor’s biggest, most profitable new promotions for you! 


OUR MILLIONTH SPRINKLER YEAR 
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It’s new and even more powerful than last year’s — 
’ ’ bd . No. 600 v" 
spectacular sellout! Melnor’s hottest promotion in years! O EARLy 
Our “Early Bird” Package Special +6000 is pre-packed SPEC 2IRD” 


and ready to ship. It contains an assortment 
of all 4 models of America’s No. 1 oscillating sprinkler (2) 7525 Swin 7 RETAIL 
and a special FREE BONUS of two of Melnor’s (3) #5 8!N Sprays @ 6 50 VALUE 
fastest moving hose accessory items consisting of: 7 Swingin’ Spra “OU ach 13.00 
(4) AQuA-GUN Hose Nozzles... the sensational (2) we Win = ys @ 7.95 €ach 23 
squeeze nozzle with exclusive ““Green Trigger’’—one of (1) *1000 S ‘SIN Sprays @ 9.95 e3 h 85 
the fastest moving impulse items in the industry. WINN’ Spray @ ] C 19.90 
(2) Stop ’N FLo Hose Shut Offs...a top selling garden FR 2.95 €ach 12.95 
accessory. Eliminates long walks to faucet to turn off (4) Aqu , EE BONUS 
water. Gives instant shut off where water is being used. d Gun Hose N 
(attractive; Ozzles @ ] w) 
(2) Stop ‘n — 90 each 6.00 
ORDER NOW! (attractively cane tut Offs @ ] 30 ea 26 
: 0 


MELNOR’S “‘EARLY BIRD’’ PACKAGE SPECIAL 
ENDS JANUARY 31st! TOTAL RET 
AIL VALUE 18 
30 


OUR MILLIONTH SPRINKLER YEAR! DEALER 
COST 4] 87 


MELNOR inoustries, INC. DEALER 
300 DE WITT AVENUE, BROOKLYN 36, N. Y. PROFIT 36 
.48 
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~ hose 
B® nozzle 














They'll take one look...Jand they'll take em home! 


SEE ’N SELL ACCESSORIES 


ON FREE REVOLVING RACK! 


Melnor gives you impulse sales... faster, easier wr | No 158S | YOU GET ALL THESE PLUS 
over! Melnor again takes the lead in giving you me — ° —1 FREE WIRE DISPLAY RACK 
selling tools! Here’s a sure way to give hose omnia on 
sales a quick pick-up... by taking advantage of t . rs eetan vere 
tion-wide trend toward self-service. By putting the se > 4 pcs. No.55§ 7 - Plastic hose Repair Coupling .80 3.20 
the packaging, Melnor frees you to make the big — 4pcs. No. 5§ 1/2 oman hose Repair Coupling 80 3.20 

. > dds to its See ’n Sell line, putting 4 pcs. No.8S 7 16” Plastichose Repair Mender 60 2 40 
sales. Now, Melnor cs vhs a ae na compact, 4 pcs. No.8 S 1/2” Plastic hose Repair Mender 60 2.40 
— ere a wre Senatiitie the assortment. 4pcs. No.10§$ 7/16” Clinching Coupling 50 2.00 
revolving wire rac c , 


; ; . 6pcs. No.10§_ 1,2” Clinching Coupling 50 3.00 
aca Sie tenes anne le without rack. i 
Of course. all Skin-Pack items also availab 6 pcs. No.10§ 5/8” Clinching Coupling 50 3.00 


4 pcs. No.30§ 7/16” Clinching Mender 30 1.20 
6 pcs. No.30S_ 1/2” Clinching Mender 30 1.80 
6 pcs. No. 30 S 5/8” Clinching Mender 30 1.80 
® Each hose accessory is clearly visible and easily accessible 4 pcs. No.45§ Easy Connector 5.80 


4 pcs. No. 5] Mist Ray Hand 
baked-enamel counter rack makes p S ist Ray Han Spray 80 3.20 
e Revolving self-service thistiietagiaeih dimsacticidacaaiies pet 


. Clip 
man 
See 'n Sell packages your silent sales 4 pcs. No. 225§ Hose Washer-Filter —o 30 1.20 


e Non-pilferable, because every hose accessory is sealed in 4 pcs. No. 300§ Y Connector 90 3.60 
its own colorful descriptive display card 2 pcs. No. 350§ Gooseneck 100 2.00 

4 pcs. No.400C Hose Shut Off Valve 130 5.20 

Shipping Weight: 25 pounds per complete unit. 4 pcs. No.425(€ Aqua-Gun Hose Nozzle 150 6.00 

2 pcs. No. 450C Deluxe Aqua-Gun 2.00 4.00 


All Skin-Pack items also available separately 4.pcs. No. 500§ Brass Hose Nozzle snk ae 


Plus FREE baked enamel rack. 28” high x 12” wide x 12” deep 











e A complete basic lawn and garden accessory department 
on one compact, space-saving rack 


Retail Value: 60.20 Dealer Cost: 38.12 
Dealer Profit: 22.08 


MELNOR INDUSTRIES, INC. 


300 DE WITT AVENUE, BROOKLYN 36, N. Y. 





These few’ MOTO-MOWER eames 





~....:g" Will Sell Mowers for You! 


“ne . . 
Ver omamane” This Sensational Preferred 


DASHBOARD CONTROLS 


| Give full engine range at Dealer Plan Gives you More 


your finger tips for STOP, 


START, RUN, ond CHOKE Profit from Every Sale: 


—plus FORWARD SPEED 

and FREE-WHEELING on 

self- nt models. *® Extra 5% EARLY-BUY DISCOUNT (on 
\ - orders by Dec. 31st) 

a, \ The Gna. with the % Non-recourse, Non-reserve FINANCE 

a * - ‘3 PLAN (Available in most states) 


*% 50/50 Dealer CO-OP ADVERTISING 


















FINGER-TIP 
E-Z STARTING 
A sensational new 
feature everybody 








































wants! Puts the start- PLAN 
ing-rope handle right * Gigentic NATIONAL ADVERTISING 
at your finger tips for PROGRAM 


safe, easy starts. 


* Big Kit of FREE DISPLAY MATERIALS 
and LITERATURE 


* Powerful SALES PROMOTIONS through- 
out the Year 


*% Backed by Over 2,000 AUTHORIZED 
SERVICE STATIONS to assure Customer 
Satisfaction 


ENCLOSED 
“POWER-FLO” 
TRANSMISSION 
A smooth flow of 
power self-propels 
the mower at any 
desired speed— 
responds instantly to 
the Dial-A-Matic 
finger-tip controls. 


DIAL-A-MATIC®* 
CUTTING-HEIGHT ADJUSTORS 
Just a touch of your finger 
on the Dial-A-Matic lever 





























_— changes cutting heights in 
+ lle a one second—anytime, any- 
- ae - — 
ty aid ——_ where — without tools. 
) Dus Many Other Deluxe Features, including... 
‘ > 
f % tf Complete line of 18” and 21” % Vacu-Mow Blade Design *® Famous Briggs & Stratton 4-cycle 
: Staggered-wheel Pusher-type *& New Type Friction-Disc Safety Clutch engines, with silent mufflers 
= ee oe ® Non-Scalping Design * Lightweight, Non-rusting Cast 
- ve —_ ® Close Trimming, Both Side and Front Aluminum Decks 


modern Reel-type Mowers. 


A Great Traffic-Building Promotion Dea! 
THE MOTO-MOWER SOIL TEST KIT 


Offer this sensational Soil Test Kit FREE to your 
customers with the ‘Cavalier’ —or any other Moto- 
Mower model. Build store traffic, get the lion's share 
of the mower business in your territory. A regular 
$5.95 value, it’s available to you at a price so low 
you can give it away! 





—— aan 
Moto-Mower Division 
Detroit Harvester Co., Richmond, Ind. 

Please send complete Preferred Dealer Plan for 1958 and ful! 
color, descriptive literature on the 1958 Moto-Mower Line 





HA 


24” ROTO-RIDE 
The World's Finest Riding Rotary 


Loaded with exclusive features—the 








mower your customers have been wait- Name 
ing for! Only ROTO-RIDE has Blade —_ 
Control and Lock-Out, Clutch and ethene 
Automatic Brake Foot Control, and Address : 
‘“Power-Flo’’ - ission. 
ower-Flo'’ Heavy-Duty Transmission City a - — 






AMERICA'S AND POWER MOWERS 


Eesy to KUL MOSQUITOES with Douolddtou 


on Power Mower 


Here’s the easy, economical way to kill off 
pesky, fun- spoiling, harmful mosquitoes that 
make life miserable and ruin yard pleasures. 
Kills flies and gnats, too. Donaldson FOGGER 
attaches to power mower and sprays an entire 
yard with highly effective insecticide. FOGGER 
SPRAY contains powerful D D 'T and Chloro- 
dane. You’ve had it, bugs! FOGGER is safe for 
humans, animals, flowers, trees, shrubs and grass. 


SURVEY PROVES OWNERS LIKE IT 
AND DEALERS PROFIT! 


Homeowners like FoOGGER for outdoor living, 
lawn parties, garden puttering or plain loafing. 
Donaldson FOGGER keeps the premises bug-free 
the easy way ... the effective way. 

Dealers like their substantial share of the 
$6.95 retail price. ‘They like, too, the repeat, 


repeat, repeat sales of the insecticide sold in 
pints and gallons. 


be prepared ed for the most promising 
mosquito eradication | gengrem of 1958 











errs = — @ FOGGER fits any 4-cycle reel or rotary 
in ae —— mower up to 2% H.P., Briggs-Stratton, 
: Clinton and other single cylinder engines. 
@ ocrews on in seconds. Exclusive regulator 
pressurizes can. 
@ Donaldson FOGGER (KIT) Contains one each: 
pint of insecticide; mixing valve; ear- 
pleasing automotive-type muffler. 























co en INVESTIGATE CONVENIENT DATING 


Ponts... Qetlee Ad tek... ORDER your inventory early! Donaldson FoGccErRs shipped 
ecate Gates iteeiies before June 1, 1958 will be billed and payable on July 10th 
Clever “| hate mosquitoes’ Cus- at discount. 

tomer Work Order Tag... Multi- 

Color Window Banners for sell- 

on-sight merchandising . 


NEW FOGGER DISPLAY 


1 ' f ¢ e 
eae daace-dinnetiaes ca te on for Spring... get ready for weeds! 


counter space. Sets up in seconds, 
ving ‘ou four complete Donald NEW KILLER KANE 
a cs PROMOTIONAL AIDS for ’58 | 


Order your displays of KILLER KANE 

. the one accepted, safe, sure, se- 
lective way to kill dandelions, plantain 
¥and other broad-leaved weeds. 














COMPANY, INC. 


2520 WEST LARPENTEUR, ST. PAUL 8, MINNESOTA 
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tor many hunters Its a 





or nothing! 


The big swing is to double guns... and that means added business for you with 


these moderately priced, American-made guns loaded with quality features. 
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FOX MODEL SB 













STEVENS MODEL 311 
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...and 2 dozen 
#1122 Pails and 
2 cartons of #1510 
Sprinkling Cans. 
How soon 
can I have them ? 














Our truck will 
be out your way 
tomorrow morning. 
Thank you 
very much, sir! 




















Your nearest Wheeling warehouse puts the products you want on the road 
to you quickly—the same day if needed. Result? No hold-up on important 


shipments, no lost customers. 


| | CHANNELDRAIN CORRUGATED ROOFING 
And the Wheeling story goes straight to your customers, too, with adver- ROOFING AND SIDIN 


G 
tising in leading farm and consumer magazines. Here’s advertising that ee 
helps to pre-sell and re-sell your customers. And solid repeat business is et py & 
yours, too. Wheeling’s well-known quality reputa- ROLL ROOFING pain COODS 
tion sees to that. = AND VALLEY AND FITTINGS 


: : " ‘ . = ' = = SS Weta 
A quick call to your Wheeling Corrugating Com- | —— fe, eM 
pany warehouse or sales office will show you how ER 
hal; oaall METAL LATH CORRUGATED METAL 
Wheeling service-in-action can benefit you. AND ACCESSORIES CULVERT PIPE 








WHEELING CORRUGATING COMPANY ¢ WHEELING, WEST VIRGINIA Emig CALVANIZED waRE 
IT’S WHEELING STEEL 








IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: BOSTON, BUFFALO, CHICAGO, COLUMBUS, DETROIT, KANSAS CITY, 
LOUISVILLE, MADISON, MINNEAPOLIS, NEW ORLEANS, NEW YORK, PHILADELPHIA, RICHMOND, ST. LOUIS. SALES OFFICES: ATLANTA. HOUSTON 
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HEAVY-DUTY WHEELBARROW — 
seamless 
heavy channel skids and braces, 4.00” 
eB» 
level — 
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Jamesway. 
Quality Wh 








~~ when filled to capacity, the Jamesway 
rarden Wheelbarrow is easy to operate. It’s 
so perfectly balanced that up to 15 lbs. less lever- 
age is needed at the handles than with most 
competitive models. It’s longer and wider than 
most barrows in the same price class .. . has up 
to 5 lbs. more steel for greater strength. 

Backed by Jamesway’s half century of experi 
ence in metal fabrication, this smart barrow 
offers many other “plus values”’ steel construc- 
tion and seamless tray design for long life 


eelbarrows 


“Rigid-Curl” rims for extra strength punc- 
ture-proof 10” x 1.75” tire for smooth operation. 
And it’s finished in colorful baked-on enamel. 
CAPACITIES: level — 3 cu. ft.; heaped — 4 cu. ft 

This is just one of Jamesway’s complete line 
of quality wheelbarrows. All feature the same 
sturdy construction, attractive styling and work- 
saving balance. For complete information, contact 
your hardware jobber or distributor. James Mfg. 
Co., Fort Atkinson, Wis.; Lancaster, Pa.; 
Angeles 63, Calif. Dept. HA-107. 


Los 


A style for every customer 


Deep, 


tray, hardwood handles, 


pneumatic tire. CAPACITIES: 
4 cu. ft.; heaped 5 cu. ft. 


CAPACITY: 


HOME-MAKER WHEELBARROW — 
fect for round-the-home chores 
tray has no seams or joints. 
from a single sheet 

pneumatic 10” or 12 
4 cu. ft. 


Ver- 
Deep 
. pressed 
of steel. Semi- 
yw x 


nj "ru 


iv tire. 


GARDEN CART — No 
er Reports . 
for easy loading and unloading 
10” ball-bearing, rubber-tired 
CAPACITY: 4 cu. ft. 


whe 


Jamesway. 


50 YEARS OF METAL FABRICATION 


1957 


1 in the Consum 
can be tipped forward 
‘Two 


els 





BLACK FLAG ANNOUNCES 


BEFORE YOU BOOK 
WI ANY INSECTICIDE 
FOR 1958 


— "rv oe —i 
P eee 


INTO BLACK FLAG’S 
‘‘ MONEY- MAKER” 
Ma BOOKING DEAL" 
...ON RIGHT NOW! 
\ = 


W TO PROTECT YOUR 
i | PRICES AND 
=: PROFITS IN 1958 
[ = Call Boyle-Midway 
ma A Representative Now! 
A ~S 


— 


“THIS 1958 BOOKING is a bug-killer bonanza you 


can’t afford to miss! It’s the hottest booking promotion ever offered by 
BLACK FLAG... America’s biggest, best-selling, best-advertised insecticide 


line! So don’t make a move in your bug-killer department until you’ve 
checked BLACK FLAG for ’58...it’s great! 


No Household Line Out-Advertises BOYLE-MIDWAY...None Gives You A Better Deal! 
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"RED-HOT DEAL FOR ‘58! 


AMERICA’S 


BEST-SELLING 


INSECTICIDE 


LINE in -9/ 





° gk reir 


yy nat MOST FAMOUS NAME in insecticides 

since 1889 ... Black Flag enjoyed greatest 

sales year in history in 1957! And now... with 

growing market... with “impact” network- —— 
TV schedule every day in the week ... and clam 
with continued development of new and better , 
products ... Black Flag promises even greater 

volume for you in 1958! Put Black Flag out 

front on your insecticide shelves... check now 

for terrific booking discounts that earn top 

insecticide profits for you! 


The Only Brand backed by 
vieunteutn stare, ~=6 NETWORK=TV SHOWS 


Spray ® Warfarin Rat & 
® Insect Bomb Mouse Killer Love Of Life (CBS-TV) 
® Roach & Ant Killer Insecticide Powder V e ly e e - Secret Storm (CBS-TV) 
® Flower Bomb Flea, Tick & Louse Doug Edwards With The News (CBS-TV) 


® Moth-Ded Powder Queen For A Day (NBC-TV) 
® Insect Spray Black Flag Sprayers lt Could Be You (NBC-TV) 


® Bug Killer 25% DDT Concentrate Truth Or Consequences (NBC-TV) 








LOS ANGELES Bm. BROOKLYN CHICAGO CANTON, OHIO CHAMBLEE, GA. CRANFORD, NEW JERSEY 


er = — % * ue aerrt? 
we | 3 antesnsm ge "Lie © gana — a | MRBAALIL |) | BELALILE G@ wee ee 


woes a ocare ants a 
BOYLE- MIDWAY INC., 22 €. 40th St., New York 16, N.Y. 2 wareho ly located plants» 


2 warehouses, at Seattle and Dallas 
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Electrical outlets that move! 


Heres a product that has everything. It’s accepted and 



































sell the complete 4-outlet kit for less than $10. 


proved—several million feet have already been installed Moreover, Electrostrip has no duplicate on the 
in homes by electrical contractors. It's needed and market. It's now being offered for the first time 
wanted—nine out of ten homes suffer from too few out- where customers can easily buy it—in your store. 
lets... hundreds of homeowners write the manufacturer So, stock Electrostrip and profit. In its new, self- 
for details about Electrostrip every week. It’s simple to merchandising package, you'll find it a real sales 
install and priced right, too—you get a 40% discount, natural. Write for prices and literature. 





BI 


PCO 






@ Package designed in consultation 
with N.R.H.A. for effective display, 
compactness and visibility. 


ee 





@ Pre-sold by colorful national ads in 
such magazines as BETTER HOMES 
AND GARDENS and GOOD HOUSE- 

KEEPING. 


@ Electrostrip carries GOOD HOUSE- 
KEEPING SEAL and is listed by UNDER- 
WRITERS’ LABORATORIES INC. 


@ Each package contains 15 feet of 








strip, four twist-in receptacles and all 



















an necessary fittings. Order self-display 
; | cm cartons now. Five packages to a carton. 

SUUD on —_ , | 
JUD ~~ : (Ory @ For oe $s see your electrical supplier 
w:@ ) or write BullDog Electric Products Co., 
con ™m® Dept. H, Box 177, Detroit 32, Mich. 






5 outiats pete 


+ 
,oert® 
eae 08 % = 
*«* 
oe eet 


. 





GRAPHIC DISPLAY PACKAGE and self-merchandising carton 


does a real selling job. Package displays Electrostrip in use . . . pictures 
easy-to-follow installation directions on the back. 
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1957 


Outlets twist in 
anywhere 
along its length! 














SIMPLE, SAFE! Electrostrip mounts on 
walls, moldings,anywhere without break- 
ing into plaster. It's neat, attractive, can 
be painted to match walls or wood- 
work. Outlet receptacles twist in and 
out in seconds, can be moved at will. 
 e- 2 on Ue Ue Uh UD UD OD O88 ee ee 
f = BullDog Electric Products Co. 

Dept. H—Box 177 

Detroit 32, Michigan 





Please send me more information on 
Electrostrip. 


' 

‘ 

i 

" 

4 

Z 

i Name 
Company 

8 Address 

; City Zone State 
ae 
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Gold Stripe Reinforced. Nylon re- 


Order the new 


rrible-sPRay 


TAT ha 


; 
¥ 
7 
; 


inforced virgin vinyl with = ex- 
clusive low-temperature flexibility. 
Carries Commercial Standards Sea! 


Realite Transparent. A bantam- 


Duro-Tred. Tough nylon and viny! 
3-ply construction combines high 
quality with economy. Patented 
brass “‘Shurlok”’ couplings. Avail- 


of Quality. 
and 3 sizes. 50 ft., full % in. inside 
diameter, only $8.95. (list price). 


weight beauty with full-flow brass 
couplings. Extremely rugged virgin 
vinyl. Carries Commercial Stand- 
ards Seal of Quality. Available in % 
in. inside diameter and all lengths. 
50 ft., only $6.95. (list price). 


Available in 3 lengths 


able in 4 sizes and 3 lengths. 50 
_” 
only $7.95. (list price). 


Gold Stripe Triple Spray Sprinkler. 
The finest sprinkler made. Virgin 
vinyl with patented multiple tube 
design. Sprays gentle pattern 25 ft. 
wide over entire length of sprink- 
ler. SO ft., only $4.95. (list price). 


16 in. inside diameter, 


Why you should stock BORDEN’S RESINITE line of Hose and Sprinklers! 


e they combine top quality with the newest fea- 
tures in hose manufacture. 


ea complete line with a full range of inside di- 
ameters and lengths. Top quality virgin vinyl 
products as well as tough, durable economy 
hoses. 


e the most realistic guarantee policy in the busi- 
ness . . . every product is backed by the 
BORDEN name. 


e an unconditional ‘‘accidental damage”’ hose re- 


turn policy with a history of complete customer 
satisfaction. Any damaged Resinite Gold Stripe 
hose will be repaired or replaced by the factory 
for only $1.50. Sprinklers for only $1.00, 


e the tops in dealer service. Fast delivery from 
the only hose manufacturer with plants on 
both coasts. 


BORDEN’S RESINITE products are backed by 
national advertising and special traffic-building 
promotions like BORDEN’S GARDEN FESTIVAL. 


Don’t miss the profits you can make with ‘‘Borden’s Products for the 
Home Handyman.” Place your “‘future” order for Resinite Hose and 


Sprinklers NOW! Call your Borden supplier or mail coupon today. 


Copyright 1957, The Borden Company. 


Sy 7 
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Resinite’ plastic hose and sprinkler line now! 
Cash in on this nationwide Spring promotion 


OE PER to you reinte customers daring 


BORDENS GARDEN 
FESTIVAL 








(May 24 to June 21 


Here’s how it works: 


Every one of your customers who buys 50 ft., 
or more of Resinite Hose or Sprinklers during 
Borden’s Garden Festival gets a $1.00 package 
of “Borden’s 38” FREE. Any “green thumber” 
in the market for a plastic hose or sprinkler 
will snap at this free offer. All you have to do 
to make sales is to display the Resinite Hose 





Counter 
” You... 
Colorful 





KC Powerful 


National Advertising 


This ad in the June, 1958 issues 
of THESATURDAY EVENING POST, 
BETTER HOMES AND GARDENS, 
SUNSET, POPLLAR GARDENING 
and FLOWER GROWER will tell 
over 25 million home gardeners 
about this exciting free offer. 


38” 


motion. 








New Borden Emblem 


This nationally adve rtised emblem tells everyone 
that you handle ‘‘Borden’s Products for the 
Home Handyman.” Put your decal on the 
window or door. It helps you sell Resinite 
products and Elmer’s® Glues and Cements 
all year long. 








with coupons explains offer . . 
makes hose sales for you. 
play hol 
which is yours after pro- 


streamer pulls in customers. 


The Borden Company 
Chemical Division 


, 1958) 


line. Nothing for you to handle. There'll be 
coupons in hard-hitting national magazine ads 
and on store displays available to you. Your 
customer sends us the coupon, along with his 
sales slip and Resinite guarantee tag, and we 
mail the “38” direct. Don’t miss this oppor- 
tunity for greater hose profits. 





Display Sells for ; 
Saves You Work : 


counter 













display unit 


Dis- 
Is sample of ‘‘Rorden’s 


Eye-catching window 






a, FO ' 
re : 
wore 
? Aan restiy: yi 


Bordens (521 ei 
A’T PACKAL “5 OF RORDENS 38 PLANT 





Mail to address nearest you: 


The Borden Company 
Chemical Division 

















A 350 Madison Avenue P.O. Box 1589 
. New York 17, New York Santa Barbora, California 
° 
“A e Please rush the name of the Borden Supplier nearest 
~ ° me. I am interested in tieing in with the BORDEN 
" os m » GARDEN FESTIVAL. Please send complete details to: 
ordens Froducts'\. 
° NAME 
FOR THE ° 
° 
HOME HANDYMAN am 
° 
+ 
, 7 city ZONE STATE 
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ACTUAL SIZE Ff 


FULL \ Whichever size your customers prefer 
16.2 OZ. CAN oe _.. SHEFFIELD has the answer! 
READY Regular or GIANT SIZE... both should 
TO SPRAY ; be on your shelves for BIGGER 
| : PROFITS ...and faster sales! All the 
same SUPERIOR quality... all with 
the EXTRA profit that is yours with all 
Sheffield products ! 


Non-Toxic 
and even 
faster drying 


than ever... 








& 4 Usenee Ding 
eee , yA 
neMieic FSS 
as advertised in ] } NOW 
Gia: | you can feature 
. ee ‘% eh eie® 


: GIANT SIZE 
| _. y. Ald QUIK-SPRAY 

and descriptive > “—_ 
literature, — ee é and 
— se es regular size 





For further details 





write 


Sheffielel BRONZE PAINT CORPORATION 17814 waterioo Roa cleveland 19, obi 
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J&L Double-Drain WARE...n- new quality line 


Laundry Tubs that sells on sight! 


Housewives appreciate exclu- 
sive features of these work 
savers. No lifting or carrying 


—they are emptied through er 
* > > r- 7 I c c A ¢ ‘ ™ 
drain cabletn to winisls Giteeks Order J&L ware today from your hardware jobber. For detailed informa 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best ... sell the 
best ... the new J&L galvanized ware. 


; : tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
hose sections are attached with direct to the Container Division, 405 Lexington Ave., New York 17, N. Y. 
hook, stopper and chain. Avail- 


able in two styles, double or 
‘single, they are mounted on . 
sturdy stands with rollers. Jones & Laughlin 
STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio; and Atlanta, Georgia 
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L/ 
7 Amare > sree New iu 
Y nehonaiy eet PADLOCK, dia 
ertised | ae deems 


Stee! 

Ming ted CTUNDE® PADLOCK, 
orm Priced 
Node]. 


KYe i ak ') Popy| 
U U 
ile} i= ' Cylinder 


2 FREE 


LAMINATED STEEL PADLOCKS 
$1.90 Value lone No. 46—one No. 47) 





and a FREE (Day-Glo’ Hang-Up Board. 
Permanent. With Fixtures. 





SM 57 assortment includes 1 ea. of Nos. 46, 47, 68, 78, 88 and 
453 mounted for display—and 3 ea. of same Nos. in a special 
shelf carton. Plus 2 FREE laminated padlocks. Total: 26 padlocks 
of which 10 are Slaymaker's new laminated steel items. 


Fay 





| SCOUT COMBINATION 
LAMINATED No. 46 | LAMINATED No. 47 ’ ' . No. 453 











advertised in The Saturday Evening Post 


c= dq Ker LOCK COMPANY = Lancaster, Pa., U.S.A. * Since 1888 


Worlds Most Complete Line of Padlocks 
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Basis for the 


exchange of 
profitable ideas.. 




















bo 


































The advisability of exchanging ideas with | 
your wholesaler’s salesman cannot be 
overemphasized. This is because every day of 

his life he’s accumulating helpful ideas — 

important to your business and its steady f 
growth — that are yours without even asking. 
Thoughts that, in many cases, will enable 
you to make decisions most favorable 

to your business. 





Another result of these get-togethers is that 
he becomes acquainted with your 

particular needs, and you with his many, 
varied services and resources. Your interests 
are his interests because his most 

important job is the job of serving you. 


It is for this reason that most wholesalers 
feature GRABLER Square “Gee”’ Pipe Fittings 
— package-protected in convenient, 
easy-to-handle cartons... kept clean and 

ready for immediate use. Order your supply today. 


Dependable Distribution from these Warehouses: 
New York © Philadelphia © New Orleans 
Atlanta @ Pittsburgh © Cincinnati © Dallas 
Chicago © St. louis @ Detroit © Denver 
Minneapolis @ San Francisco © Los Angeles 





ELER 


Manufacturers of the SQUARE GEE Line of Pipe Fittings 









The GRABLER Manufacturing Co. ¢ 6565 Broadway * Cleveland 5, Ohio 
j 








Have you been missing any customers 





If you have, you'll probably find some of 
your old customers in the stores that stock the 
full line of Southern Screws and Bolts. 


Why? Because the customer finds that he 
can depend on the quality and easy 
availability of Southern Fasteners. 


But that's not all. He gets technical information 
about how to drill proper size pilot holes, etc.. 
from Southern's free TC-4 Folder. He 

buys from sturdy packages which employ 

a label system that clearly and 

quickly identifies the contents. 


Hard-hitting advertising in trade and consumer 
publications constantly remind the customer 

of every superior feature of Southern Fasteners. 
So the customer goes where he finds the 

full Southern Fastener line . . . He goes 

direct to ‘fastener headquarters!" 


Want to get those missing customers back? 
You know what to do—stock Southern 
Fasteners—the full Southern line! 


Write on your Company letterhead for Southern's 
Package Stock Guide and a free supply 

of Technical Charts for your customers. Address 
Box 1360-HA, Statesville. North Carolina. 








Y 


4 


SCREW COMPANY 


STATESVILLE © WORTH CAROLINA 


WOOD SCREWS + CARRIAGE BOLTS «+ A, B, C & F TAPPING 
SCREWS ° MACHINE SCREWS & NUTS ° DOWEL SCREWS 
WOOD & TYPE U DRIVESCREWS + STOVEBOLTS + HANGER BOLTS 


Sold Through Leading Wholesale Distributors 


Warehouses: NEW YORK « CHICAGO « DALLAS « LOS ANGELES 
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POSITIVE 


deep W Welly dag 


es ee. ~ \ GOULDS PRIME-FLOW 
: | af Ae - \ Deep Well System 













Se 


SEE THIS DYNAMIC 
DEMONSTRATION 
AT YOUR DISTRIBUTOR’‘S! 


Goulds trouble-saving feature 
keeps profits in your pocket 


| Ve | Qe r J OQ rer c se r . =) r 
por ror 3 = np er © 
, i 4 
yumps? It's more important! A Goulds Prime-F e 2 de 
; ' | 
well jet pump will not lose prime when the well end of the foot valv 
—_— P lr ‘ 
s exposed to air. Combination of UWoulds patented aoubdle air separa 
iamoer with Woulds patented self-priming centrifugal pume 


makes this possible. [his self-priming 
1. Eliminates service calls to reprime 


2. Prevents seal from running dry 
3. Means air handling ability; no water-logged tanks 


Ihis means you make a permar vent pr rofit. Your earninas are not eaten 
away by costly service calls. Sell Goulds Prime-Flow deeo well pumps 
ia , fr 
. for permanent protits . . . satisthed customers 


GOULDS PUMPS INC., Dept. HA-1057, Seneca Falls, N. Y. 


NO CALLS NO NO 
TO SEAL WATER-LOGGED 
REPRIME FAILURES TANKS 








=I-1-) a (- 


Sell the pumps that help sell you... GOULDS 
Water Systems 
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pratle.. bier sling... 


TURBINE WHEEL and drive gear molded of ZYTEL nylon resin 
power the new Turbotool® attachment for Electrolux vacuum 
cleaners. Indrawn air rotates the 4 turbine at high speed. 
Power at the chuck head is said to be greater than for most 


household electric drills. New tool is used for drilling, grinding, 
sharpening. sawing, sanding, mixing, floor polishing, bufhng, 
etc. (Molded by Westplex Corporation, Rochester. New York, 
for Electrolux Corporation. New York.) 











DEAD BLOW HAMMER has replaceable faces of ZYTE! 


. Steel shot in TUBE FITTINGS of Du Pont ZYTEL are economical. . 
hollow hammer head stops rebound 


see hickory handle is protected 
from shot wear by a sleeve of ZyteEL. Hammer faces are spark-proof, 
chip-proof, long-wearing. ZYTEL molded by Danielson Mfg. Co., Dan- 
ielson, Connecticut, for Lixie Products Co., Providence, Rhode Island. 


. corrosion-prool. 
[hey withstand temperatures up to 250 F., pressures of 500 psi. 
Owing to resilience of ZyTeL, the fitting is clamped to the tube when 
the nut is tightened. No flaring is needed. (“Nylo-Seal” fittings by 
Imperial Brass Mfg. Co., Chicago, Illinois. ) 
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hardware of DuPont 
ZYVTEL nylon resin 




















— Youn be interested in the properties of ZYTEL nylon 
resin that make it such a natural for use in hardware 
products. 

a For instance. in electrical items—what could be 


more useful than a material with good insulating 
properties ... a material that can be molded in the 
most intricate shapes and can stand the roughest sort 
of treatment without damage? It’s no wonder that 


sockets, plugs. switches, wire jacketing. coil forms— 





even radio cases—are made of ZN TEL. 


Or take plumbing—ZyTEL can’t rust, will stand 
boiling water, resists scale. Such products as valves, 
shower heads, pipe connectors, flexible tubing, sink 
washers. pump rotors, all benefit by being made of 


/YTEL. 


\nd ZYTEL is a handsome material. It finishes 
beautifully and can be colored in rich, attractive 
shades. Knobs, casings, dials, and external tool parts 
are made of ZYTEL for this reason. 


When you talk about this strong, all-purpose plas- 





tic with customers, you'll be able to demonstrate its 
many remarkable advantages better if you have the 
facts on hand. Send for more information on Du Pont 
3 /YTEL. 

AWNING WINDOW LOCK has an attractive copper-bronze finish . ° : 


hieved with metallic-pigmented ZyreL. Lock has high strength, I: 4+ - 
Clip the coupon and mail it. More complete in- 


long Service lite. cannot corrode. needs no ibri ation. (\Molded by . - ° . . : 
Du Bois Plastic Products, Inc., Buflalo, New York, for Carr, Adams formation on the properties and applications of 
\ Collier Co., Dubuque, Lowa. ) /yYTEL nylon resin will be on its way to you. 


: 


a 


* (TT | WAN 2 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 


E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept 
Room 2010, Du Pont Building, Wilmington 98, Delaware 


Ply ise send me more intormatior mT Du Pont Z } nvion rest! 


| am interested in evaluating this material fo 











Var ( 
. ss P 
GEARS for hand drill are molded of red Zytet nylon resin. Gears 
operate silently, never nee d lubrication, are resistant to the abrasive City Ns 
action of dust and dirt. Gears withstand dropping, hard usage. 
, . . ‘* , Pan ’ 

(Molded by Nylon Products Corp., Clinton, Massachusetts, for Einar [ype of Busines 
ae Hanson A ( 0 I) e.. W ore ester. \lassac husetts. ) in Canada Du P nt Ca t Canada 1956 Ltd P B A 660 Montreal Que 
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90° Elbow 

45° Elbow 

90° Street Elbow 
45° Street Elbow 
Side Outlet Elbow 
Drop Elbow 
Tee 

Street Tee 

Wash Tray Tee 
Side Outlet Tee 
Extension Piece 
Coupling 
Reducer 

Floor Flange 


| Caps 
.. Séetdadddee 


wid jj Wee , | r Waste Nut 
1b been —_— Lock Nut 
| | baad 45° Y-Branch 


Owe OLCVELE - ("ross 


Return Bend 
Bushing 

Face Bushing 

Plug 

Boiler Union Elbows 
Boiler Couplings 
Unions 

Reducing Nipple 
Nipple 


Hydrant Clamp 


Increase your plumbing department sales 
with U-BRAND pipe fittings 


for Bigger Profits 
Most Complete Line d 


Completeness of Line: You save time in filling customer orders... 
give them exactly what they want by stocking the complete U-Brand 
line of quality pipe fittings available in all standard shapes and sizes. Make 
You can be sure of customer satisfaction for every U-Brand fitting is y 
individually inspected. This extra care helps build your reputation as / | 

ih more 


ff, 
well as your profits. 
Special Packaging: Order your U-Brand fittings in Handi-Paks, the 2, 
first and only pipe fitting package designed specifically for hardware CS 7) money. - 
sales. With this convenient package you order in easy-to-handle, full- 
box quantities . .. save as much as 35% of your stock space. Instant Stock and sell the complete U- 
fitting identification reduces sales time. Handi-Paks make attractive Brand line of pipe fittings in 
displays .. . put sales appeal into pipe fittings for increased sales. Handi-Paks. Order from your 
wholesaler today! 





A single source for all your pipe fitting needs P % The 

ee 
Galvanized and Black U-Cote Malleable lron Pipe — 3 iu fal ion Pao leable 
Fittings—Unions—Plugs and Bushings—Cast Iron : ° 
Drainage and Screwed Fittings—Steel Nipples | Manufacturing Company 
and Couplings—lInsert Fittings for Plastic Pipe. Ashland, Ohio 
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new CAROL EXTENSION “CORDSETS” 


in eye-catching displays to sell on sight! 


A Suesioiar 


Penn-lexas / 


| Available in both red and black, each Carol 
: Cordset is specially packaged in a heavy-duty 

box which opens easily into an eye-catching, hard- 

selling display case that occupies little counter 

space. Every set is clearly labeled to simplify 


selection, storage and inventory control. 


® SELL THE COMPLETE LINE 
CAROL CABLE COMPANY 


' Seven different lengths in 2 gauge sizes meet every 
Division of The Crescent Company, Inc. Seven diffe ; Bt gauge sizes meet every 
Pawtucket, Rhode Island demand. All attachments are molded on for long life. 
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NEW ARDOX SPIRAL NAILS 


are available in 5 package sizes to fit every job 


THE DISTRIBUTOR THE DEALER THE DO-IT-YOURSELFER 
likes them because: likes them because: AND ALL YOUR CUSTOMERS 
like them because: 





Te ee 


e Big dealer demand .. . builds @ They're convenient for self- @ Increased holding power—gives 
turnover . service operations Stronger, longer-lasting 


| . oh a construction 
e They are easily warehoused ... @ They permit attractive displays 


ARDOX nail cartons are : fe | @ Easier driving—up to 30% easier 
readily stacked and shipped © Weighing and wrapping are driving speeds construction 


oleate liminat = 
@ Quick identification .. . size and — @ Less splitting—threads into wood 


weight information is clearly e Packaged to meet every with minimum fiber damage 


r ustomer’s nee 
printed on two sides of carton C ds © More nails per pound—there are 


@ They reduce inventory time © No bins or kegs required more ARDOX nails per pound 


STEEL -.--agreat name in steel 
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NOW...HACKSAW BLADES 
PACKED THE WAY YOU WANT ’EM! 


THE NEW STAR “SO and 10” PACK 


Dealers and Distributors like you helped select this great 
new pack...in an extensive coast-to-coast survey! Yes, Amer- 
ica’s Dealers and Distributors agreed that 50 standard and 
10 high-speed hacksaw blades make perfect bulk pack lots. 

The blades are mounted on colorful, individual peg-board 
cards — for fast self-service sales. Each card features helpful 
metal-cutting tips for your customers, too. 


How’s that for “tailor made” inventory! 
STOCK STAR #190 and #185 PACKS NOW! 


Get the benefit of easier sales, lighter inventory — 
AT NO INCREASE IN PRICE! 


STAR HACKSAW FRAMES 


No. 10—Green molded handle. Almost indestructible. 
Shaped for comfort. Patented Lever-Lock positions, 
tensions blades automatically. And adjustable for 
10” and 12” blades. 


No. 15—Red molded handle, chrome-plate finish. 
Same features as No. 10. 







“We Nos. 10 & 15 


~ 


a 


Long a favorite with mechanics, this gunmetal 
finish adjustable pistol-grip frame with lever 
for lock blade features extra-easy blade change. 





a 


Sold only through recognized 


ON INDIVIDUAL 


“PEG-BOARD CARDS" 
for test self-service sales! 





MN \_ 


TA 





—. counter — On 
open bins Peg Board 
#190 50 12-inch STAR. 
a hacksaw blades» 
. one 18, one 24 tooth blade per card 


YOUR PRICE PER PACK: $6.24 
Suggested Retail Price — 25 Cards $9.32 


#185 aT ce an 12-inch STAR 
“MOLY” HIGH SPEED STEEL 
—— a. - - oe 


YOUR PRICE PER PACK: $4.73 
Suggested Retail Price — 10 Cards 7:8 





& 4071 


CLEMSON BROS., INC. 


Middletown, New York, U.S.A. 
MAKERS OF HAND and POWER HACKSAW BLADES, FRAMES, METAL and WOOD CUTTING BAND SAW BLADES and CLEMSON LAWN MOWERS 
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INCREASE YOUR PROFITS WITH THE 


MOST VERSATILE 


OF ALL BOLT MERCHANDISERS 
a } 


CHECK THESE 
VERSATILE FEATURES: 


INCLUDES 

FIVE ASSORTMENTS 
—Carriage Bolts, Small and 
Large Machine Bolts, Cap 
Screws and Stove Bolts... 
91 types and sizes to satisfy 
the needs of 80% of your 
fastener customers. 


REFILLS PACKAGED IN SMALL 
QUANTITIES to stock only 


yy one compartment. Eliminates 
half-filled cartons of back- 


up inventory. 


THE LAMSON good BOLT TRAY 


NAL Re 
aiid 4 


ALL LAMSON SERVE YOURSELF PRODUCTS ARE GIVEN A RICH, 
LUSTROUS PLATING OF ZINC AND ADDITIONAL, CLEAR CHROMATE 
TREATMENT FOR A FINISH THAT LASTS . . . AND SELLS! 


—_ > | om Serie ray 
ee a os sell 
& ae ge Pal 
> . 





Bia 
co 


a’ WE XY 


Rye atta: 
Re a 
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I’m going to work for 
s (UGE. ngs 
you in 2&¢ cities 


% 
“ore ditt out “ Letmore Ag, : 
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m ' says Jiminy Filter 


FIND YOUR TOWN among the 240 cities where Sunday newspapers will carry advertising of Fiberglas* 
DUST-STOP% filters this fall (33 new cities, listed in red, have just been added)! Here’s local advertising 
support delivered right to your customers’ doorsteps—24 million strong! Be the first in your town to tie 
in with this program. Your DUST-STOP Distributor will supply Jiminy Filter Display, banners and other 
materials FREE! Owens-Corning Fiberglas Corporation, Dept. 38-J, Toledo 1, Ohio. 


A Abilene, Texas 
Ak re { 
Albany, Ga. 

ALD ye N.Y 
Albert Lea, Minn. 
Altoona, Pa. 
Altus, Okla. 
Anderson, Ind. 
Anderson, S. C. 
Anniston, Ala. 
Ardmore, Okla. 
Asbury Park, N. J. 
Ashland, Ky. 
Athens, Ohio 
Atlanta, Ga. 
Austin, Texas 


Bakersfield, Calif. 


Baltimore, Md. 
Beckley, W. Va. 
Big Spring, Texas 
Billings, Mor: 
Biloxi, Miss. 
Birmingham, Ala. 
Bloomington, Ill. 
Bluefield, W. Va. 
Bogalusa, La. 
Boise, Idaho 
Boston, Mass. 
Bowling Green, Ky. 
Brownsville, Texas 
Buffalo, N. Y. 
Burlington, Vt. 


C Canton, Ohio 
Casper, Wyo. 
Champaign- 
Urbana, Ill. 
Charlotte, N. C. 
Cheyenne, Wyo. 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Colo. Springs, Colo. 


Columbus, Ohio 
Concord, N. C. 
Coshocton, Ohio 
Council Bluffs, lowa 
Cumberland, Md. 


Dallas, Texas 

Danville, Ill. 
Danville, Va. 
Davenport, lowa 
Dayton, Ohio 
Daytona Beach, Fla. 
Denison, Texas 
Denton, Texas 
Denver, Colo. 
Des Moines, lowa 
Detroit, Mich. 
Dothan, Ala. 
Dubuque, lowa 

MM 


Duncan, Okla. 


a El Dorado, Ark. 
Elmira, N. Y. 

Enid, Okla. 

Eugene, Ore. 

Eureka, Calif. 

Erie, Pa 


; 
i 


. Fairmont, W. Va. 


Fayetteville, N. C. 


| t, Mich 

Florence, Ala. 
Florence, S. C. 

Fort Lauderdale, Fla. 
Fort Myers, Fla. 

Ir ; 


Gadsden, Ala. 
Gainesville, Fla. 
Galveston, Texas 


Grand Junction, Colo. 


Grand Rapids, Mich. 


(,;ree } Bay. Wis. 


OWENS-CORNING 


Greenville, Miss. 
Greenville, Texas 


Harlingen, Texas 


High Point, N. C. 


Hobbs, N. M. 
Hot Springs, Ark. 
Houston, Texas 
Huntington, Ind. 
Huntsville, Ala. 
Huron, S. D. 


Idaho Falls, Idaho 
Indianapolis, Ind. 
Ironton, Ohio 


J lackson. Mich. 


Jackson, Tenn. 
Jacksonville, Fla. 
Jefferson City, Mo. 


Kalamazoo, Mi 
Kankakee, Ill. 
Kansas City, Mo. 
Kilgore, Texas 
Kingsport, Tenn. 
Klamath Falls, Ore. 
Knoxville, Tenn. 
Kokomo. ! 7 


Lafayette, La. 


Lake Charles, La. 


Lancaster, Pa. 
Lansing, Mich. 
Laredo, Texas 

La Salle, Ill. 

Las Vegas, Nev. 
Lawton, Okla. 
Lewiston, Idaho 
Lima, Ohio 
Logan, Utah 
Logansport, Ind. 
Long Is! iN. Y 
Lorain, Ohio 

Los Angeles, Calif. 


FIBERGLAS| 


*Fiberglas and Dust-Stop are trade-marks (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation. 
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Louisville, Ky. 
Lowell, Mass. 
Lufkin, Texas 
Lynchburg, Va. 


Manchester, N. H. 


Mansfield, Ohio 
Marion, Ind. 
Marshall, Texas 
McAllen, Texas 
Medford, Ore. 
Memphis, Tenn. 
Meridian, Miss. 
Miami, Fla. 
Middletown, Ohio 
Midland, Texas 
Milwaukee, Wisc. 
Minneapolis, Minn. 
Mobile, Ala 
Monterey, Calif. 
Muncie, Ind. 
Muskogee, Okla. 


Nashv 


New Albany, Ind. 


New Brunswick, N. J. 
New Haven, Conn. 
New Orleans, La. 
New York, N. Y. 
Newark. N. J 
Newark, Ohio 
Norfolk, Va. 
v Ogden, Utah 
UO yma Cit 
— Neh 
Orlando, Fla. 
Owensboro, Ky. 


Paducah, Ky. 


Panama City, Fla. 


Paris, Texas 
Parkersburg, W. Va. 
Pasco, Wash. 


Pat e + 
oe " ; 


Peoria, I] 
Philadelp 


hia, Pa. 


Pensacola, Fla. 


J 


Phoenix, Ariz. 
Pine Bluff, Ark. 


Pittsburgh, Pa. 
Pocatello, Idaho 
Port Arthur, Texas 


Portland, Ore. 


Poughkeepsie, N. Y. 
Providence, R. l. 
Provo, Utah 
Pueblo, Colo. 


0 Quincy, Ill. 


R Racine, Wisc. 


Rapid City, S. D. 


Reno, Nev. 


Richmond, Va. 


Ridgewood, N. J 
Rochester, N. Y. 


Rome, Ga. 


Roswell, N. M. 
S Sacramento, Calif. 


St. Louis, Mo. 


Pa 


Salem, Ore. 
Salisbury, N. C. 

Salt Lake City, Utah 
San Angelo, Texas 
San Antonio, Texas 
San Francisco, Calif. 


XA 


¥ 


‘ 


Santa Ana, Calif. 


Santa Barbara, Calif. 
Santa Fe, N. M. 
Santa Rosa, Calif. 
Sarasota, Fla. 


‘> ic ectady. N 
Seattle, Wash. 


Y 


Sioux City, lowa 
Snyder, Texas 


Sou 
Sparta 


Be 


| ; 


nburg, S. C. 


Spokane, Wash. 
Springfield, Lil. 
Springfield, Mo. 
Suffolk, Va. 
Syracuse, N. Y. 


T 


Tallahassee, Fla. 


Tampa, Fla. 


Texarkanz 


N : 
i, Texas 


Toledo, Ohio 
Trenton, N. J. 


[roy, N, y 


Dulsa, Okla. 
Tupelo, Miss. 
Tuscaloosa, Ala. 
Tyler, Texas 


T Utica, N. Y. 


Vallejo, Calif. 


Vicksburg, Miss. 


Victoria, Texas 
Vincennes, Ind. 


Waco, Texas 


Walla Walla,Wash. 


Washington, D. C. 
Waterloo, lowa 


- 
A. 


j ; N ." 
West Palm Beach, Fla. 


Wenatchee, Wash. 


Wichita, Kan. 


Wichita Falls, Texas 


Y 


¥ 


Yuma, Ariz. 


7 Zanesville, Ohio 


[> AIR FILTERS 





Self-Service 
HARDWARE 


for DEALERS 
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Aidit tittle Lele 


Card is actual size 


Screw Eyes and Gate Hooks on 
WIRE LOOPS. 


PREPRICED on 19¢ cards. 


Screw hooks on cards also available. 


Customer can see and feel exact size, shape, 
and quantity. Sharp points, famous Androck 
Bright Zinc Finish. 


Ask your wholesaler for the ANDROCK 
Self-Service Display No. 542-CP. Holds 
200 cards — Retail value $38.00. 


Made by 
THE WASHBURN COMPANY 


Worcester, Mass. stole Giclee Man IL 





| Bubble-team, 


GOODRIE U.S. PATS. 2,510,395-6 AND PATS. PEND. 


AERATOR DEPT. 
DISPLAY _ 





New! Designed 
with the 
Dealer 


in Mind: 


Here is your sparkling new hand-screened 
AERATOR DEPT. display designed to stop cus- 
tomers and sell them—with no sales help needed! 
Each ‘‘Bubble-Pak”’ card has its own Bubble- 
Stream Aerator encased in a plastic “bubble” .. . 
illustrates the use . . . explains installation . . 
and sells the customer. This beautiful “AE RAT OR 
DEPT.” display is yours FREE with any 2- 
dozen assortment of Bubble-Stream aerators. 


IT’S AN 
NRHA APPROVED 
DISPLAY! 


THE ONLY FAUCET 
AERATOR WITH 
ONE INTERNAL 
PART 


Standard Equipment on America's 
Leading Makes of Faucets 


ASK YOUR SUPPLIER FOR BUBBLE-STREAM 
“AERATOR DEPT.’ DISPLAY ASSORTMENT 724! 


ENGINEERING CO. 339 West 112th Pl. Chicago 28, Illinois 
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@ Compare Capitol U.L. Unions with @ Larger sizes are all forged-steel, 





. any other unions. Check workman- smaller sizes machined from solid 
——— | ship, dimensions, weight, and fin- bar steel. High tensile strength — 
| Nee ish; perform any test within their no porosity — no sand holes. 
| pressure rating — then, compare 
prices. 


@ Packaged in convenient quantities — 
@ Listed by Underwriters’ Laboratories with each carton displaying the U.L. 
for use with all piping applications, Seal. 
including hazardous liquids up to 
250= Steam Pressure. 


DsSF 
<=. : eerie 
2 st 7 te 
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MFG. & SUPPLY CO. 


COLUMBUS, OHIO 

















New Plastic Wood outsells 
all other wood fillers combined 


Cross section showing 
minimum shrinkage 
of New Plastic Wood 


Shrinks less 


Minimum shrinkage of Plastic Wood produces 
firmer adhesion to wood, plastic, ceramics and 
other materials—provides better appearance. 








Holds harder 


A plug of Plastic Wood only 14-inch wide and 
5g-inch deep holds 105-)b. weight — proof of 
Plastic Wood’s greater bonding strength. 


PLASTIC WOOD another 
fine product of 
Boyle-Midway, Inc. 
New York, N.Y., Cranford, N.J. 
Chamblee, Ga., Brooklyn, Chicago 
Los Angeles, Canton, Ohio 








Takes stain better 


Due to the improved composition, new Plastic 
Wood takes all kinds of stain more readily and 
gives an even, uniform finish. 





19 Ads in LIFE 


Only Plastic Wood gives you the advertising sup- 
port of LIFE. Your customers come in pre-sold 
on Plastic Wood. Why stock anything else? 


Better check your stock now 
of New Piastic Wood 
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With over a century of experience in quality paint manufacturing, the Lucas 




























watchword is still paint progress. 


Although there’s no substitute for the rich experience which Lucas has 

in paint making—paint dealers need—and want—new products and 

new merchandising ideas. 

Lucas manufactures a complete line of consumer goods, marine, industrial 
and painter finishes. Here are a few of our newest products developed 
in our own laboratories to satisfy the demands of modern living... 





. 










\ 


\ 


we AA) 
~y VV 
-. 


\Y 
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BOAT PAINTS SPRAY ENAMEL 


Hundreds of thousands of small boat Today, consumers demand speed and This brand new product from Lucas 
owners, all over the country, are qual- convenience in the products they buy laboratories is another example of 
ity paint buyers. Nothing is too good ... and paint 1s no exception. So Lucas catering to consumer demand. It’s 
for the nautical-minded man. Lucas developed a Push-Button Spray Enamel actually multi-colored. Gives a wide 
Marine Finishes have been going to that’s fast and easy to apply on “hard variety of effects and textures on inte 
sea for over 100 years. In fact, Lucas to-get-at’’ jobs like radiators, venetian rior walls and woodwork. Adds a mod- 
is the only five-time winner of the blinds, etc. And, it’s real enamel ern touch when sprayed on lamps, 
coveted maritime “‘M”’ award. Your not a lacquer. Lucas Push-Button pottery, household articles, etc 
customers will buy this new prestige Spray Enamel is available in 13 colors Wherever used, Lucas Multi-Color 
Lucas Boat Line. that match famous Lucas Luco-Kwik aftords tough protection with dramatic 
Decorative Enamel plus gold, alumi decoration. Primarily a professional’s 
num, black, white and clear. product—retail demand is increasing. 


a John Lucas & Co., INC. PHILADELPHIA, PA. 
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THE NEW 
Swingline 01 
HIGH COMPRESSION STAPLE GUN 


There’s nothing like it on the 
market! New SWINGLINE 101 


hold it securely closed. You'll sell 
all your customers this ultra-handy 


High Compression Staple Gun is 
compact, powerful and capable. 
Delivers as much driving power as 


home tool... now, for the very first 
time, at a sensational low price. And 
you'll see lots of the new SWING- 


machines twice its size and weight... 
Takes two staple sizes (4/16” and 
5/16") performs hundreds of 
tacking jobs ... even has a lock to 


LINE 101 in big advertisements 
(selling for you) in leading con- 
sumer magazines. So get set... 
stock up with SWINGLINE 101! 


Profit with 
all 

these 
SWINGLINE 
leaders: 


Swingline No. 200 
Compression Tacker 
Takes 3 staple sizes 
up to 5/16”. 

Retail price $10.50 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16” 
Retail price $12.50 





Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows 











Household Stapler 
with wall Dracket and 
1000 staples 

Retail price $2.95 


NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
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Here’s how your customers can get 


<S 








MERCHANDISING AIDS — 


Colorful display cards, 
pricing tickets, display 
suggestions, ad mats 


consumer folder available 
FREE. All items feature 
seli-by-sight packaging. 


HARDWARE AGE, 











all the electric outlets they need! 


3) SURFACE EXTENSION WIRING 


Permanent — Easy to install — Neater than loose 
extension cords — More useful and economical than 
“rigid” types 
Your customers will want General Electric Surface 
Extension Wiring because it’s the most practical sys- 
tem ever devised for adding new electric outlets . 
easily ... wherever needed in their homes. It’s perma- 
nent wiring, much neater than loose extension cords 
.. yet more versatile than “rigid” types of extension 
systems, and costs less to use. 


PLUG, CABLE, OUTLETS extend wiring as needed: 

(1) GE7595 Attachment Plug — Attaches to an exist- 
ing wall outlet to connect extension wiring with the 
built-in wiring system. (2) GE7580 Extension Cable — 
An attractive, smooth, two-wire cable, with a rugged 


COMPLETE, ORIGINAL WIRING SYSTEMS can be made 


Single Pole 
Switch 







Junction Box 


Double : 
Outlet 





with these additional G-E surface 
pardages, etc. All have pressure- -10CK terminals No b nding screws to fuss with... no need 






Keyless 
Lampholder 


thermoplastic jacket that can be painted to blend 
with room decorations. It can be cut to any length 
required. Pre-punched holes accommodate special, 
matching nails. Fastens neatly to wall or baseboard. 
(3) GE7501 Single Outlet — A small, one-piece unit 
with double terminals at each end for “feedthrough” 
wiring. Wood screws furnished. G-E surface exten- 
sion wiring devices and cable are listed by Under- 
writers’ Laboratories, Inc. All items available in 
both brown and white. 


FAST PRESSURE-LOCK CONNECTIONS speed wiring. 
To connect a device, simply strip wires and push 


cable into pressure-lock terminal opening. Powerful 
steel springs grip the conductors in a firm, positive 
Wiring 


connection. General Electric Company, 
Device Department, Providence 7, R. 


Pull Chain 
Lampholder 


Side Outiet 
Lampholder 





Progress /s Our Most /mp ortant Product 


GENERAL @® ELECTRIC 


OCTOBER 24, 
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Self-Service Impulse Items 
for Your Housewares Section 


y CN A\E 


NEW AKAY ADD-A-FENCE in Flamingo, Pink, Yellow, White. This 
sturdy plastic sectional picket fence comes in a new streamlined design 
with section joiners and corner locks. Its ideal for more attractive 
lawns, gardens and corner markers, Add-A-Fence is break-resistant, 
color fast—-never needs painting. “Talking” display—packed with “use” 
tags. Suggested retail—four sections with joiners or corner locks, $2.49. 


AKAY PLASTIC TRELLIS in Fetching Colors and White. A beautiful, 
durable plastic trellis that adds beauty and support to all climbing 
plants. It's break-resistant—weather resistant. Two 3° high by 15” wide 
sections assemble easily into one 6 trellis for other decorative combina- 
tions. Now in flamingo, pink, vellow or white. Suggested retail, $2.98 
per set. 











AKAY TOI-TRA DRIP CATCHER now in Decorator Colors and White. 
This break-resistant plastic removable tray channels moisture from all 
wall-hung flush boxes into toilet bowls—saves housewives time, trouble 
and bathroom floors. Attractively display-boxed to help you move mer- 
chandise.. Suggested retail, $1.79 each. 


AKAY DRI-FLOR DRIP CATCHER in Decorator Colors and White. 
Drains moisture from sweating modern type toilet tanks into two large 
cups that just twist to empty. Akay’s break-resistant plastic drip trays 
wont rot, rust, crack or discolor. Individually boxed for handy storing, 
carrying or shipping. Suggested retail, $2.99 each. 


AKAY MEMO-MASTER. Keeps memo paper on hand in home, office, 
classroom. Available in eight colors, in a sturdy, break-resistant plastic 
holder with a 75 ft. paper roll, holes for hanging, non-slip rubber feet 
pencil, and pencil holder. Suggested retail, 98¢. 


AKAY HOLD-A-BOOK. Holds recipe books, newspapers, etc., at the 
right angle for easy reading in home, oflice, classroom. Made of sturdy 
wire and plastic in eight decorator colors. Suggested retail, 98¢. 


AKAY "BIG FREEZE" ICE SCRAPER. This giant break-resistant plastic 
scraper. in marbleized and assorted colors, sells on sight because it’s 
designed for deep-freeze units and refrigerators . .. speeds defrosting. 
Does any rough, tough ice removing job with ease. 39¢ each. 


AKAY CLIP-ON WINDSHIELD SCRAPER. Now in transparent, self- 
service packs. Handy to have around the house or in the car. Features 
a patented ridge and ice-breaking side and a strong flexible clip. In 
marbleized and assorted solid colors. Suggested retail, 19¢. 


Colorful catalog sheets, mats, electros, etc., FREE on request. Reap tomorrow’s 
plastic product profits with Akay today! Write Dept. HA-1057. 


CORPORATION 


DIVISION OF HAUSER PRODUCTS, INC. 


4034 North Kolmar Avenue * Chicago 41, Illinois 
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THe AVP Company 


HARDWARE 





From pine...to pulp... 
to paper. 


through KVP 


..to people... 


‘We make the nation’s most complete 
line Ol] household papers. We 
comb 3.400.000 acres of woods to 
find suitable trees to remake into 
protective papers. Some call us 
“Tree Farmers’—we cultivate more 
ees than we cut. So there will 


ways be KVP paper for the future.” 





Get easy, profitable sales by displaying KVP 
Freezer Paper and KVP Shelf Papers. Now, star 
salesman Don McNeill is selling them on the 
creat, morning network radio show, “The Break- 
fast Club.’’ In your area he sells your best cus- 
tomers—the young housewives who buy 86°, 
more household equipment. 

Nearly three million Breakfast Club listeners are 
hearing that KVP Freezer Paper is the ideal way 
to save food color, flavor, moisture. Also these 
listeners are continually being told the unique 
advantages of KVP Shelf Papers. KVP Glazed 
Shelf, Enameled Shelf and Kalafilm Shelf Papers 
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Shelf paper 








Selling for YOU...in YOUR sales area 
Don McNeill with KVP Freezer and Shelf Papers 


wil sell themselves when you display them. 

In addition to Don McNeill, Better Homes and 
Gardens, Farm Journal and Parents’ Magazine 
regularly carry the advertising of both KVP 
Freezer and KVP Shelf Papers. 

Write forsamplesand complete information about 
KVP, the nation’s most complete line of house- 
hold papers. 


Other KVP Papers: KVP Baking Cups + KVP 
Dusting Papers +* KVP Waxed Paper + KVP Gift 
Wrapping « Harvey Baking Cups + Harvey Dustex 


« Harvey Table Ensembles + Harvey Nut Cups 


KALAMAZOO, MicHIGAN 


Serve Yourself 


ra\ 7a\ LDecoware serving 
to ; 


1 . ' 
l | )T toda\ COLO}! CQONTN)- 


Greater Sales : 5‘ ne Lecoware offers the full 


' ’ | | 
olor wheel in its tray line priced for 


, 


with volume sales and profits. Heavy gauge 


ind alcohol-resistant tinish 


> ¢ ~ make them durable, beauty makes 
RCOU Ud them desirable. Stock, stack, sell 


lDecoware trays 


Steé el 


TRAYS 


CANAPE TRAYS 


(4° 716" x 6 fie”) 


LARGE ROUND HOSTESS TRAYS 


(13%, diameter) 
EE Se —— 
= 


- a) | 2 
ee | : I 409-TRX TOLE ROSE—showers of flow- 


ers on a black background. 


417-GA 

GAME ROOM — 

a world of good fun on a red, 
white and black background. 


“= 


409-SBX SHIP IN BOTTLE — touch o' 


the sea in turquoise, white and black. 


417-BAX 

BARBECUE — 

Pride of the amateur chef, 
printed on a red and black 
background. 


a we 


409-ANN ACORN — life-like branch on 
a tan background. 





417-BIX 

BOUQUET — 

Beautiful floral cluster, 

lithographed on a jet black 

background. 
409-COT COACH —travel a la yester- 
year, on a green background. 


Each item packed | doz. per carton Packed 4 doz. per carton 
Shipping weight 14 Ibs. (assorted 12 of each design) 
Shipping weight 6 Ibs. 





LARGE OBLONG TRAYS 


(12% x 17%’) 
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402-FLx 

FLAMINGO Nature in 
and green ella — 
ie lect Oona 2ackground 


Cf 
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402-mF 
MULTIFLORAL 

- Floral centerpiece 
with a background | 
Choice of blue 

Or black (MFX) 


404-TRX TOLE ROSE — the popular TOLE ROSE motif on a 
black background. 


402-OA 
OAK —~ A Sturdy selle, 


Green and tan 


ry 


404-FG FAWN- graceful deer on a background of forest green. 


402-ST 


STRA 
— Rich re WFLOWER 


dq flowers set 


green-veined backg ~ = 


round 


404-OVX ORIENTAL VILLAGE — Far Eastern liv- 
ing, in gold over a black background. 











soms on a black setting. 
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LITA rea itea |tihi hs | 404-BLX BLOSSOMS — branch of blue blos. 
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Ps 
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4 : 
ite oh Se 404-HG HANOVER — off to the races, trotters Each item packed | doz. per carton 
We] Soon aa green background. Shipaing weight 17 Ibs. 


o~ 


CONTINENTAL CAN COMPANY. 


Eastern Division: 100 E. 42nd St., N. Y. 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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404-SSN SIAM — green.bamboo leaves surmounted over a 
tan background. 





NEW COLORS...NEW STYLING 
make DAZEY the pick of the field! 


‘ gen 37 
* " 
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e TURQUOISE \,' 
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illustration from Dazey’s full-color, full-page advertisement 


CAN OPENERS 


Easier-to-use, easier-to-sell than ever before! 


PICK A DAZEY .. . your customers will when you SUPER-HONED CUTTING WHEEL! Works even 
feature the only big-selling, big-profit line that offers smoother, never leaves a ragged edge, lasts a lifetime! 
all these important sales features: 


GUARANTEE! The best in the field! Not for just a 
NEW COLORS! 5 new kitchen-tested colors . . . solid year... but guaranteed without time limit to be free 


. . or with copper or chrome trim . . . plus the all- from defects in material and workmanship. 
chrome model! 


CONVENIENT! Fits any DAZEY wall bracket... 
NEW STYLING! Most modern, attractive of all! lili edie, tae se in vie a 
NEW HANDLE! For f . h ion! 
a ADVERTISED! In major national magazines .. . in- 


LID-LIFTER! Lifetime magnet every woman wants! cluding full-color, full-page pre-Christmas ad! 


See the colorful new line of DAZEY Canaramic Can Openers. Models from $4.95 retail. 
Contact your distributor now and plan to cash in on the big DAZEY Christmas gift season! 
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cS » Bees ee ; See i MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO 
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How To Make Money In Wholesaling 


—that was the subject of one of the most objective, stimulating 


meetings of the Atlantic City Convention. Here are some of the views 


of how wholesalers can make more money in 1958, in this convention report 


make and _ “sell 
hardware at the wholesale level sat 
down at Atlantic City this week 
for their annual conventions and 
looked at the immediate future of 
hardware. 


The men who 


Techniques of dealer aids were 
prominent in the discussions. These 
included stock lists, store 
modernization plans and merchan- 
dising programs. 

Prominent also were discussions 
on the functions performed by 
wholesalers. The discussion here 
was on what functions are per- 
formed by the wholesaler and that 
the wholesaler’s margin should re- 
flect the functions that he _ per- 
forms. 

This was significant. It points 
to an awareness that bigger turn- 
over, fewer outs and heavier traffic 
at the retail level spells the writing 
of bigger orders, and faster order 
picking and book work at the 
wholesale level. 

Notably absent was talk about 


basic 


wholesalers’ needing a bigger mar- 
gin of profit, more help from the 


manufacturers’ level. Obviously 
wholesalers are looking into the 
year ahead as a time to be of more 
service to their customers in order 
to improve their own businesses. 
All this happened in Atlantic 
City, N. J., Oct. 20 through 23 dur- 
ing the 63rd annual convention of 
the National Wholesale Hardware 
Assn., the 113th semi-annual con- 


vention of the American Hardware 
Manufacturers Assn., and the 47th 
annual meeting of the National 
Assn. of Sheet Metal Distributors. 

Manufacturers were forcefully 
reminded that wholesalers are in a 
period of deep searching of how to 
operate their businesses and that 
the precise functions of wholesal- 
ing are shifting about. 

A wholesaler, speaking as presi- 
dent of his company and not in anv 
official association capacity, re- 
minded manufacturers: That the 
functions of wholesaling are part 
of the industry; that these func- 
tions are here, regardless’ of 
whether the manufacturer or the 
wholesaler performs them; that 
margins of profit, the rewards for 


performing wholesale functions, 
should go to those who perform 
these functions. 

Manufacturers took time out 
from industry problems to look at 
the general business situation. The 
morning newspapers printing de- 
tails of a sliding stock market re- 
minded convention goers that it 
was time to look to the future. 

There are elements in the gen- 
eral business picture to make the 
immediate future look favorable, 
a noted financial newspaper edi- 
tor told the convention. 

The point to watch, he predicted, 
is mid-1958. If there is nothing 
new by that time to bolster the 
economy, he_ predicted financial 
difficulties. A measure that could 











Spur at upturn in mid-1958, he 
forecast, was an immediate change 
in the tight money policy. 


All three associations elected 
new presidents. They are: 

John C. Cairns, The Stanley 
Works, AHMA. 

John §. Stiles, Morley-Murphy 
Co., NWHA. 

Louis F. Demmler, Demmler 
Bros. Div., Anchor-Sanitary Co., 
NASMD. 

The convention opened with the 
traditional Presidents’ Reception 


on Sunday evening, Oct. 20, fol- 
lowed by the dinner and entertain- 
ment of the Central States Hard- 
ware Club. 

Wholesalers went into an open 
session Monday morning, with 
manufacturers invited to sit in, to 
hear five formal addresses. 

W. W. French, Jr., president of 
Moore-Hanley Hardware Co., Bir- 
mingham, Ala., in his president’s 
address suggested an association 
long range project to study oper- 
ating costs for various size com- 
panies. 

“We cannot afford to handle un- 
profitable merchandise any more,” 
he told the convention. 
we afford to handle profitable mer- 
chandise in an inefficient manner. 


“Nor can 


“With actual facts on operating 
costs and improved systems, we 
will be helping ourselves and, at 
the same time, be in a much better 
position to know how much service 
we can give our customers.” 

The dealer aid theme was set up 
by the next speaker, W. E. Smith, 


president, Oklahoma Hardware Co., 
Oklahoma 


City, who pointed out 





the need for wholesale executives 
to get closer to their customers. 

“Put yourself in your customers’ 
he suggested, “recognize 
his problems and give him the 
answers.” 


shoes,” 


Specific details on a dealer aid 
program were given by M. Gloyd 
Kimball, sales manager, Rose, Kim- 
ball & Baxter, Inc., Elmira, N. Y. 
This was the program published 
in HARDWARE AGE two months ago. 

Operating problems 
cussed by two speakers. Wm. Geo. 
Steltz, Jr., executive vice-president, 
Supplee-Biddle-Steltz Co., Philadel- 
phia, spoke on the advantages of 
pre-billing to wholesalers and busy 
dealers. U. J. Kuhre, executive 
vice - president, Strevell - Paterson 
Hardware Co., Salt Lake City, 
spoke on reducing operating ex- 
penses. 


were dlis- 


The convention took over Atlan- 
tic City’s Auditorium the after- 
noons of Oct. 21 and 22. Manufac- 
turers set up headquarters in their 
Wholesalers toured the 
their 


hooths. 
Auditorium 
pliers. 


visiting sup- 

Wholesalers concluded their for- 
mal program Oct. 23 and elected 
officers. 

John S. Stiles, speaking as presi- 
dent of Morley-Murphy Co., Green 
Bay, Wis., reviewed the 
saler’s functions. 

Mr. Stiles pointed out that there 
are certain functions at the whole- 


whole- 


sale level, regardless of whether 
they are performed by wholesalers 
or in part by manufacturers. He 
noted that “there is no substitute 
hard-hitting 


for an aggressive, 


and that the rewards 
for wholesaling should go to those 
who perform this function. 
Manufacturers met Oct. 22, 
elected officers and adopted a 
memorial resolution to honor the 
late Mark J. Lacey, a past presi- 
dent of AHMA. Arthur L. Faubel, 
secretary - treasurer, reported a 
gain in membership for the year, 
to a total of 499, and that the 
three-association convention would 


wholesaler,” 


meet each year through 1964 in 
Atlantic City. 
Manufacturers heard Dr. Heinz 


Luedicke, editor, New York Jour- 
discuss the cur- 
rent business situation. Dilman 
M. K. Smith, vice-president, Opin- 
ion Research Corp., Princeton, 
N. J., spoke on the need for 
management to put in better em- 
ployee relation and public relations 
programs. 

The sheet metal distributors met 
Oct. 21 to discuss industry prob- 
lems of foreign steel products, 
broken cartons, and stock control 
systems. 
~ The sheet metal distributors and 
wholesalers met Oct. 22. The dis- 
tributors made their first annual 
advertising award. The _ session 
was addressed by Smith T. Char- 
land, Stevenson, Jordan & Harri- 
son, Cleveland: Dr. Arthur Secord, 
Brooklyn College, N. Y., and J. A. 
Mellinay, vice-president, Ray-O- 
Vac Co., Madison, Wis. 

The joint open meeting Oct. 21 
was addressed by Warren Whit- 
ney, vice-president, James B. Clow 
& Son, Birmingham, Ala. 

Registration was 2847, including 
668 ladies. 
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Presidents Address 





by W. W. French, Jr. 
President 

National Wholesale Hardware 
Assn. 

and 

President 

Moore-Handley Hardware Co. 


Birmingham, Ala. 








W. W. French, Jr. 





(Opposite page) Here are National Wholesale Hard- 
ware Association officers, some members of the executive 
committee and advisory board members who directed the 
1957 convention. Left to right, clockwise, at left-hand table 
are: J. Rayner Harper, Harper & McIntire, Gordon W. Farr, 
Decatur & Hopkins Co. and James P. Townley, Townley 
Metal & Hardware Co., executive committee; John H. Mize. 
Blish, Mize & Silliman Hardware Co., advisory board; J. 
Scott Jensen, Jensen-Byrd Co., executive committee; Edward 
F. Pritzlaff, John Pritrlaff Hardware Co., advisory board: 
Fred W. Heitmann, F. W. Heitmann Co., and H. L. Thomp- 
son, Jr., Bostwick-Braun Co., executive committee. 

Along the rear wall, left to right: George A. Fernley, 
managing director; John S. Stiles, Morley-Murphy Co., vice- 
president; W. W. French, Jr., Moore-Handley Hardware 
Co., president; and Roger K. Becker, Ohio Valley Hardware 
Co., Inc., vice-president. 

At right-hand table, left to right clockwise: R. M. Miller. 
Railey-Milam, Inc., and Wilton H. Tersteqge, Stratton & 
Tersteqqe Co., executive committee; Henry J. Allison, Allison- 
Erwin Co., advisory board: Howard W. Price, Salt Lake 
Hardware Co., executive committee: William A. Parker. 
Beck & Greaq Hardware Co. and Charles L. Hildreth 
Fmerv-Waterhouse Co., advisory board: and Thomas A 
Fernley, Jr.. executive secretary. 
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“.. Long range project proposed: a 
study of operating costs to improve 


service to dealers and to handle 


9 


profitable lines more efficiently . . .’ 


I am going to depart from the usual “State of the 
Nation” type President’s Address. 

During this past year I have spent much time talk- 
ing with many of you about our mutual problems and 
wondering with you how we can distribute merchan- 
dise from the manufacturers to the retailer and per- 
form this service at a fair price to each of them and 
a fair return to our stockholders. 

The last few years the talk has been about in- 
creases in profit margins. 

They are, of course, outrageously low and we must 
continue to work at them but in addition we must 
do everything possible to reduce our cost of doing 
business. 

I would like to suggest a long-range program which 
I think would make the NWHA more useful. 

The work that has been done by your committees 
on catalogs and simplified unit pricing shows what 
can be done. 

Since we know we can do things, let’s move right 
in to a larger program. 

What I want to sell you is the idea of the NWHA 
deciding to go to work on operating costs for various 
size companies. 

It is no part time job. 

It needs real study to lay it out, cooperation by 
many members, and one person to head it up full time. 

Please note that I say operating costs. 


The buying and selling is probably the more impor- 
tant but these are also the hardest costs to measure. 

Because these costs are hardest to both measure 
and apply yardsticks, I think we should work on other 
costs first. 

I have submitted this proposal to our executive 
committee and I hope it will be given careful and 
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thoughtful consideration to the 
end that something along these 
lines be undertaken. 

We cannot afford to handle un- 
profitable merchandise any more. 
Nor can we afford to handle profit- 
able merchandise in an inefficient 
way. 

With actual facts on operating 
costs and improved systems, we 
will be helping ourselves and, at 


the same time, be in much better 


position to know how much service 
we can give our customers and 
whether or not we ean afford to 
handle various lines which may be 
costing us more than our overhead 
on that particular line. 

I think we should invest some 
money for a professional overhaul- 
ing of the form of our overhead 
expense report; have a man in 
Tom Fernley’s office to devote full 
time to the work until completed: 
a group of volunteer members will- 
ing to report figures in exact ac- 
cordance to a common plan in both 
dollars and man hours. 


Records let us compare 


To be most helpful, country- 
wide, we must have costs in hours 
and dollars due to varying wage 
scales. 

When we have accurate cost rec- 
ords we can depend on as to pres- 
ent costs on various functions, we 
should spend some money to see 
how they compare with costs in 
other industries. 


This subject is one of endless 
detail and I recognize I could go 
on and on but I would like to use 
one example to show how fine it 
vould be to know our costs on all 
clerical phases of our business. 

Many of us in the next three or 
four years are going to have to 
make decisions regarding = elec- 
tronic accounting. This is not a 
problem for the large companies 
only. Developments are making the 
equipment 
inits. 


available in smalle) 

As of now, few of us know our 
costs on these functions. Those 
who do know can’t tell if the costs 
they have are comparatively good 
or bad. 


Facts will save money 

Worst of all, the people selling 
the equipment can’t, or won't tell 
what your costs will be with their 
machines. 

A good accumulation of facts 
and figures on the subject could 
save members thousands of dol- 
lars and no telling how much men 
tal anguish. 

Our overhead expense report is 
one of the oldest such tabulations 
in the entire distribution trades 
and it has proved to be quite ac- 
curate over the years as far as it 
relates to overall operations. Fur- 
thermore, the participation is 
much higher than any other asso- 
ciation about which I know. We 


obtain answers from over 40 per- 
cent of the membership. 

We therefore have an excellent 
start but the information is not 
broken down fine enough. 

We must begin to find out what 
it costs in the warehouse to work, 
pack and ship various classes of 
merchandise. 


Many costs to check 

In the clerical end, what are 
good inventory control — billing, 
bookkeeping — and accounts pay- 
able and receivable costs? 

Everyone will recognize there 
are many other possible individual 
cost breakdowns and each and 
everyone must be done in the most 
efficient way before any company 
ean know what is its lowest pos- 
sible cost of doing business. 

Frankly, I have a selfish interest 
in advocating this idea. At our 
company, we now have a group of 
four good men who are spending 
most of their time working on 
operating cost reductions. 

There is no doubt in my mind 
that our association could, by an 
organized and concentrated effort, 
do in a relatively short time what 
it would take individual companies 
many years to accomplish. 

We must remember our costs per 
man hour are going to continually 
increase. We are in competition for 
employees with industries whose 
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personnel costs are not a matter of 
survival as are our’s. 

The industries I refer to are 
those which are in a position to 
set prices high enough to cover 
their costs and make a fair profit. 
There are also those with cost plus New AHMA 
contracts, public utilities, rail- President 
roads, tax free insurance com- John C. Cairns 
panies and unions. 


Manufacturers know costs 

Our labor rates are never going 
down. 

Manufacturing labor rates are 
not going down either but manu- 
facturers know their costs on all 
operations and when their labor 
costs go up they add to the price. 

They are too smart to absorb it 
like a distributor. 

Some of us may say, “Why co- 
operate with my competitor?” 

Each of us in this business must, 
of necessity, have an interest in 
the distributing industry as a 
whole because a manufacturer 
wanting to sell through distribu- 
tors must be able to find them in New NWHA 
all parts of the country. PR yg 

If there begins to be more and 
more areas where no good, strong 
distributors are available, the man- 
ufacturer must go direct. If forced 
to do so in too many sections, he 
naturally would be inclined to do 
so everywhere. 


Benefits are certain 


If too many of your competitors 
go broke, you may soon follow. 

If we can get going on a real 
study of costs and to improve them 
in our industry, I am sure we 
would see four things happen: 


1. We would find, and be able to 
prove to our manufacturers, cer- 
tain lines cannot be handled profit- 
ably at present margins. 





2. Manufacturers would increase New NASMD 
our Margins on some lines. President 
Louis F. Demmler 
3. We would have much better 
overall operations. 


4. We could begin to show, as an 


industry, a fair return on invest- 
ment. 
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Your Dealers Want Sales Helps From You 





*..- Wholesale executives, establish a 
closer bond with your customers. Put 
yourself in his shoes, recognize his 


problems, give him the answers .. .” 


< 


a 


by W. E. Smith 

President 

Oklahoma Hardware Co. 
Oklahoma City, Okla. 





(Opposite page) Officers, who directed the 1957 conven- 
tion and some members of the executive committee and 
advisory board of the American Hardware Manufacturers 
Association. Seated first row, left to right: John Gibson, 
lll, McKinney Mfg. Co., vice-president; George H. Day, Il, 
Lumite Div., Chicopee Mills, Inc.; Paul C. Nicholson, Jr., 
executive committee; B. B. Wood, Wood Shovel & Tool Co.., 
president; John C. Cairns, Stanley Works, vice-president; 
Robert G. Thompson, Lufkin Rule Co. and Fayette R. 
Plumb, Fayette R. Plumb, Inc., advisory board; and A. S. 
Johnson, National Carbon Co., vice-president. Second row, 
left to right: Herbert P. Ladds, National Screw & Mfg. 
Co., advisory board; Ben Billinger, Gilbert & Bennett Mfg. 
Co., J. F. Spaulding, Black & Decker Mfg. Co., R. C. 
Hudson, H. D. Hudson Mfg. Co., Ray C. Fischer, Irwin 
Auger Bit Co. and John T. Mains, Union Fork & Hoe Co., 
executive committee; and Arthur L. Faubel, secretary: 
treasurer. Third row, left to right: Franz T. Stone, Columbus 
McKinnon Chain Corp. and Harold F. Seymour, Columbian 
Vise & Mfg. Co., advisory board; Harold S$. Hobson, Sey- 
mour Mfg. Co., executive committee; George H. Halpin, 
Minnesota Mining & Mfg. Co., advisory board; William H. 
North, Ferry Cap & Set Screw Co., executive committee: 
R. H. Coleman, Remington Arms Co., Inc., Herbert B. 
Megran, Starline, Inc. and John S. Tomajan, Washburn 
Co., advisory board. 
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We recognized a trend towards lower sales several] 
years ago. Since our business is done exclusively 
with selected retailers, we do not serve industrials, 
we resolved to do something about it, even though 
we are a small wholesaler and our budget is extremely 
limited. 

Our company has enjoyed a measure of success 
during my six years in Oklahoma. Our hardware 
sales have more than tripled in that time. 

Being a small hardware wholesaler has its advan- 
tages and gives us more flexibility. 

We can change courses more easily. We are much 
closer to our customers. We know most of them by 
their first names. Knowing them as we do, we are 
more sympathetic to their problems. 

One thing is sure. The retailer of hardware today 
is faced with terrific competition for the consumer 
dollar from all sides, and is finding it increasingly 
difficult to keep up with the introduction of new 
products. 

The pace gets faster. Every year the number of 
new items seems to multiply at a greater rate. 

Wholesalers and retailers are handling lines where 
style and design can out-date an inventory almost as 
fast as a woman’s dress goes out of fashion. 

The addition of new items coupled with constantly 
rising prices calls for either a larger inventory or a 
faster rate of turn-over. 

We have recognized this condition and for several 
years have shipped all orders within eight hours to 
minimize the need for our customers to carry exces- 
sive depth on their shelves. 

We feel this is a worthy contribution to any deal- 
er’s business, and a must since so many of them are 
short of working capital. 

A great many years ago E. C. Simmons said that, 
‘a wholesaler’s first responsibility is to see that his 
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dealers make a reasonable profit.” 

We concur in this belief. I feel 
that any wholesaler worth his salt 
realizes that his responsibility does 
not end with his sale to the re- 
tailer. 

We have accepted this challenge, 
and we assume the responsibility 
of helping our customers move 
their goods in the hands of the 
consumer through merchandising 
activities and special promotional 
events, designed to bring more 
customers into his store, at a price 
he can afford to pay. 

We make available to our cus- 
tomers a low-cost advertising pro- 
gram prepared in our own printing 
department designed especially for 
the dealers in our area. 


Store remodeling service 
It includes: 
Four-page quarterly broadsides 
at less than $10 a thousand. 
Custom designed handbills built 
around our customer’s own stock. 
Formal openings, 
sales, expansion and 


anniversary 

clearance 
sales, and any other type promo- 
tional affairs that will help our 
customers attract more people to 
his store. 

We provide a colorful store-trim 
display kit to enable the dealer to 
give his store a festive atmosphere. 

Rather unique in our broadsides, 
is the fact that we do not accept 
advertising participation from any 
of our suppliers. The _ selection 
committee is not influenced by out- 
side factors. 

All items included in our promo- 
tional material are selected strictly 
upon their own merit, their pulling 
power, their value, and seasonal 
attraction, and whether or not our 
customer normally carries them. 

Trade brands are featured only 
when we feel they enhance the pull- 
ing power, giving the dealer much 
more latitude to use merchandise 
he already has on hand. 


We feel that a well-known brand 
or trademark is an asset only if the 
item can be profitably sold in com- 
petition with comparable quality of 
some other make. 

In today’s market, any article 
will sell readily, regardless of 
brand, if it is priced right, but not 
otherwise. 

We offer a free store planning 
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service to help our customers in the 
improvement and merchandising 
effectiveness of their stores. More 
often than not our dealers are en- 
couraged to modernize and re- 
design their old fixtures rather 
than buy new ones, to minimize the 
expense. 

In recent years we have assisted 
dozens of our customers in rework- 
ing their stores. The results have 
been reflected in substantial sales 
increases for them. 

The average dealer does not have 
either the experience or facilities 
to do a really successful advertis- 
ing and merchandising job without 
aid. Many dealers need to cast off 
old ideas, and rejuvenate both their 
stores and their methods of doing 
business. 

It is not necessary for a whole- 
saler to be classed as a big whole- 
saler to inaugurate pro- 
gram. 


such a 


Any substantial, well-established 
wholesaler can handle such a pro- 
gram efficiently if he acquires the 
necessary knowledge to do the job 
and has the willingness and deter- 
mination to reorganize his meth- 
ods, to include merchandising as- 
sistance for his customers, and has 
the desire to see it through. We 
have been helpful to a number of 
other wholesalers in starting such 
a program. 


Dealer needs sales helps 

Too few retailers know enough 
about their suppliers. There is a 
need for a true understanding of 
the wholesalers’ problems by the 
retailers, and a realization that 
they are a part of that problem. 

It would be beneficial to dealers 
to know more of the services their 
wholesalers have to offer to enable 
them to use these services to the 
best advantage. 

Most of us fail to put the proper 
promotional effort behind selling 
the services we provide our cus- 
tomers. 

Dealers should know the 
policies of their suppliers. 


sales 


The wholesaler who does not con- 
trol his sales properly can be the 
retailer’s most vicious competitor, 
and is unworthy of support. 

In my opinion, old line whole- 
salers cannot continue to do busi- 
ness like they used to. 





Rightly or wrongly, the dealer 
is looking for sales helps, for mer- 
chandising helps, for buying helps. 
He’ll get them either from the old 
line wholesaler or the dealer will 
turn to the retailer-owned who pro- 
vides them. 

Every wholesaler might well 
evaluate what is going on around 
him, lest he be lulled into a false 
sense of security that is born of 


complacency. 
It’s my feeling that hardware 
wholesalers, including our own 


company, are responsible for the 
creation of most of the retailer- 
owned wholesalers which is another 
form of distribution that exists 
today. 


Co-ops have problems too 


The Southwestern Hardware Co., 
which we acquired the first of this 
year, in my opinion was born of 
necessity because the retailers were 
so thoroughly disgusted with the 
service and the sales policies of 
many of the wholesalers supplying 
them. 

Once that condition was cor- 
rected to the point we and other 
wholesalers were rendering superi- 
or service, and providing the other 
assistance our customers wanted, 
the need for a retailer to own his 
own wholesale house ceased to 
exist, and the dealers sold their 
business to us. 

We have a peculiar philosophy in 
our business, I suppose, for the re- 
tailer-owned wholesaler has never 
loomed as any more of a threat to 
us than any other competitor. 

To become overly excited about 
dealer co-ops is somewhat like the 
fellow looking for a little dog to 
kick. 

There are tax inequities that 
favor them, to be sure, but I have 
faith that our government even- 
tually will correct these tax loop- 
holes. 

Certainly co-ops have their prob- 
lems, the same as other distribu- 
tors. 

They can’t provide facilities nor 
hire people for any less than we do. 

More often than not, their cover- 
age of nationally accepted brands 
is limited. 

Usually they are not considered 
by lending institutions as good 
credit risks as we are. 
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drop- 
lost 


Too many items. are 
shipped, causing delays and 
the dealer. 

The patronage rebates which are 
sometimes passed on to their mem- 
bers do not necessarily represent a 
saving, but are payments to deal- 
ers for the time they spend in post- 
ing and maintaining a catalog, 
analyzing the changes listed, writ- 
ing their own orders, handling 
their own adjustments, reading 
countless bulletins, and the energy 
and time spent attending meetings. 

Few retailers I’ve visited who 
were members of a retailer-owned 
wholesale hardware company con- 
sidered the rebates sufficient to 
cover their loss of valuable selling 
time and added expense. 

This accounts for the high rate 


sales for 


association officials 
are John C. Cairns. 
oresident: Mrs. 
right: W. W. 


French, Jr.. 
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1957 


of turn-over among their member- 
ship. A list of the who 
at one time or another were mem- 
bers of dealer-owned groups and 
dropped out, along with their rea- 


retailers 


son for quitting, would be both 
revealing and interesting. 
A word to manufacturers 

Low operating overhead figure 


of the retailer-owned wholesaler is 
many times accepted as an indica- 
tion of unusual operating ef- 
ficiency. 

We wholesalers have merely to 
eliminate the cost of our sales rep- 
resentatives, and our expenses are 
then comparable to the majority of 
the dealer-owned houses. 

However, in our opinion, if a 
salesman is worth his keep, and 
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ours are, he not only sells merchan- 
dise to his customer, but he guides 
and counsels with him on his prob- 
lems of merchandising, buying and 
turnover, display, finance, 
his adjustments, keeps 

formed of market trends, 


handles 
him in- 
and the 


many other matters for which he 
has been trained to be of assis- 
tance. 


Just a word for 
senting hardware manufacturers. 
[ am aware that many old line 
hardware wholesalers frown on 
carrying the same trade brands as 
those stocked by the co-ops. 

Whether 


you men repre- 


vou sell either or both, 


ya 
ine to the right, left to r ight, 


AHMA president, and Mrs. Cairns: “Sei les and John S. Stiles, NWHA vice 
Gibson and John Gibson, II], AHMA hg resident. The right receiving line, left to 
NWHA president and Mrs. French: B. B. Wood, AHMA president, and 

AHMA vice-president and Mrs. Johnson. 





is your business and for you to 
decide. 

If I were a manufacturer, how- 
ever, | would base my sales policy 
to wholesalers not upon who the 
stockholders of a firm are but upon 
the type of services the wholesaler 
performs. 

The 8500 wholesale hardware 
salesmen across the country today, 
offering your products, add value 
to them, fully the 5 percent which 
represents the average salesman’s 
commission. 

It’s my opinion that a price dif- 
ferential of that amount might 
well be considered in establishing 
your prices between wholesalers 
who do or do not provide that sales 
representation so necessary to the 
effective marketing of your prod- 
ucts. 

The wholesaler who operates 
without salesmen rides in on the 
coat tails of those who provide 


them, and most of you know sales 
representation is necessary. With- 
out it your sales would shrink to 
the point that your. products 
couldn’t survive in the market 
place. 

I feel, too, that many manufac- 
turers are unwittingly allowing the 
wholesaler to transfer a part of his 
function and expense to them by 
making drop-shipments of mer- 
chandise that traditionally has 
been shipped by the wholesaler. 

This has, in many instances, con- 
tributed to competitive price con- 
ditions that have had an adverse 
effect on the line itself, and on the 
wholesalers’ profit. 

Many manufacturers invoke a 
penalty for making direct ship- 
ments. All of you should, in my 
opinion. 

If this would permit manufac- 
turers to increase the wholesaler’s 
margin just one percentage point 


on shipments ordered into our ware- 
house it would be a welcome change 
to many of us. 

These remarks are my own feei- 
ings, however, and are not to be 
construed as necessarily represent- 
ing other wholesalers. 

An aggressive wholesaler can 
provide every service that a dealer- 
owned organization does, and at 
least as effectively without requir- 
ing the retailer to take money out 
of his business to invest in another. 

Manifestly, dealers and whole- 
salers, to get results, must operate 
together as a team, each willing to 
do their share of the work at hand 
in an efficient manner. 

There are other trends in harda- 
ware distribution, such as the in- 
tegrated or associate store pro- 
gram, familiar to all of us. 

Here again, no function of the 
wholesaler-retailer team is elimi- 
nated, merely transferred from one 


K-(ilub Holds Its Annual Luncheon 


ead Scat 


The Hardware X-Club, comprised of past presidents of major wholesalers’ and manufacturers’ groups, 
held its annual luncheon meeting on Oct. 22. Wilton S. Terstegge, a past president of the Southern 
Wholesale Hardware Association, was elected Chief-X by acclaim. X-Chief-X George H. Halpin presided 
over the meeting. S. Horace Disston, retired saw manufacturer and AHMA advisory board member, was 
one of the quests. Guests of honor were Warren Whitney, vice-president, James B. Clow & Son, Inc., Bir- 
mingham, and Dillman K. Smith, vice-prseident, Opinion Research Corp., Princeton, N. J., convention 


speakers. 
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to another, in an effort to achieve 
greater efficiency. 

Many forms of rebate plans of 
one type or another have been tried 
by various wholesalers, usually in 
lieu of the services of a salesman. 

Few, if any, have proven suc- 
cessful and stood the test of time. 
Most have been abandoned or found 
to be ineffective in competition 
with good, wide awake distributors. 

Some wholesalers have indulged 
in the extension of unrealistic 
terms of payment, which I consider 
both costly from the standpoint of 
the jobber, and extremely hazard- 
ous for the retailer that doesn’t 
maintain a good bank balance as a 
precautionary measure. 

A few wholesalers are providing 
their customers with basic stock 
lists, check lists, pre-printed order 


forms and other forms of assis- 
tance, all of which, if properly 
used, are beneficial. 

There are many services a good 
hardware wholesaler performs for 
his customers that are not shipped 
in cartons, do not appear on the 
face of the invoice, or are not paid 
for by check. 

Frequently, these non-shippable 
products are the most important to 
the success of the dealer’s business. 


The backbone of business 


My recommendation to you 
wholesaler executives is to estab- 
lish a closer bond with your cus- 
tomers. Put yourself in his shoes 
to recognize his problems, then try 
your best to provide the answers 
to them. 

Have your buyers visit dealers 
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to develop the retailer’s point of 
view to better serve his merchan- 
dise requirements. 

Instill in your salesmen a new 
concept of helping his customers, 
not just writing orders. 

There are a lot of things a deal- 
er doesn’t do that he should, to be 
sure. Rarely do they show the 
loyalty and appreciation you feel 
your efforts warrant. 

Don’t forget his very survival 
depends upon how well his suppliers 
serve him. He is still the backbone 
of the hardware wholesaler’s busi- 
ness. 


What Are A Wholesalers Functions ? 





“ .. distribution functions cannot be 


eliminated, only transferred. Many 


manufacturers are paying for these 


functions but aren’t getting them...” 


We hear a lot of talk 
revolutions in wholesaling. 

New programs, and 
schemes are continually popping 
up. They are supposed to result 
in higher profits for manufac- 
turer, wholesaler, and retailer, 
and at the same time bring lower 
prices to the consumer. 

But most of us aren’t sold on 


about 


plans, 


following the pattern of the new 
deal houses which seem to be 
on the increase. 

A new-fangled plan is no sub- 


stitute for an aggressive, hard- 
hitting distributor. This is proved 
by the continuing 
many prominent full function 
wholesalers in our association. 

When I say full function whole- 
salers, I mean houses who still 
perform all the functions of a 
wholesaler and have not 
oped into catalog houses or bro- 
kerage concerns. 

The wholesale hardware dis- 
tributor has existed down through 
the years, through wars, panics, 


success’ of 
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President 
Morely-Murphy Co. 
Green Bay, Wis. 
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booms, and depressions. Despite 
prophets of doom who have pre- 
dicted the 


‘middle man”’ 


extinction of this 
for half a century, 
he is still very much in the pic- 
ture. Unless he fails to keep his 
feet on the ground—and commits 
he’ll be 
around for a long time to come. 


suicide—I’m betting 

He continues to exist for just 
one reason, because he performs 
an economic service. He is com- 
pensated for this service by the 
spread between his cost and the 
selling price to the retailer. 

Yet today there are those who 
appear to believe that the whole- 
saler need no longer perform his 
traditional economic service, or 
can seriously curtail it, and still 
continue to maintain his position. 

It just can’t be done! 

The wholesaler performs three 
major Selling, fi- 
nancing, and warehousing. 

Let’s take a brief look at each 
of these 


functions: 


functions and see ex- 
actly what service the wholesaler 





is rendering in return for the 
slice of the distribution margin 
which he claims. 

Number one is the sales func- 
tion. 

Individual hardware 
take different approaches 
to this problem. Some go at it 
half-heartedly. They travel a 
organization through the 
territory they serve. But in the 
main, their salesmen consist pri- 
marily of order takers. 

These men eagerly pounce on 


whole- 
salers 


sales 


the retailer’s want book, but 
their salesmanship ends right 
there. When a new item comes 


along, it is merely added to the 
catalog so that it is available if 
the dealer asks for it. 

Other wholesalers believe 
there is no substitute for good 
fundamental selling. 

They have progressive 
sales management, leading an in- 
telligent, aggressive, well-inform- 
ed and well-trained sales organi- 
zation. Such a house might well 
be termed a merchandising whole- 
saler. 


This 


able, 


organization, in 


sales 


NASMD Makes First Advertising Award 


Louis F. Demmler, new president of NASMD, making the first annual award of 
a silver plaque to R. A. Dadisman, representing Armco Steel Corp. This 


honor, to be an annual event 
Its purpose is to give 


is the Annual Advertising Award of NASMD. 


‘needed recognition to manufacturers who, through 


mass advertising media, have most outstandingly pointed out to the public 
the services and importance of steel distributors’. 
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turn, is capable of helping the 
retailer to do a better selling job, 
and does so consistently. 

Then there are those who be- 
lieve they can sell without sales- 
men, using a catalog as their pri- 
mary selling tool. If selling con- 
sists only of writing up an order, 
they may be right. 

The retailer himself, if he is 
willing to assume the burden, can 
handle this chore with the aid of 
the wholesaler’s catalog. 

But this isn’t selling as you and 
I were brought up to know it. 


Financing counts heavily 


Actually, this selling by catalog 
cannot exist by itself. It depends 
on either the manufacturer’s 
sales organization calling on the 
retailer to develop 
ceptance for these _ so-called 
wholesalers, or leans on the ac- 
tivities of those wholesalers who 
do travel aggressive sales organ- 
izations and who carry on the 


product ac- 


missionary work building accep- 
tance in the territory. 

Let’s not forget it costs money 
to travel men, and the wholesaler 
who assumes this burden is en- 
titled to be compensated for it. 

What about financing? 

Hardware wholesalers have an 
aggregate investment of over 
three-quarters of a billion dol- 
It is being continually util- 
ized in the distribution process 
of moving hardware from the 
manufacturer to the retailer. 


lars. 


This capital is at the command 
of the manufacturer who chooses 
to merchandise his wares through 
wholesale hardware channels. 

His own capital requirements 
are minimized because of whole- 
salers who extend credit to thou- 
sands of retailers, scattered from 
coast to coast. 

If we use 45 days on the books 
average, the 
total amount of credit extended 
by wholesaler hardware distrib- 
utors at any given time is in 
excess of $250 million. 


as a conservative 


We have an inventory invest- 
ment in the goods of our sup- 
pliers amounting to $560 million! 

Our financing functions include 
the extending of datings to our 
retailers. All too often these dat- 
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ings are more liberal than the 
terms we receive from our sup- 
pliers. 

Incidentally, our financing 
should not include such headaches 
as paying for our firearms in the 
spring and summer. Our manu- 
facturing friends in the industry 
know that trade practice makes 
it necessary that we ship them 
out to our retailers with fall dat- 
ing. It should not be one of our 
functions to furnish working cap- 
ital to two of the nation’s indus- 
trial giants through our 5 per 
cent which they hold back until 
the end of the year. 

It’s nice of them to keep our 
profit for us until the season is 
over, but we just can’t afford it 
in these days of high interest 
rates. 


Warehousing's important 


When I look at the financial 
statements of these’ gigantic 
firms, and then at that of our 
own company and similar whole- 
salers, somebody has certainly 
got the cart before the horse 
when it comes to who is carrying 
whom. 

The third major function, and 
equally important as selling and 
financing, is that of warehousing. 
Every manufacturer is aware of 
the part his wholesalers’ ware- 
houses play in helping him to 
level his production 
valleys. 


peaks and 


We hardware wholesalers oper- 
ate over 63 million square feet of 
warehouse space. Our 500 ware- 
houses throughout the United 
States regularly serve almost 
300,000 outlets, providing a ser- 
vice of supply that can deliver 
goods to the remotest corners of 
our country within a few hours. 
We make millions of small ship- 
ments each year, of goods we re- 
ceive from our suppliers in large 
lots. 

Selling—financing — warehous- 
ing, these are the functions, the 
economic services, performed by 
the wholesaler, by which he earns 
his share of the consumer’s dol- 
lar. 

If the wholesaler doesn’t per- 
form these functions, 
else must. 

I submit that most manufac- 


someone 
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turers in the hardware field have 
no desire to perform these func- 
tions themselves, recognizing 
that the wholesaler can perform 
them far more economically than 
the supplier. 

Manufacturers need the whole- 
saler. I mean the traditional full 
function type who sells with an 
active sales force, finances by 
extending credit to a multitude 
of borderline accounts that no 
manufacturer would dare to han- 
dle without an active nationwide 
credit organization, and ware- 
houses, so that the manufactur- 
ers’ products are available in the 
field, and they are 
the burden of 
whelming stocks. 

Why should manufacturers fol- 


relieved of 


carrying over- 


low a policy that is eating away 
at the very foundations of full 
function distributors? 

When manufacturers fully com- 
pensate the wholesaler who does 
not have an active sales force, 
who does not extend credit, ex- 
cept to gilt-edged accounts which 
represent no real credit risk, who 
does not carry adequate ware- 
house stocks—but depends on 
the supplier doing the wholesal- 
er’s job for him by making drop- 
shipments—those manufacturers 
are helping such wholesalers to 
undercut and destroy the true 
merchandising distributor. And 
thereby they are helping to de- 
stroy themselves! 

If manufacturers fee] 
must sell these pseudo 


they 
whole- 
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salers, they should compensate 
such wholesalers only for services 
rendered! 

If they are going to make 
L.C.L. drop-shipments for’ the 
wholesaler, thereby assuming the 
burden of one of the wholesaler’s 
important functions, they should 
impose a substantial penalty of 
not less than 10 per cent for so 
doing. 

One prominent manufacturer in 
the hardware field has taken ex- 
actly this course of action in re- 
cent weeks, recognizing that he 
cannot perform the wholesaler’s 
function and then compensate 
him for a service which hasn’t 
been performed. 
who de- 
instead of 
traveling an aggressive sales or- 


Again, a wholesaler 


pends on a catalog 


ganization, is no longer perform- 
ing the distributor’s sales func- 
tion. 

As his method of operation is 
obviously less expensive, and al- 
so less effective, this should be 
recognized by the manufacturer 
in establishing his discounts. 

When a manufacturer fails to 
recognize the difference between 
the services rendered him by a 
full function wholesaler and those 
of the “program” wholesaler, who 
is merely passing on to the manu- 
facturer as much of his cost of 
doing business as he can get 
away with, he is asking those of 
us Who continue to travel a full 
sales force, perform the ware- 
housing function, and finance a 
multitude of dealers of varying 


credit backgrounds, to abandon 


these functions and join the pa- 
rade. 

I repeat, the distribution func- 
tions cannot be eliminated, but 
can only be transferred. 

The manufacturer who assumes 
the burden of these functions by 
continuing to drop-ship without 
recovering the additional costs 
involved, and extends the same 
discount to catalog wholesalers 
as he does to the true merchan- 
dising distributor is paying for 
something he isn’t getting! 

A realistic sales 
policy, based on recognition of 
these fundamental] differences 
and tailoring the wholesaler’s 
margin to correspond with the 
functions performed, would go a 
long way towards assuring the 
future prosperity of this indus- 
trv! 


and pricing 


How Dealers Can Compete With Chains 





“ .. your dealers need the same kind 


of tools that make chains successful. 


A basic stock list is the key to our 


chain store system for dealers .. .” 


Many dealers are fighting a los- 
ing battle with chains, mail order 
houses, co-operatives and discount 
houses. 

These men of the independent 
retail hardware industry are 
capable, industrious peo- 


proud, 
ple. They are the backbone of our 
industry and are a bit reluctant 
to admit these conditions. 

The ones who still have some 
cash or borrowing power left must 
be saved quickly. 


You all realize this because 
every trade journal you pick up 
has an article about somebody’s 
dealer program or plan. 

At this convention you'll hear 
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one distributor asking another, 
“Well, what’s your plan?” Mean- 
ing: “What are you doing to help 
the independent retail hardware 
dealer ?”’ 

We have been working with a 
dealer program at Rose, Kimball 
& Baxter for a couple of years. 
We are a medium sized distributor 
in Elmira, N. Y., covering most of 
New York State and the northern 
half of Pennsylvania. We’ve been 
in business 95 years. 

The gradual decline in profits 
the last few years made us take a 
close look at ourselves and here’s 
what we found out: 

Barely more than half our sales 


by M. Gloyd Kimball 
Sales Manager 


Rose, Kimball & Baxter, Inc. 
Elmira, N. Y. 


were to hardware stores. Yes, our 
hardware dealers did treat us bet- 
ter than other customers. Where 
we got about $2000 a year from 
other accounts, our hardware deal- 
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ers gave us about $4400 a year on 
the average. 

Both sets of figures worried us. 
At $4400 a year, we couldn’t afford 
to concentrate on a few hundred 
hardware dealers. ‘The only way 
out was to push for big volume 
with a selected number of hard- 
ware dealers. 

That is what you call a dilemma. 

We had to find larger-volume 
dealers for our customers, and the 
facts were that some of our better 
dealers were suffering too. 

During the past many years we 
have tried many plans: Group pur- 
chasing, rebates, group advertis- 
ing. None of these seemed to be 
the answer. 

Two and a half years ago we 
were fortunate to be approached 
by Paul Cosgrave & Associates. 
We found we weren’t alone in our 
problem. The whole hardware in- 
dustry faces it. In some spots, for- 








ward looking distributors have 
met the issue successfully. 
Cosgrave told us that we could 
do the same, and offered its coun- 
sel and guidance to do just that. 


Your dealers need the same 








You Read About It 
In Hardware Age 


The dealer aid program 
outlined in Mr. Kimball's 
address was described in 
detail in HARDWARE AGE, 
Aug. |5 issue, beginning on 
page 60. The article was 
entitled '‘Can dealers com- 
pete with chains?" 





kinds of work tools and services 
that have made the chains suc- 
cessful. The work tools and ser- 
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vices you offer your dealers must 
be right. 

We at Rose, Kimball & Baxter 
are now in a position to offer 
these: A proven chain store sys- 
tem for the independent hardware 
dealer. 

We have a dealer service man- 
ager and assistant, and two set-up 
crews of two men each, for a total 
of six men on this store program- 
ming. We are capable of merchan- 
dising two stores a month. 

In store engineering we arrange 
the store with one side for the 
men and one for the women, get- 
ting departments together. 

We allow wide aisles so two peo- 
ple with bundles can pass. 

We see that the painting and 
lighting are correct. 

We supply fixtures at low cost 


Central States Hardware Club Holds 1957 Banquet 





A record turnout of more than 550 members and guests packed the ballroom of the Hotel Traymore for 
the Oct. 20 meeting of the Central States Hardware Club at Atlantic City. Here are the Club's officers 
t the head table, seated in order from the speaker's rostrum (to the right}: Frank M. Hagerty, Flexi-Mat 
Corp., president; John F. Gallagher, E Z Paintr Corp., vice-president: Ben Leve, Carborundum Co.., 
secretary-treasurer; Dwight L. Meyers, Swan Rubber Co.; R. J. Samuelson, Greenlee Tool Co.; E. W. 
Swartwout, Minnesota Mining & Mfg. Co.: J. R. Mohr, American Steel & Wire Div., United States Steel 
Corp.; and Clifford A. Mesler, Buffalo Bolt Co., Div. Buffalo-Eclipse Corp. Seated from left of speaker's 
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that show more merchandise on 
open display. 

We believe a dealer should in- 
vest as little as possible in fix- 
tures, because they don’t make 
profit on fixtures. We, therefore, 
mass-produce a pre-fabricated fix- 
ture at very low cost. They are 
first class in every respect. 

In merchandising we get like 
items together for self service and 
impulse sales. 

We merchandise vertically rath- 
er than horizontally. 

The merchandise is displayed 
following our basic list for easy 
monthly stock checking. 

Every item has a home and ad- 
dress. All items in the bins are 
priced. A store may be beauti- 
fully merchandised, but without 
home and address it will creep 
and change in six months. 

We offer sales promotion and 
advertising that really works. 

Some of the increases in sales 


and number of customers put 
through a store are fantastic. Nel- 
ther we nor our dealers knew 
what we’d been missing. 

We now know why and how the 
chains are getting the majority 
of the business and cash out of a 
community. The chains are selling 
basics and sending the people to 
our dealers to get the oil lamps, 
wicks and cleaners and horse col- 
liars. By the time the customer 
gets to our stores, he’s out of cash 
too, so he charges it. 

The final and most important 
thing we offer our Program Deal- 
ers is a Basic Stock Selection List. 

This is the key to the plan and 
the other steps only lead to this 
or are a result of it. 

Most dealers do not have the 
time or facilities to collect the 
figures needed to know what con- 
stitutes their best selling mer- 
chandise in all departments. 

For example, it is not generally 
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understood that 80 percent of any 
average hardware store’s. sales 
are accounted for by only 25 per- 
cent of the store’s inventory. 

Our list consists of about 6500 
items, of which 5020 are basic- 
basic, or items which should be 
in stock in every hardware store, if 
it is to be operated at a profit. 

Let’s call them the fast turn- 
over items, the smaller part of 
your inventory that produces the 
greater part of your sales. 

The big reason the independent 
is having a tough time holding his 
volume is apparent right here. 

In checking his stocks against 
our lists, we find most dealers to 
be out of basic-basic hardware 
items from 25 percent as high as 
60 percent. Yet they carry thou- 
sands of items which tie up capli- 
tal, but do not produce sales. 


Basic check lists work 


What’s the question you hear 
most often in a hardware store? 

“IT don’t suppose you have it— 
but?” 

Why shouldn’t the public go to 
the chain store which always 
works on a check list and is rarely 
out of stock? 

Our program stores are aver- 
aging a 30 percent sales increase 
and this is one reason. 

Right now our program ac- 
counts make up only 5 percent of 
our total hardware customers, but 
they are giving us 30 percent of 
our hardware store sales. 

We find we can fill a depart- 
mentalized order from a program 


store in about 45 percent less 
time. We are getting a much 
larger average order size. We 


were able, while still building to- 
tal sales, to get rid of a hatful 
of money losing accounts. 

Our program stores are con- 
centrating their buying on the 
basic items that we suggest they 
sell. This has boosted our turn- 
over, makes it easier for us to 
buy and is helping our net profit 
picture. 

Our salesmen who have pro- 
gram accounts are earning more 
money, but at the same time they 
are costing us less in percentage 
of sales. 

The results we have seen so far 
make us expect to add 25 new 
program stores in the next year. 








The best sign of all is that hard- 
ware dealers are coming to us 
now and asking for the program. 

Unless you are one of the giants 
of this industry, you would prob- 
ably have to go outside your own 
organization for the development 
of these work tools for program 
stores. 

It seems to us, now that we've 
been through it, that trying to put 
them together yourself is just too 
expensive in time, money and ex- 
ecutive effort to be sound. 

We found in Cosgrave the kind 
of know-how that put us hip-deep 


in the business of giving our deal- 
ers competitive work tools in just 
a few months time. Without this 
kind of guidance and assistance, 
I don’t see how the average dis- 
tributor can move quickly and 
economically enough to save his 
hide. 

The health and vigor of our in- 
dustry depends on the success of 
its retail outlets, our independent 
hardware dealers. 

To succeed, our dealers need 
the work tools or services I have 
been talking about. 

Those of us who have estab- 
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lished a firm working arrange- 
ment together know that a retail 
program for the hardware dealer 
is the way to get those tools and 
services into being and into use. 

Goods and services that come 
from the same place make a dealer 
program possible and economical. 
This we feel we have done at Rose, 
Kimball & Baxter. 


Know Your Costs, Make More Money 





66 


.. . cost accounting is a tool that 


management can use to direct efforts 


into channels that will produce the 


net profit we seek so ardently .. .” 


There is a definite need for re- 
ducing operating expenses. 

It is the only means left to as- 
sure ourselves of a profit in the 
wholesale distributive business. 

We can hope and dream of 
higher gross profits and for an 
ever-increasing dollar volume _ to 
alleviate the problem of higher ex- 
penses but I’m firmly convinced the 
practical answer is to attempt to 
control the variable expenses that 
we each have in our own operations. 

What are we as a wholesale dis- 
tributor doing to reduce operating 
expenses ? 

Early in 1951 we realized that 
with many branches it was im- 
perative that we know exactly 
where we were going, so we started 
preparing a monthly Profit & Loss 
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Statement on each and 
branch. 

On our monthly Profit & Loss 
Statement at each branch, as well 
as the main operation our gross 
profit is estimated from past ex- 
perience and corrected once each 
year by a physical inventory. 

The expenses are carefully 
charged to each branch and a gen- 
eral management overhead charge 
is applied to each operation so that 
each branch must stand on its own 
feet. 

To us the branch Profit & Loss 
Statement each month is a man- 
agement guide. A lot of time and 
effort is put into the study of these 
reports. Appropriate action is 
taken when we see problems de- 
veloping. 

To any now operating branches 


every 





by U. J. Kuhre 
Executive Vice-President 
Strevell-Paterson Hardware Co. 


Salt Lake City 


and not creating a monthly Profit 
& Loss Statement on each separate 
unit, I can only say it 1s a man- 
agement tool that you should have 
to provide the information to oper- 
ate your branches, warehouses or 
stores at the lowest possible costs. 

Nineteen fifty-two brought us 
to the point where, because of our 
spread out conditions, we felt a 
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complete and comprehensive job 
study was a necessity. We also felt 
no one could better make this study 
than we, so it was decided that our 
then operations manager, who is 
now our vice-president, should be 
responsible for this program. 

This study has been a continuing 
program. We are doing more busi- 
ness but, we have cut our total staff 
from 305 people to 265 today, or 
about 13 percent. 

This cut of 40 employees, with 
taxes and overhead, represents a 
savings to us of probably $175,000 
a year which has helped to ease the 
pain of the inflationary trends on 
salaries and wages of our remain- 
ing employees. 


Watch all your expenses 


We realize we still have much 
more to do along this line, but with 
our many branch automotive parts 
operations, along with our present 
physical plant layout, we have a 
real problem in getting this all 
into line. 

We were able to effect economies 
in printing by reducing the num- 
ber of forms we were using in oper- 
ating our business. 

Long distance tolls were scruti- 
nized carefully and through the co- 
operation of key employees tele- 
phone expenses were brought un- 
der more careful control. 

Probably the most forward step 
we have taken was a decision, by 
management, in January, 1955, to 
devise a system of cost accounting 
by product lines or departments. 

Our total sales volume had been 
divided for many years into 12 
departments. 

We maintained separate inven- 
tory and purchase accounts for 
each department so we were able to 
come up with an exact gross profit 
department by department. 

Always the missing link was a 
breakdown of expenses by depart- 
ments to give us a net profit each 
month and year on each of our 12 
units. 

We had felt for a long time that 
the reliance on gross profits by de- 
partments as the sole measure of 
profit was all wrong. 

For too long a time we had ac- 
cepted the usual distributor’s think- 
ing that if our overall expense 
amounted to 18 percent, any line 
or department that grossed under 
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this amount was losing us money, 
and any line or department doing 
better than this was making us a 
profit. 

The possibility of greater or less 
handling costs had never concerned 
us too greatly. 

We proposed to do something 
about this and find out for our- 
selves just what departments were 
contributing to our overall success 
and which departments were not 
carrying their share of our opera- 
tional costs and still producing a 
profit. 

We were certainly charting our- 
selves into unknown seas as we had 
never seen the application of cost 
accounting to our type of business 
although we had heard of some 
companies that had tried to get 
at net profits by other methods. 

We moved on the premise that 
we didn’t want to spend a lot of 
money on this experiment if it 
wouldn’t work. 

I can truthfully tell you that the 
cost accounting system we have 
today, which is the outgrowth of 
21% years of probing for the cor- 
rect distribution, is costing us 
very little to prepare. 

We haven’t added a single new 





employee to handle this cost ac- 
counting but rather several people 
have devoted some time and effort 
to assuring the success of the 
program. 

Several exploratory conferences 
were held with our department 
managers and operating personnel. 

From these early meetings we 
decided that wherever possible 
those expenses that could be direct- 
ly charged to a department would 
be taken care of in this manner. 

It was surprising to us that a 
good part of our expenses could be 
thus directly charged. For in- 
stance, 80 percent of all salaries 
and wages, both warehouse and 
office, can, in our operation, be 
charged directly to the depart- 
ments, leaving only 20 percent to 
be allocated by sales or some other 
method. 

In our make-up of this cost 
system some expense items can be 
allocated by sales, some from floor 
space used, and some, and this is 
in the minority, on the best esti- 
mates from several angles and the 
judgement of several people. 

After several months of opera- 
tion, and I don’t mind admitting 
that during this period we did not 
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always agree on the expense al- 
locations, we called in our auditors 
to further refine what we had done 
up to that point. 

They spent quite a little time on 
their study and except for some 
very minor changes and adjust- 
ments they accepted our alloca- 
tions and methods of allocations, 
so today we have a cost distribu- 
tion system — by departments 
that is serving us well. 

We are continuing monthly to 
refine the program and maybe 
from some accounting standards 
we are way off in right field, but 
our program of cost analysis is 
giving us just what the doctor 
ordered. 

Now what has it done for us and 
how are we using it to help us 
make a greater net profit? 

First, we have definitely proved 
to our own satisfaction something 
that we had always suspected .. . 
some high gross margin depart- 
ments were producing little or no 
net profits. 


A case in point, our highest 


gross margin department in 1955 
actually came up in the red as far 
as net profit was concerned. 
Naturally, this served as a guide 
in helping us correct this situation 
and this net loss has now been 
turned into a net profit. 

The final goal of any business 
is net profit, and distributive cost 
accounting is a tool that manage- 
ment can and must use in directing 
efforts into channels that will pro- 
duce the net profits that we are all 
seeking so ardently. 

A distributor who will use this 
as a tool to direct the energies of 
his organization will, in the end, 
find that his organization will re- 
spond to his leadership along the 
lines of profitable operation. 

In essence, what you are doing 
is comparing the gross revenue 
from a given department with the 
costs of producing this revenue. 
The difference between the two 
then is a net profit—or a net loss. 

Naturally, and we should make 
this clear, some high gross profit 
lines or departments do produce 
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satisfactory or better net profits, 
but the point can be clearly shown 
that high gross profit must not be 
the sole measure of the _ profit- 
ability of a line or a department. 

Because, as an industry over the 
years, our gross profit has either 
been stationary or has actually 
decreased, cost accounting by lines 
or departments is almost a neces- 
sity today and no distributor can 
afford to be without the positive 
results of cost analysis. 

Cost accounting, then, merely 
points out your problem areas and 
what you do from this point on is 
really the important thing. 

Finding out where the trouble 
lies and then doing something 
about it is the answer to profitable 
management. 


. 


Business Forecast: Watch Mid-1958 





*... we have elements guaranteeing 


satisfactory business until next year; 


an upturn by mid-1958 must come in 


a change in tight money policy .. .” 


by Heinz Luedicke 
Editor 


Journal of Commerce 


New York City 


There are three elements in 
the picture that make it extreme- 
ly difficult for anybody to be too 
positive about the 1958 business 
picture. 
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One is the question of war or 
peace in the Near East. 

The second is the impact of 
Sputnik on defense spending. 

The third is the tight money 
policy, and what will happen to 
it in the course of the next three 
to five months. 

You’ve got to assume that 
there is going to be war or peace 
in the Middle East. 

My assumption has to be the 
Same as it always has been in 


periods of strain in national re- 
lationships. Until there is war 
you business men simply cannot 
afford to assume that there wil! 
be war. You’ve got to run your 
business on the basis that there 
will be no war, otherwise you 
are lost. 

We must be prepared to in- 
crease, very drastically, our de- 
fense spending for the missiles 
program. 

The question is, will additional 
money be spent or will money be 
shifted that otherwise would have 
gone into other defense purposes? 

For the time being, total de 
fense spending is to be kept 
within the $38-billion annual 
level which we are aiming at 
this fiscal year. 


Even with a crash missiles 





program, the impact on the eco- 
nomy is going to be delayed. 

We will have to go through a 
period during which the economic 
impact of government spending 
is going to be lessened for a 
while. It may come in the first 
quarter of next year or it may 
come in the second quarter. 

Based on these two assump- 
tions—no war and no panicky 
increase in total defense—how do 
things look? 

In looking at the stock mar- 
ket’s reaction yesterday, (Oct. 
21), as a matter of fact the last 
month’s reaction, I don’t think 
President Eisenhower is right in 
saying that he doesn’t believe it 
is significant. It has reached a 
point now where it is becoming 
significant. 

We have a lot of good strong 
elements in the picture right 
now. 

We know very well that invest- 
ment spending doesn’t turn on a 


record levels for some time. 

We know that the automobile 
industry is doing well for at least 
six months of next year. The 
industry is afraid it may have 
some very bad strikes by next 
summer, so it won’t be looking 
only at sales. The industry will 
be building up more inventory. 

Our exports are running at a 
fabulous level at the moment, 
but there are signs almost all 
over the place that by next year 
we will have to figure on a de- 
cline in exports. 

We have enough sustaining 
elements to almost guarantee a 
very satisfactory level of busi- 
ness until some time next year. 

What after mid-1958? 

What we don’t know is whether 
there will be a new element in 
the picture by then that might 
prevent a worsening of the situa- 
tion. 

If we don’t get a new element 
into the economy by mid-1958 we 
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mistake about 


don’t 

that. 
Now, what could such a new 

element in the picture be? 


make any 


It could, of course, be war. 

We won’t have another 1955-56 
in the automobile industry. 

We won’t have a sharp increase 
in home building. 

If we are to be getting ready 
for another upturn by mid-1958 
it must be a change in the tight 
money policy. 

That change must come pretty 
soon. Experience has shown that 
it takes about six to nine months 
before such elements for galvan- 
izing the economy can take hold. 


Federal Reserve is wary 


If we are not to run the risk 
of more of a recession than we 
might have by the latter part of 
1958, the Federal Reserve Board, 
I believe, has not too much time 
to lose before it loosens up on 
its tight money policy. 

We have the Federal Reserve 
Board still hesitant because it 
still feels that inflation is not 
passed as a danger. 

In the middle we have the 
treasury under Secretary Ander- 
son, who has not quite made up 
his mind on this question. I am 
glad he hasn’t. He is definitely 
afraid to do exactly the same 
that his predecessor, Humphrey, 
did. 

In the Federal Reserve Board 
there is one element that seems 
to be holding it back from acting 
now. That is the fear that or- 
ganized labor, once again, will 
step up its wage demands. 

If the Federal Reserve felt 
reasonably sure that it would 
not lead to another speedup in 
labor demands, I think it would 
act now. The board would start 
buying some government bonds 
in the open market. 

A little later it would cut the 
discount rate which actually is 
of more psychological value than 
economic value. 

We’ve got to avoid getting back 
on that merry-go-round, which 
consists of only one element: 
Spending more investment money 
than is available and is created 
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through the process of capital 
formation. 

The living cost index is very 
bothersome but it is very minor 
in comparison to the real infla- 
tion problem which is spending 
more long-term capital than we 
have to spend. That is the whole 
crux of the matter. 

[ think too many of us, and 
too many in Washington, are still 
fighting inflation as if it were 
the only enemy we are confront- 
ing. 

I personally believe that at the 
moment inflation is no longer the 


problem it was 
four months ago. 


a serious recession 
try to break a decline right now 
by a gradual easing in our money 
policy. 


up to three or 


I think the problem right now 


is to avoid a recession worse than 
necessary to get us 
normal 
period our growth would be re- 
stricted to the 


back on a 
growth, during which 
amount of new 
‘apital formation. 

The economy is vulnerable to 


if we don’t 


We will have to do it eventual- 


ly; why not do it while we have 
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a chance of getting the most out 
of it? 


Once the confidence of the busi- 


ness man, or the confidence of 
the government goes, you can 
pour in as many billions as you 
want and 
take their course before we can 
hope for any upswing in 
ness. 


things will have to 


busi- 


Pre-Billing Is Boon To Busy Dealers 

















by Wm. Geo. Steltz, Jr. 
Executive Vice-President 
Supplee-Biddle-Steltz Co. 
Philadelphia, Pa. 


The definition of pre-billing is 
simple. It means the procedure by 
which orders are invoiced to the 
customer in advance of shipment 
of the merchandise. 

Regardless of whether a distribu- 
tor is using regular typewriters, 
Ozalid or Bruning machines, one- 
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“... pre-billing permits dealers to 


check in-shipments, get merchandise 


on the shelf promptly and tips him 


off on back orders... 


time carbon invoices, or billing ma- 
chines of various types, many com- 
panies have found it expedient to 
invoice in advance of shipment. 

Supplee - Biddle - Steltz Co. had 
done this for a number of years 
when typewritten invoices accom- 
panied the shipment. 

Some months ago we installed 
IBM equipment first for statistical 
analysis and then for invoicing, but 
primarily for better and tighter 
inventory control. 

Overly simplified, the entire sys- 
tem consists of the assignment of 
a location number to each and 
every item in our business. 

Our salesmen writing this code 
number on their orders enable us to 
select the appropriate master card 


99 


for further processing of the order 
through our establishment. 

Throughout the day our key 
punch operators prepare detail 
cards. They punch the quantity re- 
quired on the salesman’s order and 
the appropriate location number. 

Each night, detail cards are 
merged with a master card for each 
item, and by gang-punching all of 
the additional information is placed 
on the detail cards. 

Then the machine operator pre- 
pares a combination warehouse 
work order and customer’s invoice. 

As a by-product of this proce- 
dure, Ditto master labels are pre- 
pared. 

In addition, accompanying each 
order are route sheets designating 
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which of the truck or common ¢ar- 
rier routes, and what departments 
of the warehouse, are applicable to 
that particular order. 

These forms proceed through our 
warehouse by conveyor. Since all 
items appear on the order-invoice 
form in the exact same sequence 
as they are stocked, the order is 
completed progressively. 

In our traffic department office, 
we have several comptometer op- 
erators to review all orders. 

Since the entire order had been 
previously extended automatically 
by the IBM machines, if there is 
no change on the order, the oper- 
ators merely place the invoice in 
an envelope for delivery with the 
merchandise to the customer. 

Otherwise, they edit and correct 
any deviations from _ stipulated 
quantities, and designate any back 
ordered items. 

The gravest weakness is already 
apparent—a sacrifice of one day’s 
processing time of the order. 

For those who are able to ship 
all orders the same day as received. 


this stumbling block would be in- 
surmountable. 

In our system, the warehouse 
does not start pulling merchandise 
until the day following receipt of 
the orders from the salesmen in the 


field. But this is compensated for 
by several advantages which make 
it possible for all orders to be 
shipped the day they reach the 
warehouse. 

In the first place, since all items 
are arranged in warehouse se- 
quence, the order picking operation 
becomes more efficient, eliminating 
much wasted motion and _ back- 
tracking. 

But equally important, batching 
of orders permits tight scheduling, 
and advance knowledge of where in 
the warehouse we will have peak 
loads and also what will be the re- 
quirements for our trucks or com- 
mon carriers before the merchan- 
dise physically reaches our ship- 
ping platform. 

These points, however, are prin- 
cipally advantages obtained through 
our use of IBM equipment. 


We view these as most important 
factors to be gained by our sacrifice 
of those few hours of time. In ad- 
dition, there are many advantages 
to be gained in pre-billing itself, 
regardless of what system is used. 

Service to a customer must be 
broader than the actual delivery of 
merchandise in the shortest length 
of time. 

Forwarding of the invoice with 
the shipment is a very important 
service to the dealer. It permits him 
to check in a shipment immediately 
without having to compare at some 
future date shipping documents 
against invoice. 

Likewise, the merchandise is 
available for sale on the merchant’s 
shelves sooner, since pricing in- 
formation is immediately available 
to him. 

Finally, with the customer hav- 
ing immediate knowledge of what 
items are short-shipped, he can re- 
order more promptly. 

All of these points are a part of 
that rather nebulous good service. 
While this, of course, is of tremen- 


Younger Hardware Wholesalers at Forty and Under Breakfast 


About 55 young wholesale representatives met on Oct. 21 for the annual Forty and Under Breakfast. At 
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the head table (upper right) are officers of NWHA, guests at the breakfast. 
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dous help sales-wise and in better 
customer relationships, this does 
not directly help in reduction of the 
wholesaler’s increasing costs. 

Other than the operating gains 
as I have mentioned previously 
with our own company, we feel that 
there are some cost savings from 
a pre-billing operation. 

First, assuming 1000 invoices 
daily and 250 billing days annually, 
it is easy to compute that the post- 
age savings alone will represent 
almost $7000 annually. From this 
base figure you can easily see what 
your own savings could represent. 

More important than this, how- 
ever, is the effect on your accounts 
receivable. Our company has, un- 
fortunately, been in a _ position 
where money always seems to be 
tight, not just today when all of 
the bankers talk freely of scarce 
money, but always. 


The national figures traditionally 
have shown that our area is slower 
in collections than some other sec- 
tions of the country. Because of 
this, pre-billing is of tremendous 
importance to us. 

I can recall those days, prior to 
pre-billing, when we were behind 
days or beyond a week in our in- 
voicing with the result that we had 
several days of business in process. 

Now we have our receivables 
posted many days ahead of time, so 
that collections should be speeded 
up to this extent. 

Many invoices which would nor- 
mally be included in the previous 
month’s statement are now due for 
discount actually 30 days sooner. 
So, also, a system of pre-billing ex- 
pedition all statistical, sales and ac- 
counting reports. 

I have presented what I believe 
are important considerations for 
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determining if pre-billing is a 
proper approach in your organiza- 
tion. 

In our own company, we feel that 
the advantageous far outweigh the 
one major disadvantage, that of a 
sacrifice of one day of service. But 
we are not sure! The question is 
still with us. 

How many procedures do we all 
have, how many decisions do we all 
make, thinking they are correct 
ones for the improvement of our 
business, and still in a leisure mo- 
ment, a small voice says, “Are you 
sure the decision is a correct one?”’ 
“Do you know that your approach 
is the best one for the business?” 


Pricing By The Unit 





“...Isn’t it about time to examine 


the outmoded concept of a dozen and 


give it a burial which is so richly 


earned and is long overdue? .. .” 


We should not be discouraged if 
the adoption of Simplified Unit 
Pricing seems slow. We have a 
story that makes sense and it must 
be told and told and told again. 

There have been splendid gains. 

The chain industry some time 
ago adopted Simplified Unit Pric- 
ing and sells chain by the foot. 

The rope industry is following 
suit. 

The majority of the housewares 
manufacturers with their thou- 
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sands of items have adopted Sim- 
plified Unit Pricing. 

Each addition to the ranks may 
not seem important by itself but 
add them all together and the list 
becomes most impressive. 

But let’s pause a moment and 
define again exactly what we mean 
by Simplified Unit Pricing. It’s 
simple. 

Simplified Unit Pricing can be 
defined as pricing the merchandise 
in the unit in which the dealer nor- 





by Burrows Morley 


Committee on Packaging 
and 

Treasurer 

Morley Bros. 

Saginaw, Mich. 
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Officers, executive committee and advisory board member 
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From left: F. O. Schoedinger, 


Haines, E. E. Souther Iron Co., advisory board; Roger K. Becker, Ohio Valley Hardware Co., Inc., out- 
going president and member of advisory board; Louis F. Demmler, Demmler Bros. Div., Anchor-Sanitary 


Co., new president; W. S. Brown, Berger Bros. Co.., 
Bros., Ltd., executive committee: and Noel E. Girard, 


Not all officers. 


mally sells it to his customer and 
without a string of discounts. 

Let’s illustrate with a common 
item .. . a hammer: A fully pol- 
ished, bell faced, curved claw ham- 
mer, retailing at $4.50. 

In many cases this hammer 
would be invoiced at $54 a dozen 
less 50 percent. 

In Simplified Unit Pricing, we 
ask you to invoice us at $2.25 each. 

We in turn would invoice the 
dealer at $3 each instead of $54 a 
dozen less 331% percent. And in 
our catalogs the description would 
read “Packed six in a box,” not 
‘“‘nacked one-half dozen in a box.” 

Please note that nothing is said 
here about cash discount as cash 
terms are not considered part of 
Simplified Unit Pricing. 

Now, these seem like very simple 
and inconsequential changes we are 
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suggesting, and in a single in- 
stance they are, but when the num- 
ber of items we stock and the num- 
ber of transactions we handle in a 
year’s time are added to the num- 
ber you handle and the number our 
dealers handle, it becomes a far 
different batch of cookies, believe 
me. 

But before we get into that, let’s 
spend just a moment on the thing 
ealled dozen. 

What’s so sacred about dozen? 

When you get right down to 
looking it square in the face, the 
answer is nothing at all except 
habit. The origin of dozen, which 
is 12 units, or, put another way, 
10 plus 2 in the duodecimal system, 
is simply an outgrowth of English 
coinage. There are 12 pence to a 
shilling and 12 units to a dozen. 

Over three quarters of a century 


executive committee: 
Girard Steel Supply Co. 
board and committee members are shown. 


Robert W. Mason, McDermid 


C executive committee. 


ago we dropped shilling and pence 
accounting and thought only in 
terms of our decimal money sys- 
tem, dollars and cents. 

Isn’t it just about time we ex- 
amine our tenacious clinging to the 
out moded concept of a dozen and 
consider giving it the burial which 
it has so richly earned and which 
is so long overdue? 

Of the 12 units in a dozen, only 
four—one-quarter, one-half, three- 
quarters and the whole lend them- 
selves to decimal equivalents. The 
other eight can be carried out to 
as many decimal places as you have 
pencils, paper, and ambition. They 
do not lend themselves readily to a 
machine tabulation or punch card 
accounting. 

Now, let’s return to our defi- 
nition of Simplified Unit Pricing 
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in our example of the hammer and 
see where we go from there. 

If you manufacturers invoice us 
at X number of hammers at $2.25 
each, we have one operation to 
check on your invoice. 

If you invoice us at $54 a dozen 
less 50 percent, we have two check- 
ing operations to perform. 

The average number of items 
carried by the members of the Na- 
tional Wholesale Hardware Assn. 
is 30,000 in round figures. Our 
average turnover is four times a 
vear. Multiply the number of items 
times the turnover and that gives 
us a figure of 120,000 transactions, 
and with the dozen discount system 
120,000 extra operations. 


That's a lot of paper 


Let’s stop just a second and vis- 
ualize what 120,000 extra 
actions mean. 

If a sheet of paper represents 
one extra transaction and we were 
to pile its 119,999 little brothers 
and sisters on top of it, how high 
would the pile be? 

Those who know the thickness of 
a ream of paper and are mathe- 
matically minded will soon find the 
answer, a pile of 
high. 

By using Simplified Unit Pric- 
ing you would not only save us a 
lot of unnecessary work, but you 
would do exactly the same thing 
for yourselves in making out those 
invoices in the first place. Then we 
in turn will do the same for our 
dealer, the man who is really our 
boss for if we don’t have satisfied 
customers, we don’t stay in busi- 


ness, 


trans- 


paper 35 feet 


I believe it is fair to say that a 
majority of hardware distributors 
and a majority of hardware retail- 
ers want and need Simplified Unit 
Pricing. 

Of 134 wholesale members who 
answered a recent survey, 96, or 
72 percent, write orders to all sup- 
pliers in Simplified Units. And an 
additional 34, or 25 per cent, do so 
according to the manufacturers 
preference. Thus 97 percent of 
those answering use _ Simplified 
Units in ordering from you manu- 
facturers to some extent. 

And just to prove to you that 
hardware wholesalers are still in- 
dividuals and not sheep four mem- 
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bers or 3 percent don’t like unit 
pricing and have no intention at 
this time of using it. 

The fact remains, however, that 
by far the big majority of our 
group wants it. 

How about the hardware re- 
tailer? Does he want Simplified 
Unit Pricing. Yes, he wants it and 
needs it. We know this and our own 
catalogs show it. 

Of those hardware distributors 
answering the survey just men- 
tioned, 80 percent now have Sim- 
plified Unit 
catalogs. 


Pricing in their own 
Of the other 20 percent, 
half of them plan to have complete 
Simplified Unit Pricing in their 
next catalog and the balance plan 
to use it wherever possivle. 

We eliminate 
through Simplified Unit 
Equally important, we 
many chances for error. Surely it 
is obvious that in any checking 
requiring three 


work 
Pricing. 
eilminate 


needless 


operation steps, 
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There is three times the chance for 
error than there is in a checking 
operation of one step. 

Let’s continue our efforts to sim- 
plify. I am sure the members of 
the Pricing and Packaging Com- 
mitee join with me in thanking the 
manufacturers who have already 
adopted Simplified Unit Pricing. 
And we want to add our thanks to 
the officers of the National Whole- 
sale Hardware Assn., the members 
of the Advisory Board and Execu- 
tive Commitee and Tom Fernley, 
executive secretary, for their help. 

Simplified Unit Pricing is still 
very much a live issue. You hard- 
ware manufacturers have come a 
long way in adopting it. With your 
help, let’s finish the job. 


Lets Label Seconds 








py A. M. Vorys 
Vorys Bros., Inc. 


Columbus, Ohio 


The American way of doing 
business is to offer first class mer- 
chandise and the public expects 
that kind of merchandise. 


It is chicanery and un-Ameri- 
can to sell second class merchan- 
dise with first-class terminology. 

Rejects and seconds must be 
disposed of commercially. There 
much value to a coated 
sheet of steel even if one portion 
contains a hole to expect steel 
mills not to sell their rejects and 
seconds. 

There is a market for these 
sheets and a way of disposing of 
them honestly, openly and actu- 
ally without fooling the public or 
cheating the consumer. 

Many seconds can be used in 
where they are infinitely 
better than prime uncoated sheets. 

Where are seconds and rejects 
sold? 

You expect first class materials, 
first class labor and the following 
of specs. 

Why should you not know when 
you have received seconds? 

Why should you be asked to ac- 


is too 


places 
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cept material which you do not 
know is first class? 

A large mechanical contractor 
told me all his business was to 
the low bidder on a specification. 
He did not know he had used gal- 
vanized seconds on a steel mill’s 
roofs. He was unable to note the 
defects and no one told him or 
showed him he was not following 
specifications. 

Why shouldn’t the American 
[ron & Steel Association design 


and accept some distinguishing 
stencil and name to place on one 
side of every sheet so that every- 
one can tell it is a first-class prod- 
uct of a reputable producer? 

It should prepare a stencil and 
stamp of distinguishing and im- 
pressive size and color to give 
gage of the metal and identify it 
in a number of places as the first 
class commercial product of a re- 
sponsible mill. 

Individual 


mills should give 
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publicity and exploitation to the 
marks so that the general public, 
architects and engineers can be 
positive they are receiving first 
class material on contracted jobs. 





What We Need To Make Our Catalogs 





66 


. . . we want to focus attention on 


the place where the big savings lie, 


cutting cost in the preparation of our 


own catalogs...” 


In a previous address at this 
convention I said that “In all 
honesty, the major problem which 
we have as an industry is the fact 
that too few of our executives 
know anything about the advertis- 
ing and catalog problem. 

“They realize the need and pos- 
sibility for improvement, but just 
don’t understand when we talk 
about the savings possible in pre- 
set copy and illustrations for offset 
reproduction.” 

I also found throughout the year 
that many of the advertising de- 
partments among our manufactur- 
ing friends did not know either 
what we need to make our catalogs. 

This at first surprised me. On 
further thought it is quite under- 
standable that advertising men 
trained in consumer advertising 
and in the use and selection of 
media for this purpose should not 
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be familiar with the needs of the 
wholesale distributor in preparing 
his catalog or even in many cases 
with the processes which he uses 
to do it. 

We have a new leaflet which we 
hope will enable us to tell our story 
a little more clearly and to make 
it very understandable. 

One of the things we found was 
the existence of considerable con- 
fusion among our manufacturing 
friends as to what we wanted be- 
eause they could not separate in 
their mind material to use to build 
our catalogs from completed cata- 
log pages. 

Numerous letters which [. re- 
ceived indicated that our literature 
permitted confusion over this point. 

To be sure that we are under- 
stood, we have eliminated from this 
booklet all mention of completed 
catalog pages because we want to 








by Richard F. Becker 
Chairman 

Committee on Catalog 
Standards 

and 

Vice-President 

Ohio Valley Hardware Co. 


Evansville, Ind. 


focus attention on the place where 
the big savings lie, cutting costs in 
the preparation of our own cata- 
logs. 

This leaflet was designed to help 
wholesalers and manufacturers un- 
derstand what can be accomplished 
by our standardization program. 

Much has been accomplished, and 
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within the last year we have made 
spectacular strides. 

For the first time material is 
available in sizable quantities from 
many sources. 

Mr. Fernley’s office made a gsur- 
vey on the use of the catalog com- 
mittee standards. 

Seventy-nine members replied. 
Seventy indicated they are follow- 
ing the catalog standards and are 
urging manufacturers to prepare 
their materia] in accord with them. 

Nine stated that they were not 
following the catalog standard be- 
cause of letter-press equipment 
which they own or because they 
had become accustomed to another 
size and style and preferred not to 
change. 

These figures indicate that the 
vast majority of the wholesalers 
are supporting the committee. 

This should be an indication to 
our manufacturing friends that we 
have succeeded in the first phase 
of our program which is to unite 
hardware distributors behind ac- 
cepted standards as a basis for ask- 
ing co-operation from the manu- 
facturers. 

The survey, however, showed 
that toy, houseware, appliance, and 
sporting goods manufacturers are 
not furnishing as much material as 
hardware manufacturers. 
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W. W. French, Jr., Moore-Handley Hardware Co. (right), president of NWHA 
welcoming incoming 1958 president, John S. Stiles, Morley-Murphy Co. 





This is a problem of the indi- 
vidual wholesaler who must see to 
it that his own organization under- 
stands thoroughly what we want, 
and that his buyers ask for it every 
time a salesman makes a call. 

In our own company, I have 
found that our buyers are not as 


familiar with our program as they 
should be. 

For the first time, I believe that 
we can see a considerable amount 
of real progress. We want your 
further suggestions on possible 
methods of telling our story, and 
possible promotional ideas. 


Benefits of a Sound Stock Control System 





Ton \ 
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by Alexander Thomson 
Tanner and Co. 
Indianapolis, Ind. 


We try to maintain a sound 
stock control system, and we are 
partially successful. But I must 
say we have to be as vigilant as 
we can be and sit on top of the 
inventory practically all of the 
time. 


First, we divide our various 
products into classes, and from 
a monthly IBM report we deter- 
mine the importance of each 
class. This is determined mostly 
through the percentage of gal- 
vanized sheets to our total sales, 
or the percentage of roof drain- 
age to our total sales. 

From these figures, we deter- 
mine the necessity of a perpet- 
ual inventory (which is not ab- 
solutely accurate, but relatively 
correct and kept manually) for 
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Ladies Had Their Own Program 


The highlight of the ladies’ entertainment program was a luncheon and fas 
sion of the three a 


followed the joint se 


ities on Oct. 22. 


Boardwalk 


each item according its im- 
portance to our sales. 

We have found these 
be as follows: 

Hot rolled steel sheets. 

Cold rolled steel sheets. 

Long terne steel sheets. 

Galvanized steel sheets. 

Zine grip paint grip 
sheets. 

Stainless steel sheets. 

Enameling steel sheets. 

Expanded metal. 

Resolite. 

Liquid envelope. 

Copper. 

Elgen products. 

Furnaces. 

Registers. 

Asphalt roofing 
products. 

After we have determined 
importance of these 
use an inventory and 
tion sheet. 
I and S. 


to 


items to 


steel 


and building 
the 
items. we 
specifica- 
We refer to it 


as 


an 
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“hair 


~1ations th 7 evenina. A tloor 
cer ’ 


oTerea 


rivIi oc 
i¢ 


were the ladie: 


Our 
tions 


and 
these 


inventory 
forms list 
from left to right: 


specifica- 
entries 


Sales of previous year, specifi- 
cations, unit or weight, previous 
inventory, purchases, orders 





Arthur L. Faubel 


Secretary-treasurer AHMA 
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Dancina 
n 1 dance concluded festiv- 
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shipment, all material 
for resale, this year’s sales, cur- 
rent inventory, 


pending 


sales orders un- 
shipped, and specifications to or- 
ders. 

Sometimes sales figures are not 
and inventory figures 
We determine our sales vol- 
ume by deducting our inventory 
from the amount of material 
that has been available for resale 


available 
are. 


from our warehouse. 
W hen 


able 


figures avail- 
to check our 
column headed 
order deter- 


sales are 


we use same 
The 
to 


person 


inventory. 
specifications 1s 
the 
of our control system. 

It depends upon the 
and the movement of the product 
to whether not we 
weekly, 


mined by in eharge 


Seasol 


as or review 


every two weeks, or 
Also, for some seasonal 
may review 


sometime 


monthly. 
them 
later only 


products 
weekly and 
monthly. 


we 
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Other 
metal 


items, such as_ sheet 
screws, solder, and some 
miscellaneous items we will have 
an inventory taken maybe every 
month, six weeks or two months, 
depending entirely upon the im- 
portance of the item. Hickory 
mallets, for example, are counted 


once every six months; sheet 
metal screws maybe once a 
month. 

We also ask our order clerks 
and shipping clerks to note by 
memo to the superintendent if 


items are becoming depleted in 
the warehouse stock. This sup- 
plements our own efforts to try 
to maintain a schedule. We ask 
the purchasing department to be 
responsible for this schedule. 
We have utilized this inventory 
and specifications method of pur- 
for about 
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best. But it has proven to be 


about the best for us. I wonder 


chasing 15 years or if there is such thing as a sound 
more. For our operations it inventory control system,  be- 
seems to be the best there is. cause any inventory, for the most 
We do not know whether it is a part, is the result of decisions 


sound inventory control and we 
do not know whether it the 


by human beings, who sometimes 
make unsound decisions. 


iS 


The Co-Op Situation Today 


advantage to one business group 
over another, and where these same 
groups compete for the same busi- 








by Howard W. Price 
Executive Vice-President 

The Salt Lake Hardware Co. 
Salt Lake City, Utah 


Have you wondered if our ef- 
forts to win tax equality and tax 
justice will prove successful? 

Probably you have wondered 
whether the money which has been 
hopefully given for tax justice is 
going down an empty hole, or 
whether we will ultimately win this 
fight. 

There always have been and al- 
ways will be some few doubting 
Thomases, but those associated 
with the wholesale hardware in- 
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ness dollars, then there is tax in- 
justice. 
Why are we again reporting the 


co-op situation? 
dustry who have carefully analyzed 


our vulnerable position know we 
must win this fight for tax justice, 
and, even more important, to pre- 
serve free enterprise in America. 


First, to re-kindle an enthusiasm 
to continue to fight a serious in- 
justice, to have our association 
rededicate itself to this great cause, 
and for each member to renew his 


Already the concept of “build a financial support for this fight. 


business through tax advantage”’ 
has permeated our industry. There 
can be no doubt that the co-ops 
have brought into our industry 
new give-away concepts of doing 
business. 


We know if competitors with a 
52 percent tax advantage are al- 
lowed to grow and spread un- 
checked, they will ultimately 
squeeze the life-blood out of this 


_ . fundamental and basic industry. 
Tax exempt competition is fore- 


ing wholesalers to meet this prob- 
lem with volume rebates, direct- 
from-factory deals, and freight 
payments. 


Secondly, to call your attention 





This damaging situation is 
largely responsible for our present 
shrinking margins of profit. It is 
the general consensus among our 
committee members that if our tax 


exempt competitors paid the same 


Thomas A. Fernley, Jr. 
Executive secretary NASMD., 
NWHA 


tax we do, we could increase our 
gross margins 1% percent. 
Co-op dividends vary and, of 


course, are paid out of profits. They 
are not rebates. They don’t 
them unless they make a profit. 


pay 


I am sure | speak for most in- 
dividuals when I say that we don’t 
mind paying high taxes, when we 
are convinced that there is a vital 
need for these taxes. But when 
there develops a condition within 
our tax structure that gives unfair 
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to an important written report 
from your committee on co-opera- 
tives, pointing to the progress that 
has been made, and the status of 
the situation as it exists today. 


Third, to make a request of all 


of you: Contact your congressional 
delegation while they are at home. 
Impress upon them the necessity 
for immediate action on this vital 
issue, 


This is a tough fight. Our op- 
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position is big, well-organized, and 
financed and smart enough to know 
when they have an advantage. 


Foreign Steel Product Situation 





oy Norman Herr 
President 


Bayonne Steel Products Co. 
Newark, N. J. 


It has been the government’s 
policy to bolster the economy of 
foreign mills by encouraging im- 
ports, and nails have been one of 
the items that have come in in a 
flood to the major seacoast metro- 
politan areas. 

The disturbing factor as far as 
the legitimate wholesale distrib- 
utor is concerned, is not that for- 
eign nails are here, but that their 
distribution bypasses the legiti- 
mate distributor. 

Many large lumber yards and 
particularly the tract builder and 
even the smaller builder, can buy, 
and do buy foreign nails at a cost 
which knocks the domestic nail 
out of the box. 

Another very important factor 
has been the indifference of the 
domestic producers to the situa- 
tion. 
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Business was good in the rest of 
the country and it was just too 
much effort it seems, to do some- 
thing about the conditions their 
distributors in the coastal cities 
were complaining about. 

On foreign copper there is only 
a maximum of 10 percent differen- 
tial today between domestic and 
foreign. 

As a co-chairman on the com- 
mittee for merchant steel and wire 
products of the National Building 
Material Distributors Assn. and 
as a director of that organization, 
I have advocated concerted ac- 
tion on the part of our member- 
ship particularly restoring the 
functional discount for legitimate 
jobbers on nails. 


If the steel companies want 
tonnage from us, they have to give 
us an incentive and tools to work 
with. 

Frankly we are trying to push 
other items that have more of a 
future. 

One of the disturbing factors 
in trying to get action on the ba- 
sis of a concerted effort is the 
apathy on the part of mid-western 
distributors who are not affected 
by imports in the coastal areas 
and do not see why they should 
rally to the cause. 

I say it is their problem, and 
I point as an instance to the open- 
ing of the St. Lawrence Seaway 
which will certainly affect busi- 
ness in the mid-west. 





Noel E. Girard, Girard Steel Sup- 
ply Co., St. Paul, Minn., as chair- 
man of the NASMD Product and 
Information Committee, reported 
on ideas used by members in the 
management and marketing fields. 


W. O. Schoedinger, NASMD 
vice-president, F. O. Schoedinger, 
Inc., Columbus, Ohio, outlined the 
need for justifying differentials 
tor broken carton sales, at meet- 
ing Oct. 21. 


i, 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 3, 4 and 6 represent dollars per gross ton 
(2240 lbs.) 

Item 5 represents doilars per net CWT (formerly 
quoted per gross ton). 

Items 7 to 19 represent dollars per hundred pounds. 


Item 20 represents discounts from price list which 
would need to be consulted. 











iz piror’s Nore: Hardware Age presents herewith the revised 1957 « 

Values of Iron and Steel, Wire and other Metals Used in Hardv 
of Hardware Age express their appreciation to Oliver Brothers, In 
permission to publish this chart. 





' Oct. 1 |Dec. 22) July 
Material | | | 1904 | 1906 | 1908 
.O.B. | | 


| Pig Iron, Basic Youngstown | 


| 23.00 | 14.50 | 





Foundry Pig Iron, No. 2 
Bessemer Pig Iron 
| Steel Billets, Bessemer 
| Wire Rods 
| Heavy Steel Scrap 
| Merchant Steel Bars 
| Tank Plates 
Structural Material 


| Steel Sheets, No. 24 Black 


Steel Sheets, No. 24 Galv. 


Barb Wire—Galv 
Wire Nails, 20/d 
Cut Nails, 20/d 
Copper, Ingot 
Spelter— Zinc 
Lead Pigs 
Tin—Pigs 

Tin Plate 


Steel Pipe* 


Chicago 
Pittsburgh 


Pittsburgh 
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NOBODY 7S 
Outsells 
EASY.OFF! 


America’s 


MOST POPULAR 


Oven Cleaner 































The Only 
Nationally Advertised Brand 


LOOK! Boyle-Midway TV-Blitz Sells Easy-Off 
in 169 Markets...20 Million TV Homes...Every Week 
During Busy Holiday panei Time! 








ON “V 


f CRET 
Featured on 5 ove oF poser FEATURE BIG-SIZE 


— EASY-OFF for big time 
Network TV Shows er: profits thru peak holiday 


CBS-TV... 169 stations! CBS-TV... 169 stations! 
sales season... 

Now’s the time housewives 
are busiest in their kitchens 

.. and now’s the time for 
EASY-OFF—the oven cleaner 
housewives know and trust 

. . the brand they see ad- 
vertised on big-time TV! 
Display EASY-OFF now for 
top seasonal profits! 
BROOKLYN al L CANTON, OHIO CHAMBLEE, GA. CRANFORD, NEW JERSEY 


— | aa: — SSEREEER «© | AAEREREY = iui? PLL if In a 
BOYLE-MIDWAY INC., 22. 40th St., New York 16, N.Y. £ S7aesisslly located plants lus 
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No Household Line 
Out-Advertises Boyle-Midway 

.» None Gives You A 
Better Deal! 








{tT COULD TiC TAC QUEEN FOR 
BE YOU DOUGH A DAY 


NBC-TV... 55 stations! NBC-TV... 52 stations! NBC-TV... 65 stations! 


LOS ANGELES 
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FOR SOUND SLEEP | 








Yale's 

















new 


No. 83 
springlatch 


with chain guard 


This exclusive Yale night latch development will 
attract customers who want door chain safety without middle-of- 
the-night inconvenience 


Imagine a door chain that releases itself—but only 
for the right person with the right door key! It’s the 
revolutionary new Yale No. 83 Springlatch with 
Chain Guard, combining all the security of an out- 
standing pin tumbler lock with the added safety of a 
door chain. It’s sure to sell to roommates and fami- 
lies who want double-security without getting up 
from sound sleep to let other members of the house- 
hold in. 


The Yale No. 83 Springlatch with Chain Guard is 
attractive enough for any room. It can be master- 
keyed using 1109 cylinder. Fits right or left hand 
doors opening inward. The chain can be removed 
when desired. 


FREE TO DEALERS: A self-selling demonstrator mount 
for your counter with your first order of four or more 
No. 83 latches. 


The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N. Y. 


YALE—REG. U.S. PAT. OFF 


YALE & TOWNE 
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What I would do 








Trading stamp center next door 


We asked readers how they would answer 
this letter. Their answers are on the next page 


Dear Editor: 


I would appreciate it very, very much if you could 
help me in this particular situation. 


Right next door to me is a trading stamp redemption 
center. 


Needless to say, they have everything in electrical 
appliances, clocks, aluminum ware, housewares and 
eifts that I have. 


I do not give any stamps with my sales, never have 
and never will. The demand for starps that I get is not 
worth mentioning. 


The redemption center does not sell anything, but 
does give out premiums on books of stamps as you 
well know. 


The only money or cash taken in is for excise tax 


on electric clocks, luggage and other items that are 
excise taxable. 


What do you suggest I do? 


Believe me, while the Center brings people to the 
Store, it is not easy to take when you see people walk 
out with electric irons, clocks, picnic goods and other 
Seasonable merchandise. 

Very truly yours, 
(Name withheld) 





Here is how dealers say they would 
handle this difficult problem—turn page 
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If I were next door to a trading stamp center... 








(Continued ) 


“Right next door to me is a trading stamp redemption center. What 
should I do?” A dealer recently asked this question in a letter to HARD- 
WARE AGE. The letter was published in our Sept. 26 issue, p. 65 (it also 
appears on the preceding page in this issue). 

We asked our readers what they would do if they faced this problem. 
Replies from readers have flooded us. Each letter has been carefully 
reviewed by the editorial staff and those that contained the most helpful 
suggestions will be published in HARDWARE AGE. 

The first group of these letters is presented below. Each reader whose 
letter appears in these pages will receive a check for $25 from HARDWARE 
AGE. There were so many helpful letters that we wish we could publish 
them all. Unfortunately space will not permit this. The letters that are 
published in this issue and those that will be published in the next issue 
are those which, in the opinion of the staff, contained the most helpful 
suggestions. Our thanks go to all those other readers who took the time 
to give us their opinions.—The editor. 





“, .. 1 would not move. One cannot run away from trouble.” 


Dear Editor: 

In reply to your article on trading stamp re- 
demption center next door, here is my answer. 

I would not move. One cannot run away from 
trouble. In moving one would be just exchanging 
problems. 

I would suggest consistent advertising regard- 
less of the amount of money spent. It is better 
to run small ads regularly than a big splurge 
now and then. 

I have a similar problem, except the redemp- 
tion store is several blocks away. 

We have overcome this lost business by giving 
personal service and showing a true interest in 
our customers. 

We increased some lines and gradually added 
new lines. 

I believe the merchant who follows the fore- 
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going suggestions plus some of his own ideas 
will still be doing business at the old stand when 
the stamps and so called gifts are gone but not 
forgotten. 

There are many wonderful ideas in Hardware 
Age which will be of great help if put into 
action. 

I wish to thank Hardware Age for inspiring 
me to enter the Hardware business over five 
years ago and helping me to progress in it. 
More power to you. 

Respectfully, 
Samuel J. Shaffer 
Owner 
Fairlington Hardware 
Fairlington Shopping Centre 
Alexandria, Va. 


Dear Editor: 

The fact that there is a redemption center in 
this city indicates that there must also be ad- 
ditional hardware stores. The hardware dealer 
can’t possible expect to get all the business in 
the city. But he should build up his stock to such 
an extent that he offers the widest variety 
possible. 

The hardware dealer must remember that it 
takes a long time before enough stamps have 
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‘, .. trading stamps never put a hardware store out of business.’ 


been saved in order to secure one item from 
the redemption center, and most people can’t 
wait that long to get what they want. Stamps 
have been issued for many years—we can re- 
member grandmother saving the stamps years 
ago—but we have never heard of a hardware 
store going out of business because of them. 
The first thing we would do under the con- 
ditions described in the letter in your Sept 26 
issue (p. 65) would be to secure a catalog from 
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the stamp redemption center and then think up 
an advertising slogan such as “All items dis- 
played next door available here—no stamps 
required.” The dealer should turn the detriment 
into an advantage for himself. 

If the dealer finds that handling the redemp- 
tion center items does not pay, he can concen- 
trate on thousands of other items sold in hard- 
ware stores which are not offered by redemption 
centers. The hardware business is one of the 
most versatile. 

In 1949 we purchased a building and hard- 
ware business on a side street. Competition on 
Main Street is keen because of the traffic there, 
and we often lose a sale because the customer 
saw the item and dropped in to buy it there. 
However, we have built up our variety of items 
to such an extent that people sometimes say, 


Readers tell what they would do if they faced the problem of 


having a trading stamp redemption center move in next door 


“Oh, I’m so glad to see you have it, I tried all 
over to get it but no one in town had it.” 

We then, smilingly, say, “Ace Sets the Pace,” 
and hope that next time the customer will try 
us first. It is probably as difficult being a “Last 
Resort” as having a stamp redemption center 
next door. We try to keep our store neat and 
clean, the best selection in town, and then let 
nature take its course. 

As long as we can keep on making a good liv- 
ing for our family and paying our bills when 
they become due, we feel that competition has 
not been so bad after all. 


Cordially, 
H. J. Andresen 


Marengo Ace Hardware 
Marengo, Illinois 
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Dear Editor: 

My suggestion to this merchant is to use to 
the utmost the traffic that the stamp redemption 
center brings. This traffic will more than offset 
the loss of certain appliance and houseware 
items that stamp centers mostly traffic in. 

The first step in making the most of the 
situation is to go back to the service that hard- 
ware stores gave in the past. The slogan that 
“We service what we sell’ should be more than 
an empty phrase. 

Give service. 

Know your product from A to Z. 

Take trade-ins on power tools and power 
mowers. 

Know your paint line. People as a rule don’t 
take paint in exchange for stamps. 

The stamp plans run in cycles, and this one 
is beginning to run out. One of the main reasons 
is that the largest food chain in the world 
proved that prices are lower in their markets 
than in the ones that give stamps. 

Put up a sign outside that you service power 
tools, naming especially the ones that the stamp 
redemption center handles. 

You will find that you will be selling more of 
the famous brands that you carry. As a rule, 
redemption centers give customers what they 
ask for, but don’t have product information to 
give them the right tools for the right job. 

Rent tools. Don’t let this important selling 
item get away from the hardware store, where 


‘... the stamp store may be a blessing in disguise.” 


it belongs. Why should this valuable service be 
obtained only in rental agencies where knowledge 
of the product is vague, when it originally 
started in the hardware store? 

You have an ideal setup for this. Redemption 
centers are mostly frequented by women. While 
women don’t always rent the tools for a job they 
certainly are the ones that start the ball rolling 
to get something done. 

You’re lucky your advertising budget can be 
very small, because the redemption center draws 
the traffic for you. 

Although redemption centers give out a lot 
of items that a hardware store normally sells, if 
you will look up your records of pre-stamp 
craze era you will find that these items were 
dwindling in volume for sometime. 

It might be a blessing in disguise. Now you 
can clean out these items and use the space for 
better selling items that require service, that 
extra something that only the hardware mer- 
chant can give. 

Let the clerks at the redemption center know 
that you offer service on the power and ap- 
pliance equipment that they handle. You will 
soon see how the word will get around. 

Very truly yours, 
Samuel Kagel 
Owner 


Kagel Paint & Hardware Store 
Wilmington, Del. 
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tapered 


= oon Ne! “s 
2000" 
KITCHEN TOOLS 
In open stock assort- 


ments and beautifully 
gift-boxed sets. 
















FLINT 2000” 
KITCHEN TOOLS 


by 








the greatest hame in housewares 


Ekco Products Company 
Chicago 39, Illinois 








Ekco Products Company, (Canada) Ltd., 
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Here’s the sales strategy Chet 
Jendrysik, manager of Jendrysik’s 
Hardware store in Chicopee, 
Mass., uses to sell 10,000 sq ft of 
plastic tile each year: 

Effective display. 

Continuous direct mail 
paign. 

Personalized service. 

Display: Mr. Jendrysik reminds 
customers three different times 
that he is in the tile business. 

A front window display is of 
his own making. The attention- 
getting lettering of the largest 
sign is made with gold decals. 


cam- 





















To sell tile... 


display it 


Other signs show how neatly a 
stencil set can be used. 

One table display shows the cus- 
tomer a wide variety of tiles, tools 
for installation, and accessories. 

A third display, made from an 
old picture frame, and showing 
the use of design possible with 
tile, carries the message, “pretty 
as a picture.” 

If a customer shows the slight- 
est interest, Mr. Jendrysik takes 
him next door to another building 
where he has set up a model bath- 
room which he tiled himself. He 
also has a mode! kitchen, where he 
has used tile, to show different 


Hardware model bathroom tiled by the hardware store owner provides set- 
ting tor demonstrations of colors. 
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applications and designs. The 
bathroom is tiled in black and 
rose. Twenty percent of sales are 
of the same colors. 


Direct mail: Mr. Jendrysik uses 
much of his spare time addressing 
post cards. He mails 500 each 
month to regular customers, 
charge customers, and names he 
picks from the city directory. 

He steps up mailings to twice a 
month when he has specials to 
offer, or during the spring and 
Christmas selling seasons. He 
compares one year’s directory 
with the latest, picking up the 
names of new residents. His mes- 
sages are brief, homey, and invit- 
ing. Mr. Jendrysik uses a stencil- 
ing machine. He types messages 
on a master stencil and can turn 
out 500 post cards in 30 minutes. 

Because 60 percent of his cus- 
tomers are new homeowners, Mr. 
Jendrysik concentrates heavily on 
housing projects. He has discov- 
ered that most project homes are 
sold with a minimum of extras to 
bring the price within the average 
wage earner’s income. A tiled 
bathroom or kitchen is an item 
the homeowner feels that he can 
do himself, saving money and giv- 
ing his home a luxury touch. 

Mr. Jendrysik makes up lists of 
residents in housing projects on 
cards, one card to a street. He 
then uses the names with his 
direct mail post cards. One such 
campaign brought him two sales 
on the same street within a week 
after the mailing. 


ROYALTOR 


Instore display table 
enables hardware deal- 
er, right, to show man- 
ufacturers’ samples of 
tile. 


Personalized service. Mr. Jen- 
drysik will talk tile and its appli- 
cation to anyone at any time. He 
will go to a customer’s home and 
make a free estimate. On such a 
trip he takes with him a kit made 
from a suitcase, containing full 
size tile samples. He says that 
small size samples, offered by 
many manufacturers, fail to help 
the customer visualize how the 
final job will appear. He suggests 
that the customer lay out the tile 
on a table while he takes measure- 
ments necessary for his estimate. 

The customer may make up her 
own pattern, and try different 
combinations and trims. Usually, 
by the time he has finished his 
measurements the customer has 
made a decision, and a sale has 
been made. 

This dealer loans, free, all the 
necessary tools for a customer to 
do a tile job himself. He has ten 
tile cutters. Most are out on loan 
at all times. For those who don’t 
care to do the job themselves, Mr. 
Jendrysik has an arrangement 
with two contractors who will do 
the work for the price he quotes 
to the customer. The hardware 
firm is then responsible to the 
customer for job satisfaction. 

The average tile sale is $100 to 
the homeowner who does the job 
himself, $175 when done by the 
contractor. 

Mr. Jendrysik says his best 
salesman is a job well done for a 
well satisfied customer. He figures 
one good job leads to an average 
of four more. ® End. 
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that’s hard 
to cut... easy 


to cut! 


Now included 

in famous FLINT 
Holdster® sets 

as well as in 

open stock 

to give your 
customers the 
right blade 

for every 

cutting job. 


Feature FLINT 
Holdster® Sets 
with Waverly 
Knives for 
difficult cutting 
... Hollow 
Ground Knives 
for uniform 
textures. 


FLINT 






























































































































































































the greatest name in housewares 








Ekco Products Company, Chicago 39, Illinois 
Ekco Products Company, (Canada) Ltd., Toronto 
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PROMOTION 


Advertised to 70 Million in maga- 
zines; full-page, full-color ads in 
McCall’s, Rural Gravure, Progres- 
sive Farmer, Successful Farming; 
television spots in 30 major markets; 
newspaper ads for local impact. 


Not just one, but two special-value 
gift sets for Xmas ’57. They make 
up Boonton’s Double Belle Promo- 
tion—a Starter Set to give you top 
volume as a smaller-ticket gift item 
...a complete Service for Eight to 
trade up to large ticket sales. This 
great combination is backed by ad- 
vertising and promotion across the 
nation! Order, promote Boonton- 
ware Belle for Xmas ’57. 


16 Pc. Starter Set for 4, plus 
Gift Salt and Pepper Set. 
$18.75 value, Gift Price $14.95. 
48 Pc. Complete Service for 8. 
$61.05 value, Gift Price $49.95. 


fjeeilec ware’ 


finest of all Melamine dinnerware 
BOONTON MOLDING CO., Boonton, N.J 
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Paul Bunyan fish poles 


sell sporting goods 


+a, 


Big fishpoles and tall fish stories sel! 
sporting goods at Davis Hardware, 
Fayetteville, Tenn. E. B. Davis picked 
up a couple of 37 ft lengths of bam- 
boo on a fishing trip to the Bayou 
country. Now they rest against the 
building through corners of the metal 
awning, held by wire from the upper 


windows and eaves. 


Saturday quick snack 
bar builds good-will 


Coffee and a quick snack for 
customers is a regular Saturday 
feature at Armen’s Hardware Cc., 
Inc., Providence, R. I. 

At 11 a.m., Mrs. Farmanian, the 





Mrs. Farmanian serves coffee at 
customer's snack bar in husband's 
hardware store. 


owner’s wife, sets up the coffee bar 
at the end of the central checkout 
counter near the front door. With 
the help of her twin daughters, she 
serves about 250 customers with 
coffee, soft drinks, donuts, cake 
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from home. And “the book”’ is 
Better Homes & Gardens, 

the family idea magazine. 

The ideas in Better Homes 

& Gardens are the kind that 
set Mother and Dad and 

the kids to buying instead 

of just wishing. That’s 

what makes BH&G unique 
among all other major media, 
and a wonderful place for 
advertisers to show their wares. 
Meredith of Des Moines .. . 
America’s biggest publisher of 
ideas for today’s living and 
tomorrow’s plans 


ot America reads BHal the family idea magazine 


4,350,000 COPIES MONTHLY 


Ideas are BH&G’s stock in trade. 
The practical, you-can-do-it 
sort of ideas that concern 
families who are eager for ways 
to live better. Maybe it’s a 
wonderful dinner party menu 
with recipes clipped from 
BH&G’s food pages. Or how 
to make room for a new 
Hi-Fi set. Or training Rover, 
the pup, to stay out of the 
road. Or planning a family 
vacation by car next summer. 
BH&G’s readers really “‘live 
by the book”’ at home or away 
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Model HF 
A FAN, TOO 


ELECTRIC HEATING ON THE INCREASE! 
Get your share with the finest — THERMADOR 


Build traffic and profits with these three portable heaters—the ideal answer to 
all room heating problems. Model HF portable HEAT-FAN, the economy 
electric heater, also circulates 
cool air when desired. Com- 
pletely safe even for children. 
In manual or thermostat models. 
Sienna Brown or White Baked 
Enamel finish. 1320 watts, or 
1650 watts, 120 volts, 6 ft. 
cord and plug. 


for home, office 
or factory 


LONGFELLA inrka-reo 


RADIANT PORTABLE 
ELECTRIC HEATER 


The heater of a 
thousand uses... 
e New modern design 
e Quick, safe infra-red 
heat 

‘Head to heels” 
warmth 





eeaceaeseeeensete, if # 


e Switch at top for 
convenience 

e 1250 watts 120 volt 
A.C. 6-ft. cord and 
plug 

e Exclusive safety base 

Midnight Blue Baked 

Enamel finish, ano- 

dized aluminum Satin 


Model MHF 


THERMADOR MASTER-DUTY 
PORTABLE HEAT-FAN 
For larger areas and heavy 
duty, this powerful Heat-Fan 
does double duty—quick heat- 
ing Or an air circulator. Auto- 
Gold erill. | r = maticor manual controls. Sienna 
eo a > Brown, 3000, 4000, 4600 watts, 

and trim. & 240 volts. 











Model PR The Originator of the Fan-T ype Electric Heater 


THERMADOR 4 


ELECTRICAL MANUFACTURING COMPANY ~~ Ca 
Division of Norris-Thermador Corporation 
5119 District Blvd. ¢ Los Angeles 22, Calif. 
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: Thermador Electrical Manufacturing Company 5119 District Bivd., Los Angeles 22, Calif. 
re A Division of Norris-Thermador Corporation 

: Dept. HA-10-57 [] Wholesaler [] Dealer Other - 3 
, Name —_____ 

' 

: Address 

: I linia il ae ee a 

= 


122 














plus frankfurters, sausage and 
ham. The bar is open until store 
closing time. 

“A relaxed atmosphere prevails 
throughout the store when coffee is 
served,” says owner Armen Farm- 
anian. “It helps put people in a 
friendly frame of mind. A real 
good-will builder.” 

The idea came to Mr. Farmanian 
after he saw the reaction of his 
customers to an appliance manu- 
facturer’s demonstration at his 
store. 

The bar not only builds good- 
will, but helps appliance sales, too. 
Appliances used to prepare the 
snacks come under close attention 
of the coffee drinking customers. 

Armen’s has found that the 
word-of-mouth advertising prompt- 
ed by its snack bar more than 
offsets the costs to operate each 
week. 


Angled display attracts 
traffic, inside or out 





Guns displayed on an angle near 
the front window attract more traffic 
into Faucett's Feed & Hardware Co. 


Extra gun sales have resulted 
from a gun display constructed at 
an angle near the front window of 
Faucett’s Feed & Hardware Co., 
Tuscaloosa, Ala. The diagonal dis- 
play partly faces sidewalk traffic 
and can readily be seen by in-store 
traffic. 

The gun butts are placed in slots 
in diagonal boards at the fixture 
base. The gun barrels rest in 
slotted wooden arms which extend 
from the wall. More guns can be 
shown with this arrangement than 
in the usual side by side manner. 
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Put ‘sellin window-shopping with a 





se 

Le customer who stops to 
window-shop at this modern hard- 
ware store will have the feeling of 
being right on the sales floor. The 
open expanse of the Pittsburgh 
Open-Vision Store Front presents 
no visual barrier, but instead draws 
the eye of the shopper right inside 
the store, encouraging her to come 


in and become a customer. 


Many retail store owners have 
discovered the powerful customer 
attraction of modern Pittsburgh 
Open-Vision Store Fronts and have 
installed them on their new or re- 
modeled stores. Take the Eagen 





'TTSBURGH 








PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS - FIBER GLASS 


raat & 


Hardware Company, Pittston, Pa. 
Here Pittsburgh Polished Plate 
Glass was used for the large glass 
area, while CArRARA® Structural 
Glass was utilized for the bulkhead 
and facia. A pair of Hercu.ire® 


Doors complete the installation. 


For more data on Pittsburgh 
Open-Vision Store Fronts and the 
ways in which they can be used to 
give greater eye-appeal to retail 
stores, just send in the convenient 
coupon. We will be more than glad 
to send you, without any obligation 


on your part, our new store front 


booklet. 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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OPEN-VISION 
STORE FRONT 
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Pittsburgh Plate Glass Company 
Room 7374, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy 
of your store front booklet 
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Here is sale that encourages 


store traffic and circulation 


Last April Porter Road Hard- 
ware in Nashville, Tenn., had a 
two day promotion to build store 
traffic. Once the customers were 
in the store they stayed in, cir- 
culating from department to de- 
partment. This is how Bob Stew- 
art, who manages the store, ran 
the promotion. 

To advertise the big event, Mr. 
Stewart sent out 6000, 4-page tab- 
loid-size advertisements which de- 
scribed many specials and give- 
away items. This advertising was 
effective, for 1200 persons regis- 
tered at the sale. 

Two parts of a three section 
numbered ticket were given to 
each registered person. He filled 
out one part with name and ad- 


dress and put it in a box for the 
grand prize, a $100 cash drawing. 
He tried to match the other part 
up with one of the 450 stubs that 
were stapled or taped to merchan- 
dise throughout the store. 

That was the Easter Egg Hunt 
part of the promotion. 

When someone found his item, 
a dinner bell was run. This 
spurred on the hunt. When check- 
ing out, the customer was given a 
no-charge invoice for the free gift 
he had found. 

Late on the last day of the sale, 
the box of signed stubs was 
shaken and one was drawn out. 
The winner did not have to be 
present to collect the grand prize 
of 100 silver dollars. The winner 























Special items, like this, were spotted 
around store to encourage customers 
to circulate and find items numbered 
to match their registration number. 


could take money or trade credit. 
Next year Mr. Stewart will do 
a few things differently. 
He will extend the sale to three 
days. He believes the first day 









operation. 


Wer you can furnish the means for making 


finer flavored, more delicious coffee—at /ess cost— 
there's an unbeatable combination! This happy result 
is a certainty with the “"EMPIRE-MATIC” . 
to exclusive features that assure perfect automatic 


All this—PLUS true beauty of design! 


Your Customers Can 
PAY MORE—But An 
“EMPIRE-MATIC" 
Makes The > 
FINEST COFFEE! \_ 


. due 








Your Jobber 
Can Serve You 








66 99 
of fee Quickie 


2-Cup Percolator 
"A cup for two—or two for 


you!” Ideal for traveling 
No. 63— $4.50 
No. 72—Fully 
Automatic— $7-50 





“EMPIRE-MATIC” 


—with Signalite that glows red when 


coffee is ready . 
for faster perking—while saving coffee. 


No. 1968 —4-8 Cup *12 ie 


. ealure EMPIRE Coffe Wakers ! 
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"Cold Water" Pump 
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You're looking 
at a wide-open 


opportunity 
to make quick, profitable 
sales to small businesses 


Protectall low-cost money safe sells fast to stores, 
restaurants, drive-ins, motels, gas stations! 


Just think how many small businesses there 
are within a block from you. At least a dozen 
or more of them probably need a good money 
safe right now . . . and you can be the one 
to sell it to them! 


Just show them this sturdy Protectall Imperial 
Money Safe. Show ’em all the quality features. 
Tell *em how it qualifies for low class “E” 
insurance rates. Then show ’em the low, low 
price tag . . . and just like that, you’re going 
to be selling safes. 


Matter of fact, the more safes you push in the 
complete Protectall line . . . record safes, 
money safes, wall safes . . . the more profits 
you're going to be banking. 


Like to know more? Write today for complete 


Protectall Imperial Medel 1217-V fits into floor or concrete block. 10” Protectall catalog and full information on the 
high, 10” wide, 11” deep, overall. Door case-hardened steel 1%” low-cost Imperial Money Safe. 

minimum thickness, body 1” open-hearth steel, all joints electri- 

cally welded. Three-tumbler Protectall combination lock control- 

ling three °4” locking bolts. Bears Safe Manufacturers Association 

label. Underwriters’ Laboratories, Inc. approved relocking device. 

Qualifies for low class “‘E”’ insurance rates. 


Protectall Safes 


DEPARTMENT 944-J, HAMILTON, OHIO 
Division of the MOSLER SAFE Company 
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will be slow and give his extra 
help a chance to learn the stock. 
He uses three extra clerks along 
with three regular clerks during 
the sale. 

He will hire demonstrators who 
will wait on customers between 
demonstrations. 

He will have the clerks wear 
white jackets or easily seen hats, 
so that they can be distinguished 
from others in the store. 

He will have gay music playing 
over a public address system. It 
will be broken occasionally with 
manufacturer’s advertisements. 

He will charge 10¢ for a com- 
bination snack of a frank and a 
soda. A student will be hired to 
sell these. 


Doors, iron legs form 
low-cost display units 


A stock door and wrought iron 
legs make an effective low-cost 
special display table. 

Here is a unit a hardware dealer 
built to feature giftwares on a flat 
surface with background shelving. 

Units are sometimes used end- 
to-end to form double-length dis- 





ae 


Dinnerware, glassware and clocks get 
horizontal and vertical display in this 
compact unif. 


plays. They are also used to form 
step-up displays just inside visual- 
front windows. . 

North Texas Hardware Co. in 
Vernon, Tex., made the unit shown 
with a $4.75 door and wrought iron 
legs. Front and two ends are of 
plywood panels. The rear section 
is covered with sliding plywood 
penels. 

A perforated board panel with 
adjustable glass shelves adds to the 
display space of this unit. 

When the firm uses these units 
just inside its visual-front window, 
space is left between window and 


table so that customers can ex- 
amine featured items from sides 
and ends. 





How to add more names 
to your mailing list 

Do you want more names to your 
store mailing list? 

Ask employees to be looking for 
the names and addresses of pros- 
pective customers. 


Have an employee take names 
out of your repair service records. 

Ask employees to give you the 
names and addresses of new resi- 
dents they meet. 

Check your lodge, church, club 
and other group bulletins for new 
names. Ask employees to let you 
have lodge, club, church and other 
group mailings they receive. Check 
the phone books and other direc- 
tories for addresses of committee 
members and officers. 


Local tax and voters’ lists are 
other sources for you to check. 


Try to get merchants who do not 
sell your lines to give you the 
names and addresses on their mail- 
ing lists in exchange for your lists. 
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Look to FARM-ETTE for Today’s Best 
nd Profit Maker 
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Often imitated but never equalled, the rugged FARM-ETTE 55 
is a versatile motor-and-handle unit which powers a complete 
line of attachments for garden, lawn and farm work. 


It's dependable, economical, easy to use. 
twist of a thumb screw, FARM-ETTE 55 Power Unit attaches in 


a matter of seconds to the desired tool. 


FARM-ETTE 55 is powered with a rugged 2% h. p. 4-cycle 
engine, with recoil starter and finger tip control. 
fully adjustable for complete comfort in operation and conven- 


ient storage. 


Increase your sales with FARM-ETTE 55—the year-round tractor 
value. Learn how you can profit with the full line of FARM- 


ETTE walking and riding tractors. 





Dept. HA-10 





With just a simple 


TOM MOORE TRACTOR COMPANY 
MANTUA, OHIO 


Handle is 
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HICKORY HANDLES 


Mean Better Garden Tools 
...and only Gardex has them! 


Free tools pay for this display 


Only Gardex gives you the selling-appeal of hickory handles. The 
same choice hickory used in fine axes and sledges. Sturdy, shock- 
resistant handles of “‘axe-quality’”’ hickory look better, feel better 
and sell more garden tools . .. And only Gardex has them! 

But that’s not all! Gardex—originator of the most imitated 
garden tool merchandising program in the industry—also gives you 
the famous GARDEN-diser Merchandising Rack. Takes only 31” x 
48” floor space. Holds over 12 dozen tools. All-steel construction. 
Easy-rolling wheels. Tools and display are factory packed—arrive 
unscratched, unmarred and factory new. Shipped freight prepaid 
on the generous Gardex FREE TOOL PLAN. 

Better see your Gardex jobber...or write us direct for more 
facts now! 
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501 N. Carroll 
Michigan City 10, Indiana 


Designed, Built and Priced for 
the Home Gardener ...and 
UNCONDITIONALLY GUARANTEED! 


5% EARLY ORDER DISCOUNT! 
See your jobber, HURRY! 
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Berger advertising 
keeps your customers 


in its line of sight 
Month after month... throughout the 


year, Berger national advertising 
reaches out to engineers, contractors, 
builders—in the trade publications they 
read most—building Berger Instrument 
sales for every Berger dealer! These 
are some typical Berger ads your 


customers are reading. 
Get behind Berger—the line of 


least sales resistance... 


Write us for information today. 


C. L. Berger & Sons, Inc. 
55 Williams Street, Boston 19, Mass. 


TH BEST ING 
BERGER 


ENGINEERING AND SURVEYING INSTRUMENTS... SINCE 18671 


ENGINEERS 











BERGER BEW SEONTZE TRANSIT 
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ee 

" . oy Roger one 


seer we ROR 
NS LORY er 


-=-@ BERGER 

NEW JERSEY TURNPIKE Vin teennwe 
meee 
of the new BERGER POLARA 
CONTRACTORS... 





SVILDERS. 
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Editor's Note: Presented herewith is the 1957 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc., information 
and buying service for wholesalers. This table supplements the Table of Values of 
Iron, Steel, Wire and Metals which is also published as an insert in this issue. 





MATERIAL 
Steel railroad spikes, %& x 564% 
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Track bolts, square nut, 4% x3% 
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Crow bars, 10 to 26 lb., average all sizes.........................| 
4 Striking hammers, Oregon pattern, 6 Ib........................05. a, ae wa Le 
5 Neen i a abe Someb mens | Doz. 2. 
 @ | Machine bolts, 5% x 4, C. T., Sq. & Sq., carload................ et 100 Pes. . 1.6 
Poe | Hot pressed nuts, square, blank, }4 iu., hvy., carload, bulk......... — —_ = Bo "per 100 i} 2.¢ 
ei Iron turnbuckles, 1 x 6 in., take up, with stub ends................ 100 Pcs. | 27.8 
3 9 cs I as la awh bade pobacbs aves a : | 1000 Pcs. | 0.4 
eS ern er eo eS Ge | 2.5 
< 11 ; Upholsterers cut tacks, No. 4, blued, in bulk*........ z FS Rt i i 100 Lb. : | “6.2 
42 ee Wood screws, flat head, steel (new list prices May 1957).... sé es | ‘Per Cent Off List ¥ | 0.9 
a ee Shovels, plain back, No. 2, C grade....................... as ead Doz. | 4.3 
so i Ball tip, loose pin, steel butts, 314 x 314, plated, No. 241F.......... | - \—_ll | 0. 
25 | Weeegit Ronen Batts, B ie. mammew. ... 2... cc cece. | Gress Pr. BS 
16 ig Stillson pattern wrenches, 10 in., steel handle............ isi ams ..| ) Doz. a € ‘é 
3 17 Monkey wrenches, steel handle, 10 in............................ | Doz. ie | ‘e 
DA BN III 555k ncidannsbanedeckahssssnonatnon ee Fl 
19 | Carbon twist drills, 4 in., round straight shank, Jobbers Lengths... ees. 1s 
e 20 Chisels, plain handle and edge, 1 in. socket firmer............... :. aire Doz. art ae 1.9 
| 21° Soldering coppers, 3 ib. pee isin s 06 kaalibveceuwhaee a ait es : Lb. aes | 0. 2 
a ig Post-hole digeers, Eureka pattern, 4 ft. handles................... Doz. tS 6. ' 
93 | Car movers, Badger #9, (Since 1964 $249)................ce..ec0e Te “ae 
24 ‘ Wire rope, plow steel, 6 by 19, % in. bright, non-preformed, f.c.... . | 100 Ft. | 4 7 


(Prices previous to 1948 on crucible cast steel, now discontinued.) 








25 Poultry netting, 2-in. mesh, 20 gage wire, galvanized after woven Roll of 600 Sq. Ft. er 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) carload | 








26 Wire screen cloth, 12 mesh, black, less than carload. Since 19560 100 Sq. Ft. e 1.18 
eS wee ae as Sebati esr ten ecu chines 0 6eneed base ees l. c. 1. 















































27 Galvanized water pails, 10 qt., light pattern, less than carload....... | Gross 

28 Enameled cast iron sinks, flat rim, 18 x 30...................... ; Lees: Each he 
ee ee Finished brass compression bibbs, standard pattern, for L. P. % in. ne ie Doz. 3. 

30 Axes, handled, first quality standard grade, single bit, base......... | Doz. 5. 


(Prices prior to Sept. 30, 1961 on unhandled. 








31 Capewmer ceprame Dalemcem, BO Tis BH Giles onc ccc cc cccccc ccc ccccececncs | Each 








32 Lawn mowers, 16 in., ball-bearing, medium grade, 5-blade (prices | | Each 
previous to 1944 based on 14 i in., 4-blade, cast iron)............. 











Col. No. 
* Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
+ June, 1926, to June, 1930, prices on 13 in.; other prices on 12% in. 
t New list Nov. 21, 1935. 
e@ Ceiling prices established by Government Price Administrator in 1941; or later through to 1946 
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et Values of Manufactured Hardware 
From December, 1913 to September, 1957 


Published by Hardware Age, Chestnut and 56th Sts., Philadelphia 39, Pa. 
Compiled by Oliver Brothers, Inc., 421 Canal St, New York 13, N. Y. 
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3 4 5 6 7 8 11 12 14 16 16 17 18 19 20 21 22 
by O. P. A. In many cases this was automatic by fixing price ceilings at selling price in effect March, A Price ceiling, March, 1942. 
1942, in other instances by specific O.P.A. ruling. [] Later advance allowed by O.P.A. 
@ %” size generally discontinued as of March, 1942. %” figures show lower price because of ® In Feb., 1942, excepting for defense housing, manufacture of enameled sinks was ordered st 


greater 
production. Manufacturer of finished all brass bibbs was temporarily discontinued on March 17, 1942. of July 31, 1942. A 5 per cent increase was allowed. Their manufacture has been resumed 
but resumed in March, 1947. Resisting finish 





Note: Lists and discounts have been reduced to unit prices or unit quan- 
as required. In doing this, consideration has been taken of the fact that list 


items have been changed from time to time and the net prices shown 


the lists and discounts in effect on the dates given. The data for Wood 
t the discounts reduced to a unit percentage. The prices shown rep- 


would be recognized as a reasonable wholesale price allowed by the manu- 
the wholesaler. 


24 


30 | Sept. 30 | Sept. 30 | Sept. 30 
19560 


6.90 
8.75 





12.80 
1.27 
13.76 
6.22 
1.09 


135.00 


2.08 





| 9.21 





—— |} 


| 


before 





16.15 





0.734 
16.75 
4.77 
9.60 
11.28 
16.60 
3.99 
2.08 
9.96 
0.4814 
24.00 
91.20 
14.40 


4.64 after 
3.53 before 


1961 
7.60 
10.00 
14.70 
1.46 
15.82 
6.85 
1.20 
.00 
2.26 
9.21 
18.90 
0.676 
17.65 
5.29 
11.52 
12.48 
19.68 
4.56 
2.29 
12.60 
0.4914 
26 .00 
91.20 


1962 
8.00 
10.60 
14.70 
1.46 
15.82 
7.01 
1.23 

| 136.00 
2.26 
10.01 
18.90 
676 
17.66 
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Sept. 30 | Sept. 20 | Sept. 30 
1953 1954 


8.00 
11.50 
16.70 


8.00 
11.50 
16.70 
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1.74 
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17.90 
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5.44 
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12.48 
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14.40 
13.68 
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4.99 





2.02 
13.80 

0.6214 
26 .00 
91.20 
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0.58 
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4.09 before 
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6.00 
14.40 
13.68 
21.84 
5.50 
2.02 
15.00 
0.55 
30.60 
91.20 


18.16 


5.67 alter 
4.22 belore 


~ 3.86 galv.| 4.18 galv.| 4.36 galv.| 4.55 galv.| 4.80 
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12.06 
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17.50 
9.65 
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72.00 
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13 .00 
10.55 
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* 11.75 
” 12.32 
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13.00 
11.80 


26 


71.28 


11.17 


44" 11.74 
4" 12.31 


29.10 


13.00 
11.80 


27 


64.32 
11.74 


13.04 
30.24 


13.00 


1955 
8.60 
12.40 
20.22 
2.16 
21.60 
8.96 
1.60 
.00 
2.87 

11.83 
22.50 

0.712 
25.08 
6.06 
17.28 
14.76 
25.00 
6.19 
2.40 
15.60 
0.69 
33.84 
97.20 
19.52 


6.17 after 
4.54 before 


5.05 


70.80 





11.74 





be” 14.04 
4” 14.52 
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@ Denotes ceiling prices. 
S Discontinued temporarily. 
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N EW i | Fine of S1=CLEONE 


Full Stocks Circular Saws 


of All Types Most Complete Line of Popular-Priced 
and Sizes Saws on the Market Today 


READY NOW! 


These new fast-cutting, edge-holding 




























saws are fitted and chrome-plated for extra long life 

and resistance to rust. What’s more, they come in a new 
“‘See-Saw”’ package. Fully guaranteed, this new Simonds 
Line includes nine types and all sizes with round or 
special shaped center hole to fit all popular makes of 
machines used by home and school workshops, 
contractors, and small industrial plants. 





Here are new and unmatched profit- 
opportunities for you. Get your 
stock lined up now with the nearest 
Simonds Factory Branch. 


SIMONDS 


| SAW AND STERS CO. | 
Lasiill ee 


FITCHBURG, MASS. 
Factory Branches in Boston, Chicago, Shreveport, La. 


Son Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que. 

















SAW AND STEEL Co —— 


tt 


ae ¥ Fast Cuttin 
“ oY g 


a=elel male) (el tate 


¥ Rust-Resistant Ti elate Lasting 


: NO. 60 COMBINATION 
: & 

: jy" 
: 44 
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A drill masonry faster 
— easier 
‘ne NEW 


, SUDDEN DEPTH 
DRILLS 


oN 





/) 
New 44° spirat 


'O wide flute 
7 narrow land 


provide a smooth path for 


IMPROVED, AUTOMATIC 
DUST EJECTION 


for maximum drill speeds 
and a clean hole with 
no blowing out 
Neu V4" sakehal.4 on 


3/g, 7/16 , and !/2°' drills.'/2'' shanks 
on sizes from !/2° to 11/2’. 





* 
‘A made of 
A. finest tool steel 
~ with the famous 
AVANASL w | diamond hard 


With Spiral Flute 
Sizes in 1l/le” 


graduations from 
3 /16" to 3/4": a" 


‘? CARBOLOY 
on ta TIP 


Flute ei —— 
Sizes 14”, 114" 


7 - 
1A". iia 


THE PAINE COMPANY, 5 Wastes th Road, Addison, Ill. 





























Ramp Includes Set of Steps 
When the H. Lorleberg Co., Ocono- 


mowoc, Wis., remodeld its receiving 
room, it installed a special ramp to 
the basement storage section. The 


ramp has foot-wide steps in the cen- 
ter so employees may walk on them 
while pushing a hand truck up or 
down. H. Sherftius, manager, says 
this stairway has eased movement of 
merchandise from receiving room to 
storage. 





eee 


What is this eye-catcher? 





What is this? 
It might be called “at the sign 
of the wrought iron key.” 


Thousands of music lovers 
and other tourists see this Euro- 
pean advertising device. 

It is one of the unusual mark- 
ers seen on business houses in 
Salzberg, Austria. 

This marker is seen by thou- 
sands of music lovers who visit 
the birthplace of Mozart across 
the street. Made of wrought 
iron this ornate key hangs high 
over the narrow street. 





HARDWARE AGE, OCTOBER 24, 1957 




















HARDWARE AGE, OCTOBER 24, 1957 





COIUMBIAN VISE & MFG. CO. 


sells only through 


WHOLESALERS! 


For 65 years, Columbian has been privileged to serve 
America’s hardware dealers—through WHOLESALERS! 


We are proud of this record and proud of our WHOLE- 
SALER ONLY sales policy which we believe is best for the 
dealer and his customers—and best for us, too. 


A few of the reasons why we sell to you through 
WHOLESALERS are: 


YOUR WHOLESALER SAVES YOU TIME. His salesman rep- 
resents hundreds of manufacturers ... enables you to buy 
a variety of quality merchandise on one order from one 
reputable firm. You save buying time . . . gain selling time. 


YOUR WHOLESALER SAVES YOU MONEY. By carrying 
large reserve stocks, he eliminates your need for big 
inventories . .. helps you get fast turnover, more profit 
on less investment. 


YOUR WHOLESALER GIVES YOU SUPERIOR PRODUCTS. 


He studies markets, compares and tests competitive items, 
is alert to style changes... sells only the best. 


YOUR WHOLESALER ENABLES YOU TO HANDLE MORE 
LINES. He delivers fast from his warehouse. You can 
carry minimum stocks with the assurance that he will 
replace fast-selling merchandise without delay. _—aa-szez 


See your WHOLESALER today about COLUMBIAN VISES and LEVELS! 
The Columbian Vise & Mfg. Co. « Cleveland 4, Ohio 


there’s a 


COILUMBIAN 


to meet your every need! 


COILVMBIAN 
LEVELS 












If you want to sell 

HEX-KEYS, 

put this new card 
on your counter 





This new Allen “merchandiser” con- 
nects with customers in a flash! In 
bright yellow, black and white, it 
tells the story of Allen Hex-Keys — 
uses and sizes — in less than % 
minute of reading. 


Each Allen merchandiser mounts 
12 Allen No. 604 Junior Key Kits 
— each containing 7 Allen Hex- 
Keys, sized from 54” to “%”, in 
red plastic envelope with transparent 
face. Keys are bright finished — 
size markings are easier to read and 
keys are easier to find on a work 
bench. 


Available now from leading In- 
dustrial Distributors and Hardware 
Jobbers. Write for new descriptive 
bulletin C38, and name of your 
nearest supplier. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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Hardware faces in window attract traffic 


Faces made from typical hardware items displayed in a window draw traffic. 
They bring free publicity, too, since newspapers often print pictures of such 
unusual displays. Many hardware dealers have used these hardware faces 
successfully. Latest to use them is Main Line Hardware Co., Cynwyd, Pa. 
Each face in the window represents a person connected with the store: Bill 
Greene and Paul Cerwinka, owners; Henry Mozzone, manager; Joe Dolan and 
Jim Mclean, salesmen. Mr. McLean, shown above, made the faces in his 
spare time. Ways of making these unusual faces from hardware items appeared 


in Hardware Age issues of Aug. 18, 1955, pp. 82-83; Oct. 13, 1955, p. 165; 


and Dec. 8, 1955, p. 70. 
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Unique wire screening 


display helps sales 

Biener’s Hardware Co. has 
mounted a wire screening display 
of assorted sizes in full view of 
the front door. The Nashville, 
Tenn., firm hung the screening in 
what used to be a window before 
an addition had been made to the 
rear of the store. 

Screening in smaller sizes was 
placed on rods extending between 
the jambs. The holes were drilled 
completely through the outer jamb 
to permit reloading by withdraw- 
ing the rods. 

The larger sizes of screening are 
mounted on rods outside the jamb. 
This is done in steps to permit the 
screening to be unrolled straight 
downward. Supports for these rods 
are pieces of wood mounted to the 
jamb with screws and notched on 
top to take the rods. Metal straps 





along the outer side of the notches 
prevent end play. 

Arms of pipe were used for the 
largest roll which is bolted to cinder 
block at one end. The rod holding 
the screen fits down in the pipe 
elbows which are fitted to the pipe. 
These elbows have been cut to per- 
mit the rod ends to be dropped 
into place. 


This unusual wire screening display 
was fashioned in what once was a 
rear window. 


HARDWARE AGE, OCTOBER 24, 1957 

















MORE SALES FOR YOU! 






Home-owners, do-it-yourselfers, 
are raving about ‘‘3-in-ONE’s’’ 
new Oil Spray Can. 

Now it comes in a new conven- 
ient size—at a new low price— 
sells for only 50¢ for even faster 
turnover. 








...18 ads like 
this pre-sell for 


you in Li FE 


PUSH-BUTTON 


OIL: SPRAY 


A 
Qn 
PRAY FOR RUST PREVENT! 10" 
— 
FOR MORE EFFICIEN’ L 9 


++ ¢t*, 





Eighteen ads like this in LIFE magazine—cram-full of 
old and new ways to use ‘‘3-in-ONE” oil—make more 
customers for you. 


No other household oil out-advertises ‘‘3-in-ONE.” 
None gives you a better deal. So stock it. Display it. 
See it sell. Oil up your cash register Mr. Dealer, and 
watch ‘‘3-in-ONE”’ oil make profits for you. 


“3-IN-ONE” OIL 


Another fine product of 
Boyle-Midway Inc., 

NEW YORK,N.Y¥. *  CRANFORD,N.J.~ ° 
CHAMBLEE, GA. * CANTON, OHIO +« CHICAGO « 





BROOKLYN 
LOS ANGELES 
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New Convenient Size—New Popular Price 


NEW 50¢ OIL-SPRAY CAN 



















FIX-IT TIPS 
with 3-in-One oil 





Oil crank and hinges with penetrating 
“3-in-ONE.” Frees things fast. Prevents 
rust. And the lubrication lasts and lasts. 





Electric shavers run smoothly, quietly 
with “3-in-ONE” care. Highly refined— 
safe for the most delicate machinery. 





Electric sander, drill, saw—tools work 
better when oiled with “3-in-ONE.” Lu- 
bricates perfectly. Prevents rust, too. 





Keep guns in condition with a coating 
of “3-in-ONE”™ oil. Contains rust-inhib- 
itor. Won't gum up 


Keep things moving with rs : 


= ONE. OIL 


i¢ 


2-om one ® " =) 





New nae sproy con for 
hord-to-get-ef places. 
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THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 

most complete lines of all types and 
styles of wrenches — quality tools, 
popular priced for volume selling. 


STEVENS WALDEN, INC., Worcester, Mass. 





WISSOTAS tow cos: 


SKATE SHA 


WILL BOOST 
YOUR PROFITS! 


* BALL BEARINGS 
* MODERN DESIGN 
* FOR ALL SKATE TYPES 


The improved Model SA6 Skate Hold- 
er shown with grinder comes as 
regular equipment with all Wissota 
Skate Sharpeners. Also may be pur- 
chased separately. It has a wide 
and accurate range of adjustment. 
The skate is rigidly clamped to pre- 
vent movement or chatter. Bottom 
surface is carefully machined. 


A small investment now in a Wissota Skate Sharpener will mean bigger repair depart- 
ment profits and more store traffic this fall and winter! Easily and accurately sharpens 
regular hollow ground hockey, specially deep ground figures, or flat ground narrow 
blade skates. 

NOT ONLY A SKATE SHARPENER— the Model SIOM shown above may also be 
used as an all around Tool Grinder! A wire brush wheel, saw gumming wheel or cloth 
buffer may easily be substituted. A sickle cone may be used for sharpening mowing 
machine sections, using any Wissota Sickle Holder. 

The Wissota SIOM Skate Sharpener unit is mounted on a special board, complete with 
holder, two surface plates on which holder slides, a 1/3 H.P. heavy duty motor (packed 
separately), three vitrified grinding wheels and two V-belts for the two separately 
driven spindles. Three wheels as follows: 7xl%x‘ for flat grinding, Sxlx¥2 for regular 
hollow grinding. 3xlx¥z2 for deep contour hollow grinding. 


S10M Skate Sharpener, Complete * ORDER NOW FROM YOUR JOBBER 
$10 Skate Sharpener, Less Motor OR WRITE FOR DETAILS! 
SA6 Skate Holder, Only (Also sold separately) 


WissoTA!= 
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For Flat or Hollow Grinding! 


DEPT. A 
MINNEAPOLIS 4, 


MINNESOTA 


_ Two-way electric conveyor 
eases job for sta 








Heavy bag moved from conveyor to 
hand truck. 


With this 20-ft electrically-oper- 
ated conveyor, Hoxsie Hardware, 
Inc., Warwick, R. |., moves mer- 
chandise in either direction from 
basement to street level. Switches 
at each end control the unit’s 
movement. 

Trucks can back right up to the 
conveyor to unload bulky mer- 
chandise. 

This conveyor cost the dealer 
$850. The unit was installed two 
years ago when the store was ex- 
panded. 


For goodness sakes ! ! 
A store in Connecticut recently 


put the following sign in their 
window: 


Sale—with the purchase of our 
special 18 in. gasoline engine 
powered rotary lawn mower, 
you will also get the following: 


| garden fork 

| spring rake 

| bamboo rake 

| 2-gal. gas can 
| pair hedge shears 
| pair grass shears 
| trowel 

| hand cultivator 
5 





pair pruning shears 
small hand rake 
lawn sprinkler 

pair work gloves 
lb. grass seed 


All for $69.95! 


Vditor’s note: Yipes! 
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There’s power in this end, too! 


Electric drill power isn’t all in the motor. 
There’s another kind of power — just as 
important to the user — in the business end of 
a portable electric drill. It’s the gripping 
power that has to be in the chuck, particularly 
when you are selling sanding and screwdriver 
attachments that must be chucked on the drill. 

Take the drill shown here. It is equipped 
with a Jacobs Model 6141 Rubber-Flex Hex- 
Key Chuck. You cannot sell a more powerful 
grip on a portable electric tool. It is compact, 
lightweight, easy to operate. Sell the drill and 
sell the chuck. Jacobs is a name men go buy! 
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This Jacobs Hex-Key Chuck looks different 
because it 7s different. A quarter turn of a 
standard Allen key produces tremendous hold- 
ing power. It actually aie 
produces a gripping Se 
leverage ratio of 1000 aneihre 
to 1! Another quarter . 
turn easily releases the RUBBER-FLEX COLLETS 
twist drill. LY ®@ 

Reg. U.S. Pat. Off. 






The Jacobs Manufacturing Company 
West Hartford 10, Connecticut 
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new STANLEY=ANDYMAN 


¢ New tools! New fixtures! 
¢ Exciting new electric sign 
¢ Features of 1958 program 


NEW TOOLS Stanley Handy- way. For example, here are a few | NEW FIXTURES Now Stanley 
man is an up-to-date line of tools. of the fast-selling, new tools just Offers the new 1958 display fixture 


And Stanley aims to keep it that added to the line: with every improvement that the 
combined experience of manufac- 


turer, wholesaler and dealer de- 
veloped in 3 years of successful 
selling. This new H2 fixture mer- 
chandises the 198 tools of the new 
T2 Stanley Handyman tool selection 
to best advantage. It is 62 inches 
wide, 30 inches high and the bin 
tray is 16% inches deep. It is solidly 
made of ™% inch perforated hard 
No. 296___.$2.69 board and hard wood and painted 
IRHA yellow. Complete with bins, 
price tickets and holders, hooks and 
tool racks. 











“SURFORM”—the sensational new sur- 
face-forming tools of 1001 uses—wanted 
by anyone who sees them, sold to 
everyone who tries them. Extra blade 
No. 294 fits both — 98¢. 









No. 295 





“NAILMASTER”’—Stanley’s new popu- 
lar-priced all-steel hammer. Chrome- 
plated tubular steel handle. Rim-tem- 
pered face minimizes spalling. Neoprene 
grip. Also made in 20 oz. curved and 









NEW ELECTRIC 
SIGN FREE 
OF CHARGE 


This permanent 9” x 16” 
metal and glass sign iden- 
tifies your store as Handyman 
Headguarters. Hang it any- 
where or set in your window. 
It’s a handsome sign of the 
times for any store that sells 
Stanley Handyman. 






No. N1% 16 oz.__..$4.25 





No. 105 % in.___.70¢ 


~ No. 6350. $4.98 


50 FT. STEEL TAPE—white blade “POWER-BORE’’—the only electric 
with big black numbers and foot power bit of its kind on the market. 
markings in red. Smart looking, 6 sizes from % to 1 inch. High 
compact, lightweight. Also made in carbon steel cuts all wood, plastics, 
25, 75 and 100 ft. lengths. plaster, fibre board, laminates, etc. 


Other new tools include a hack saw and blades, new 
aluminum vise, C-clamps, pump pliers, an open-end wrench 
set, Screw-Mates in new one-to-a-card pack, and many more. 





AMERICA BUILDS BETTER AND Lives BETTER WitThH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
* builders and industrial hardware + drapery hardware « door controls * aluminum windows « stampings « springs 
* coatings « strip steel » steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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bigger and better than ever 








—e se es + + + + 

















Cost Retail Price 
of Tools The HT3 unit shown below is a new and compact 
HT2....H2 Fixture ($57.50) Stanley Handyman fixture and tool assortment espe- 
and 198 tools... $260.85 $305.00 


cially designed for the smaller store, or for duplicate 

T2.....198 tools only............... 203.35 305.00 display at high traffic areas in a large store. Only 

H2.... Display fixture if 30” x 24” x 11”, the fixture provides selling display 
purchased separately... 67.50 for a good selection of Stanley Handyman tools. 


— 
ote ° 
















HOW YOU GET IT 


Your sign is furnished free when you order 
any one of these: 


ee eee eS re 
RRR eS as ABR 203.35 
aa ee ce a alee a 99.50 P 





Retail Price 


or Cost 
Your choice of tools from the Stanley a of Tools 
Handyman catalog at a total dealer cost HT3.....H3 Fixture ($22.50) 
OF i NE ssi. ee 75.00 and 73 tools .. $99.50 $115.50 
73......73 tools only................. 77 115.50 


H3..... Display fixture if 
purchased separately .... 27.50 


New and powerful advertising of Stanley and Stan- New stuffers, want-list order forms, dealer catalogs, 
ley Handyman tools continues in magazines like window streamers and other helps available to Stanley 
AMERICAN WEEKLY, THE SATURDAY EVENING Handyman dealers. See your wholesaler or write 
POST and many, many more. Stock, show and sell Stanley Tools, Division of The Stanley Works, New 
Stanley Handyman tools. Britain, Connecticut. 


STANLEY TOOLS @ The Tool Box of the World 
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3" Coat Hook with Fiat 
Head Steel Screws 








Oe 









































GRIES REPRODUCER CORP. 


} 
A 






Fei 
GRIES E-Z A; 


CUP HOOKS 


Packaged one : 
hundred per box §& 
in 6 popular sizes, 
Vo" to 14". 
Nickel or brass 
finish. Also 
popular 7%" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 





JOBBERS: write today for catalog pages, 
prices on GRC's full line of fast selling 


hardware items. 
3. 


World's foremost producer of small! die castings 


161 Beechwood Ave., New Rochelle, N.Y. 
Phone: NEw Rochelle 3-8600 


DEALERS: see your 
obber salesman for 
mmediate delivery. 














| 





Large Display for Christmas Gifts 


Here's an effective yet easily constructed ledge trim for your last minute 
Christmas display program. A figure of Santa Claus standing in front of a 








foil wreath is supplemented with two perforated board panels. One pane/ 


features gifts for him, the other suggests gifts for her. 





Toy displays should be 


featured at all times 


Toys are a daily necessity. Be- 
cause they are a good traffic puller 
they should be shown at all times. 

Show some toys near your cash 
register to make impulse sales. A 
few of them suspended from the 
ceiling on wire can make even the 
most hurried adult shopper in- 
quire about them. 

Youngsters will always see them 
and talk about them. 

Show a few toys on a turntable 
in one of your show windows. The 
motion and color will stop cus- 
tomers of all ages. 

When you show toys in a win- 
dow, be sure that a sign tells cus- 
tomers these items are from your 
52-week department. 


Women’s lounge brings 


traffic to this store 


Harry Jenkins wanted to attract 
more women customers to Jenkins 
Hardware at 1935 W. Mississippi 
Ave. in Athmar Park, a Denver 
suburb. 

Because the shopping center has 
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few rest rooms for women, he in- 
stalled a women’s lounge in the 
rear of his store. 

Mr. Jenkins compared feminine 
traffic before and after installation 
of the lounge. He estimates that 
13 more women visit the store each 
day since the lounge was opened. 

While the store does not sell mer- 
chandise to all women who use the 
lounge, it sells something to most 
of them. 

Finished in soft green, the room 
has bright wallpaper, well uphol- 
stered chair and a table for pack- 
ages. There are two lavatories and 
two toilet enclosures in the lounge. 
A few women’s magazines are kept 
in the lounge room. 


Preview makes customers 


return for opening sale 


To some customers ads for grand 
opening sales suggests that a dealer 
wants to make big volume sales in 
a hurry. 

If you want to overcome this idea 
when you open your new or re- 
modeled store, hold a preview. 

In your ads emphasize that you 
are not selling merchandise or 






































Here At Last...A superior flexible plastic pipe! 


P, 


Slit-Proof...Does Not Pin-Hole 
Takes Higher Pressures 


Has Greater Strength 


ORANGEBURG SP is the only flexible plastic pipe, made 
from a superior new-type polyethylene resin, 

which took ten years of research to perfect. This 
resins extremely high molecular weight gives 
exceptional strength and service life .. . superior 


qualities found only in Orangeburg SP Plastic Pipe. 





PROVED SUPERIORITY — Exhaustive tests prove 
Oe) “hes OrnANGEBURG SP Pipe is completely slit-proof — 
ioe | free from “pin-holing”! Exceeds every test known 
> for polyethylene pipe! Does not crack, break or 
corrode. Defies rough handling, hot sun and 
freezing temperatures. Super-smooth bore increases 
flow capacity, prevents build-up of pressure 
3 reducing deposits. 
> 

- IDEALLY SUITED FOR water service lines, jet 
wells, irrigation lines, underground sprinkler systems, 
swimming pools, water and drainage lines 
during construction, chemical process lines— 
and many other installations. 





ADVANTAGES 


Slit proof (No upin-Holing”) 
a it- 


trength P 
= abr | SPECIFY ORANGEBURG SP—madce in % 
a Higher Heat Resistan 


- sizes. Weighs only ¥% as much as steel, installs 
; Salts 
Alkalies, 


fast and at low cost. Opens new uses for flexible 
plastic pipe.. 


to 2” 
= Resists Acids, 


. tance Oo Kinking .f S S ‘ i 36 2 = 
E ceptional Resis ; at substantial s ivings. 
“ x 


Write Dept. HA-107 for more facts. 
ts 
s unaffected —" 
tio 
or Soap Solu 


i led 
a Light, Flexible, Easily Handle 


to 400’, Fewer Fittings 


Lasting Service 


APPROVED FOR 
= Lengths 


DRINKING WATER SERVICE 
t 
talled Cos* 
a Low ins 


BY NATIONAL SANITATION 








FOUNDATION 


Backed by ORANGEBURG’S 64 year reputation for quality 


ORANGEBURG MANUFACTURING CO., INC. 


e Orangeburg,N.Y. * Newark, Calif. 
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FULLER 


is first 










FIRST QUALITY 












GC uces Bm 


firs quality LES 


7/ 





= for quick self-service 


... Quick profits 





Displayed on a FREE Stand-Up 
Hang-Up Metal Rack 


SS 





FIRST QUALITY 





/ ZY ‘ Popularly Priced 





| Z Hot Forged 
No. 150 File Merchandiser Zz 
eee on ener. oe By — = peg note Zp 
a ee ee Precision Hardened 
At last, files properly merchandised for self-sale GZ 
. money-making profits! For $8.28 FULLER ZZ Made to ; ie ~y 
puts the Hardware Dealer in the File business— G2 79 gree High 
properly—3 each of 8 types—a total of 24 files Z 
Carbon Steel 






with a retail value of $13.80. There are no finer 
files at any price. Dealer cost $8.28. 


Dealer profit— $5.52, a full 40% 


and the metal display rack is FREE. 


Every alert hardware 
jobber in America has 
these FULLER FILES in 


stock. Tell your job- TOOL co., INC. 
ber salesman TODAY 


that you want to be & 3522 Webster Avenue, New York 67 
FIRST with this 
FULLER “FIRST”. 


World's largest producers of unbreakable ambe 
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ae > | 
~ iy 


RST QUALITY 


services during that preview. In- 
stead you want your customers and 
their friends to come and see your 
new layout. You want them to en- 
joy refreshments and free draw- 
ings for merchandise. 

Meet as many customers as you 
can during the preview. If some 
want to buy something, remind 
them that you are holding a party, 
and not a sale. If you do this most 
customers will come back to the 
store when you do open for busi- 
ness. They will buy things they 
saw during the preview, plus other 
items noticed on the return visit. 

A New Jersey dealer who used 
the preview night idea had to al- 
low a few insistent customers to 
place C. O. D. orders for delivery 
the next day. 

The grand opening held the day 
after the preview was advertised 
as a sale. Specially priced items 
were offered, but there were no 
souvenirs, refreshments or give- 
aways of any kind. 

This idea helped get the re- 
modeled store off to a good start 
on the day of its opening sale. 
Curiosity seekers came to the pre- 
view. Those who wanted to buy 
something returned the next day. 

When an Indiana dealer used the 
preview idea the invitations were 
| in the form of eight-page broad- 
sides to all box holders in the local 
| post office. The broadside had news 
style articles on home moderniza- 
tion, painting. 

Representatives of about 25 man- 
ufacturers were on hand for the 
opening. Souvenirs were given on 
the preview night. Many returned 
the next day to buy specials and 
items offered at regular prices. 





————— 
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“Is the buyer in?” 
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new 





PUSH DOWN TO 





UNLOCK 












COVERED BY 
U.S.A. PATENT 2719449 


JUST A FLICK OF 
THE THUMB OR FINGER 
LOCKS OR UNLOCKS THE ADJUSTMENT 

INSTANTLY AT ANY OPENING YOU SELECT 


ILLIAM 
OCKING ADJUSTABLE WRENCHES 


With the HEAVIER.. «ove RUGGED 
‘PUSH BUTTON” Locking Device 





This new potented wrench is built to resist 
normal abuse in heavy service commonly 


POSITIVE LOCK 
NO OBSTRUCTIONS 
RAPID ADJUSTMENT 
NO FUMBLING 


associated with adjustable wrenches 


Plus THESE IMPORTANT FEATURES... 


ONE HAND OPERATION 


INCREASED SAFETY 


DROP-FORGED 
HEAT-TREATED 












COLORFUL, PLATED DISPLAY RACK SELLS YOUR CUSTOMERS QUICKLY 


i. ad | For customers who | i 


Pree! with each assortment 


FITS ANY STANDARD PEGBOARD 
OR WILL a TO ANY SOLID SURFACE 


if 
i For customers who 





demand the best in | u 
fit, feel and finish. aes, 2 








FINISH 


ASSORTMENT No. 6LD 

1 No. 6L 6” @ 2.39 ea. $2.39 

2No. 8L 8” @ 2.76 ea. 5.52 

2 No. 10L 10” @ 3.55ea. 7.10 
fies 1 No. 121 12” @ 5.18 ea. 5.18 


Suggested Retail ...... $20.19 
Dealer Cost 0000... 13.48 


DEALER PROFIT ...... $ 6.71 









CHROME ] —— 
































WRENCH NUMBER 6L 8L TOL 12L T5L 











L\ 


ASSORTMENT No. 6BLD 


BLACK 
FINISH 


== want all the features 
at a lower cost. 


1No. 6BL 6” @ 2.00 ea. $2.00 
2No. 8BL 8” @ 2.42 ea. 
2 No. 10BL 10” @ 3.00 ea. 
1 No. 12BL 12” @ 4.40 ea. 


ae $17.24 


Suggested Retail 
Dealer Cost 


DEALER PROFIT 


4.84 
6.00 
4.40 





11.48 





si $ 5.76 





BLACK FINISH 


re ne oe 
wi 4 oe a ee 


vtleo individual SELF SELLING 



















WRENCH NUMBER 


6BL 


8BL 


1OBL 


12BL 


T5BL 











SIZE 6 in. 8 in. 10 in. | 12 in. 15 in. 

















SUGGESTED RETAIL $2.39 | $2.76 | $3.55 | $5.18 | $7.88 








DEALER COST @ 3344 % 1.59 1.84 2.37 3.45 5.25 





DEALER PROFIT .80 .92 1.18 1.73 2.63 





























JH. WILLIAMS & CO., 400 VULCAN ST., BUFFALO 7,N.Y. 
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SIZE 





6 in. 


8 in. 


10 in. 


12 in. 





15 in. 











SUGGESTED 


RETAIL 


$2.00 


$2.42 


$3.00 


$4.40 


$6.95 











DEALER COST @ 33143 % 


1.33 


1.61 


2.00 


2.93 


4.63 











DEALER PROFIT 


.67 








81 





1.00 





1.47 









2.32 











Easy to install... 
low hole . . . fixture can be re- 
moved and replaced without 
loosening anchor...a few ham- 
mer blows set anchor firmly . . . 
conical-shape nut expands lead 
sleeve to provide strong holding 
power . . . widely used by elec- 
tricians, plumbers, carpenters, 
ornamental iron workers, main- 
tenance men, awning and sign 
men and other tradesmen. 


requires shal- 


ie we heh Sect tad 


Cutaway drawings show how 
setting tool expands lead 
II-t-h-ol ae) ile maelaliael male 





Expander hammerless 





HAMMERLESS SETTING TOOL 


setting tool for easy installation of Arro Machine 
Screw Anchors in hollow tile, bottomless or weak-bottom holes. 


; 








THE ARRO LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 





a Gaiy) 
Rhee ce. 


MACHINE SCREW 


Ww - 


ARRO-CORE MASONRY DRILL 


ARROFLUTE CARBIDE MASONRY DRILL 


ANCHOR 


EXPANDER HAMMERLESS SETTING POOL 


MAL-LEAD BOLT ANCHOR 


———————. 


FOUR-FLUTE HAND STAR DRILL 


FOUR-FLUTE DRILL POINT 


a Se 


STUD BOLT 


TWIST DRILL POINT 


RUBBERGRIP DRILL POINT HOLDER 


CO ez <) 


WV ANCHOR LITTLE MAJOR TURNBUCKLE 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1600 Boone Ave., Marion, Ohio 





NEWS 


(Continued from page 10) 





Popularity of duck hunting 
growing in western states 


The number of duck hunters is 
increasing in the Central and Pa- 
cific Flyways. That’s what the gov- 
ernment’s report on federal duck 
stamp sales shows. 

The Interior Dept. reports that 
duck stamp sales in the 1956-57 
hunting season were slightly below 
the record high of the previous 
season except in those two flyways. 
Sales there were higher than the 
year before. 

Duck stamp sales are the best 
available index to the number and 
location of waterfowl hunters 
throughout the country. 


Changes in the farm market 
are explained in new book 


If you want to know what 
changes are taking place in the 
farm market and what’s happen- 
ing to farm income in your area, 
you'll be interested in a new gov- 
ernment publication. 

The book, “Farmers and Farm 
Production in the United States,” 
is one of the special reports from 
the 1954 Census of Agriculture. 

Copies may be purchased from 
the Superintendent of Documents, 
Washington 25, D. C., or Com- 
merce Dept. field offices for 40¢ 
each. 


More hardware dealers turn 
to SBA for business loans 


More hardware dealers are tak- 
ing advantage of the Small Busi- 
ness Administration’s loan pro- 
gram. 

Five hardware dealers were 
among the 187 businessmen who 
received SBA loans in August. The 
five loans totaled $94,900. 

If you need a business loan to 
expand your business and are hav- 
ing trouble getting a loan, write to 
the Small Business Administra- 
tion, Washington, D. C., for in- 
formation. 

(Resume reading on page 11) 
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“I was amazed by the 





WHITNEY seed | sold” 


“The Whitney Seed Company people asked me to tell a 
little about what kind of a season I had selling their lawn 
seed. And it'll be a pleasure because I ended up selling 
more better quality seed at a better profit than any year 
I can remember. 


“This happened mostly because Whitney urged me to take 
on their three brands, the ones planned to fit the three 
basic types of lawns. I used their display set to illustrate the 
purpose of each one. This sensible way to sell lawns on 
purpose made more money for me on seed last season and 
made the selling part of the job easier too. 


“In fact, I sold 25% more of the profitable higher-quality 
lawn seed this way than I ever had before.” 


ROBERT MALLOW (Owner) 
Mallow’s Corner 

301 E. 25th Avenue 

Altoona, Pa. 


(H. C. Prutzman Co., 
Distributors ) 


Ni ewe 
: oN 


» SELL LAWNS FOR A PURPOSE 
not just grass seed 





This new merchandising idea dramatizes lawn use... 
“Luxury Lawn” formula for the ultimate in turf 
beauty, “Outdoor Living” for those who enjoy out- 
door entertaining, and “Fun & Frolic” for childrens’ 
play areas. Sales increases of as much as 30% were 
not uncommon among dealers who fully utilized these 
techniques last season. Now it’s back again, bigger 
and better than ever! See your distributor .. . 
or write today! 





New versatile display dramatizes lawn purpose! 











Three large, full color lawn scenes pinpoint the use for which FE - 9 
each of the three higher quality Whitney formulas is blended. : | | 
Customers are sold easier when you point out visually the Te s 71) Oe oy | ers 
ee eee ee © results they can expect...many will self- . re a . | Fon & Footie 
select their brands. Don’t miss this valuable rs a ae 
sales weapon ! = 
TED ewe sal 
ereem WHITNEY SEED CO., INC. ae > eel mae 
599 Perry Street Buffalo 5, N. Y. eee for WINDOW BACKDROP Se! 


for WALLS or WINDOWS 'h 4 | 
for MASS DISPLAY Ath Wh 





DON'T MISS OUT ON 
YOUR BIGGEST POWER TOOL PROFIT SEASON ... 


New Advanced Design 


COMBINATION TOOL: DeltaShop in an 
ingenious vunder-the-stairs workshop. 








INDIVIDUAL TOOLS: New Advanced Design Delta Homecraft tools—shown re) 
in Delta “Dream Shop.” shop perfect for garage or basement. 









































ROCKWELL-BUILT 


DELTA 


HOMECRAFT” 
POWER TOOLS 








PLUS A NEW APPROACH TO POWER TOOL MARKETING 
THAT MOVES DOZENS OF OTHER ITEMS YOU STOCK 


Now Delta—always the top profit line—gives 
you new opportunities for even bigger profits 
with the “‘newest look’’ in the world’s most 
wanted power tools. (Featuring exciting modern 
styling by famed Raymond Loewy Associates, 
Inc.) And because Delta is the world’s most 
complete line, there’s a New Advanced Design 
Delta Power Tool for every prospect who walks 
in your door—individual tools, combination 
tools, all-purpose tools! 

But that’s not all. Delta also offers you a new 
approach to power tool marketing as fresh and 


EES 


modern as the tools themselves, as sound as 


CALL YOUR DELTA WHOLESALER 


OR MAIL THIS COUPON TODAY! 


[] Send names of Delta Jobbers in my area. 


“selling the sizzle.’ Delta helps you sell not just 
tools, but complete workshops your prospects 
want in their homes. When you make it easy for 
a man to have a shop he can be proud of, you 
not only sell power tools—you also sell paint, 
hardware, hand tools, and dozens of other items 
he needs to build and use the shop. And you 
keep him coming back for more! 

And behind the newest line and the newest 
selling idea, Delta puts the biggest power tool 
advertising in the biggest selling season. It adds 
up to a Profit Package that can’t miss—and 
that you can’t afford to miss. So act TODAY! 


Delta Power Tool Division 
Rockwell Manufacturing Co. 
680K N. Lexington Ave., Pittsburgh 8, Pa. 


[] Send me complete information on the Delta Homecraft Promotion. 





Address___ 


Company—___— 











City 





- County —_._Histe..._._.._ 












ROCKWELL 





another product by 





© 








beat.) 


TURNBUCKLES a 
“Packaged 4\ 


BRIGHT , ~° 
WIRE 


EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


Turube S, INC 


INDIANA 
AICHIGAN 


OP Ge KB 
FACTORY: 


MICHIGAN CITY 
GRAND BEACH, 


“One good turn (buckle) deserves another" 


Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 














| 
| 
| 
; 
| 
; 
| 
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For complete details about the convention listed by dates below use 
the alphabetical listing following this quick check list 


1957 


October 
29-31 Hardware Wholesalers, Inc., Mer- 
chandise Show & Stockholders’ 
Meeting, Fort Wayne, Ind. 


November 
3-6 Cotter & Co. Spring & Summer 
Future Order Show, Chicago 
10-12 National Garden Supply Show, 
Chicago 
22-25 Retail Paint & Wallpaper Dis- 
tributors of America Convention & 
Trade Show, Atlantic City 


1958 
January 


5-7 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

5-7 Illinois Retail Hardware Assn. 

6-8 Minnesota Retail Hardware Assn. 

6-8 Western Retail Implement & 

Hardware Assn. 

Hiobard, Spencer, 

Annual Merchandise 

Convention, Evanston, Ill. 

16-23 National Housewares Exhibit, Chi- 
cago 

19-21 Intermountain Assn. of Hardware 
& Implement Dealers 

19-22 Texas Hardware & 
Assn. 

21-23 Missouri Retail! 

21-23 Mountain States 
Implement Assn. 

26-27 Louisiana Retail 

26-28 Pacific Northwest 
Implement Assn. 

26-29 Janney, Semple, 
nual Retailers’ 
neapolis 

27-28 Americon Hardware Supply Co. 
Merchandise Fair & Stockholders’ 
Meeting, Pittsburgh 

28-30 Indiana Retail Hardware Assn. 


Bartlett & Co. 
Show & 


12-14 


Implement 
Hoardwore Assn. 
Hardware & 
Hardware & 
Hill & Co. An- 


Conference, Min- 


Convention Check List 


February 


Hordwore Assn. 





2-4 National Garden 
New York 

2-4 Nebraska Retai! Hardware Assn. 

2-4 North Coast Retail Hardware 
Assn. 

24 Oklahoma 
ment Assn. 
National Sporting Goods Assn. 
Convention & Show, Chicago 
New York State Retail Hardware 
Assn. 

Kentucky Retail Hardware Assn. 
Wisconsin Retail Hardware Assn. 
Connecticut Hardware Assn. 
Alabama Retail Hardware Assn. 
California Retail Hardware Assn. 
Tri-State Hardwore & Imple- 
ment Assn. 

Virginia Retail Hardware Assn. 
Ohio Hardware Assn. 
Our Own Hardwore Co. 
tion, Minneapolis 

lowa Retail Hardwore Assn. 
Arkansas Retail Hardware Assn. 
Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show, Portland, Ore. 
Pennsylvania & Atlantic Sea- 
board Hardware Assn. 

Hardwore Assn. of the Carolinas 
Michigan Retail Hardware Assn. 
Pacific Southwest Hardware Assn. 
New England Hardware - House- 
wares Show, Boston 

Mississippi Retail Hardware Assn. 
Tennessee Retail Hardware Assn. 
West Virainia Hardware Assn. 


Supply Show, 


Hardwore & Imple- 


Conven- 


Pacific Southwest Hardware Assn. 
Hardwore & Housewares Exhibit 
Phoenix 

Gift Show, Boston 
South Dakota Retail 
Assn. 


Hardware 








National 


National Events 


National Garden Supply Shows, Nov. 


10-12, at Navy Pier, Chicago, and 
Feb. 2-4, at Coliseum, New York 
City. Sponsored by D. Murray 
Franklin, 1901 St. Paul St., Balti- 
more 18. 


Housewares Exhibit, Jan. 
16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 


chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


Retail Paint & Wallpaper Distribu- 
tors of America Convention & 
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Stock and Sell the 


Yes, H & A Blue Heart Manila actually sells itself! That’s be- 
cause H & A’s own manufacturing process imparts these two 
essential characteristics: 


1. Great tensile strength—assurance of an extra margin of 
safety and longer service. 


2. “Live Action” that gives H & A rope a feel of quality, 
greater flexibility, freedom from kinking and much more 
ease of handling on the job. 


Both H & A “Blue Heart” Manila and “Red Heart” Sisal ropes 
are formed and laid with carefully controlled tensions to assure 
perfectly balanced construction. The use of an exclusive H & A 
research proved lubricant minimizes internal friction and wear. 
... So stock and sell the rope that’s known for quality, measure- 
marked for convenience, packaged for attractive display and 
easy, compact storage. 


Full Line Cordage Service 


For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A jute and sisal twines, nylon rope, 
starter cords and oakum and jute packings, attractively pack- 
aged to sell, are available in sizes and put ups to fit your re- 
quirements. Distributed through leading jobbers everywhere. 
Buy these H & A Products, and Buy the Finest! 


The HOOVEN & ALLISON Company ° Xenia, Ohio 


Branches: Kansas City, Omaha, Minneapolis 
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Rope that Sells Itself 






~~ “ 


a 
~ >» 





FREED ses « 


your free copy of this 
big new book, H & A 
“Ropelore.”’ Full of in- 
formation on knots, 
splicing, manufacture, 
use and care of rope. 
















Spinners of 
Fine Cordage 
Since 1869 
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HERE’S 


THE 


when you get all your tacks and 
nails from one source...ATLAS... 
you save time, trouble and money 


1 INVOICE 


INVOICE 


1 SHIPMENT 


1 BRAND TO INVENTORY 





Atila 


FAIRHAVEN, MASS. ° 


Just think! The single, comprehensive Atlas | 


line of tacks, nails, brads, rivets, staples, and 
kindred items is equivalent to roughly 12 
scattered sources of supply. By using this 
one source, you eliminate 11 extra orders, 
11 extra invoices, 11 extra shipments, 11 
extra brands to inventory. And these econo- 
mies can actually increase your profits as 
much as 5%! 

Yes, with complete-line Atlas... standard 
of the industry since 1810. . . it’s easier to 
order, easier to handle, easier to sell, easier 
to profit. You get recognized top quality 
products at competitive prices, uniform 
“family” packaging and modern self-selling 
displays ... all from one source! 


Stock complete-line ATLAS in the famous 
Red Boxes. It makes good dollars and sense. 


TACK 
CORP. 


HENDERSON, KY. 





Convention Calendar 


(Continued } 





Trade Show, Nov. 22-25, at Conven- 
tion Hall, Atlantic City, N.J. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


Cotter & Co. Spring & Summer Fu- 
ture Order Show, Nov. 3-6, at com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago. 


Gift Show, Boston, at Statler Hotel, 
March 9-13. George F. Little Man- 
agement, 220 Fifth Ave., New 
York 1. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hardware Wholesalers, Inc., llth An- 
nual Merchandise Show & Stock- 
holders’ Meeting, Oct. 29-31, at 
company warehouse, Nelson Rd., 
Fort Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co., 
Annual Merchandise Show & Con- 
vention, Jan. 12-14, at company 
warehouse, 2201 W. Howard St., 
Evanston, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 26-29, 
at Leamington Hotel, Minneapolis. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
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Drills of every type . . . for every purpose... in 
compact, handy sets that appeal to hobbyists, farmers 


and mechanics. The famous symbol on a drill means QUALITY. 
Sold in sets, the quality multiplies ...and so do the profits ! 








Regular Length Drills for General Use 


Plastic container holds 11 high speed 
drills, Ye” to %". Also with carbon 


steel drills (No. H-22). 








H-276 





Short Length for use in Electric Drills 


Home length drills, “Ys” to %”" by 
64ths, in steel case. All drill sizes 
plainly marked. 


Metalworking Drills With 4” Shank 


Sizes “46” to 4%", all with \” shanks. 
Steel container with smooth-fitting 
slide cover. 








H-755 





Carbide Tipped Masonry Drills 


Tough, flexible plastic container, with 
6 efficient masonry drills in popular 
sizes—H%e6" to %”. 



















® 


Ask your Wholesaler about these and other CLEVELAND brill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street 


Stockrooms : New York 7 + 








H-13 





Bit Stock Drills 


For metal or wood. Clear plastic case 
holds 9 drills, “4s” to %”. Ideal for 
home and farm. 


Woodworking Drills With 4” Shank 


Sizes 4" to %”, all with 14” shanks. 
These drills cut fast, with little effort 
or power. 


Cleveland 14, Ohio 
Detroit 2 + Chicago 6 + Dallas 2 + San Francisco 5 + Los Angeles 58 
E. P. Borrus, Ltd., London W. 3, England 





CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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665 Boylston St., Boston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 


(Continued ) 


Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Our Own Hardware Co. Convention, 
Feb. 10-12, at company offices and 
warehouse, 618 N. Third St., Minne- 
apolis 1. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multnomah Hotel, Portland, Ore. 
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Waterless Hand Cleaner 


“The Best Friend a Worker Ever Had!” 


“The Best Friend a Profit-Minded Dealer Ever Had!” 


TWO NEW PROFIT MAKERS 


MASTICLEAN Adhesive Remover 


au 
ASPHALT 
& VINYL 

TILE 


PLASTICLEAN Stotic-Free Tile 
Cleaner 


aus 
gebyiie 
WALL TILE 


Removes paint, adhesives, dirt smudges 
without loosening or softening the tile. 








J. Maleolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel headquar- 
ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 





HARDWARE HUMOR 
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.. and you'll find new uses for this 


tf 


QUICKEE PRODUCTS, INC. Yonkers, N. Y. 


| every day.” 
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No. 1030 Chrome Queen No. SS-1 Stainless Queen 
Sparkling, mirror-bright chromium Gleaming, stainless steel with at- 
plating adds beauty and long-life tractive non-skid ribbing. 
protection. 17 x 19” 


No. 401 Floral Queen 

Perennial favorite of thousands of 
housewives. Prize-winning design 
sells on sight. 

17 x 19” 

9” round 


Exclusive Rigid-edge 

Patented Kant-Kut-Korners 
Heat-proof, asbestos backing 
Heavy gauge steel or aluminum 
Consumer demand through con- 
sistent advertising 


No. 800 Carousel 
Gay harlequin pattern in cheerful, 
multi-colored diamond shapes. 


No. SAT-24 Satin Queen 
Lustrous, stainless steel with exclu- 
sive cross-striping of satin-burnished 


A Division of Phoenix Table Mat Co 
For top of the range, refrigerator, counter, or other work sur- 
© OOO ®@ taces. Protects against HEAT, NICKS, CHIPS, STAINS andcurs © ® @ ® 1718 East 75th Street 


Chicago 49, Illinois 


Note: All prices 
slightly higher 
West of the 

Rockies. 


No. 500 Pearl Queen 

Beautiful, shimmering, mother-of- 
pearl pattern in choice of red, yel- 
low, grey, pink and turquoise. 

17 x 19” 
1 9 
1 

1 


No. AL-2 Aluminum Queen 
Newest, brightest mat in the Aristo- 
mat family of protective utility mats. 

$2.98 


No. C1—Copper Queen 
Rich, copper tone can’t peel or wear 
off. Complements all copper acces- 


” 
” 
” 


round . 
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Convention Calendar 


One of the greatest advancesin (Contin 
Modern Packaging Convention, Feb. 9-11. Hotel head- 


quarters, Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 





Connecticut Hardware Assn. Conven- 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 5-7. Hot-l headquar- 
ters and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 


Be SU re to display... Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn. Con- 


x vention, Jan. 28-30. Hotel head- 
U Our quarters, Sheraton-Lincoln Hotel; 
: sessions and exhibit at Murat 


ee Temple, Indianapolis. W. J. Sheely, 
BRILLIANT ye es 1003 N. Meridian St., Indianapolis 4. 


NEW BOX! 4 = ee Iowa Retail Hardware Assn. Conven- 
ie =~ Be we tion, Feb. 11-14. Hotel headquar- 
You HAVE to sell screws — so eo SS OS Sy ee ters, Savery Hotel sessions and ex- 
why not use this high-profit, oo .. | ee hibit at Veterans Memorial Audi- 
low-selling-cost method? Self- . | , S&S torium, Des Moines. Philip R. 
service merchandiser makes it hs aa ' | Jacobson, 20 W. 35th St., Des 
easy for the customers to buy. a. | tA ) Moines 12. 
Generous quantities in one-price | ¥ me | | a 
clear-plastic boxes give the te —— 4 _ ee 7 OF be Kentucky Retail Hardware Assn. Con- 
buyer more for HIS money, too. ia om RP 4 vention, Feb. 4-6. Hotel headquar- 
Everybody wins! vo tee. By , ters, sessions and exhibit at Ken- 
! “ te: tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 





Louisiana Retail Hardware Assn. Con- 
vention, Jan. 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 
Rouge. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 





Michigan Retail Hardware Assn. Con- 
vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 

et — aa | lege of Product Knowledge at Pant- 

DraweRackK witnour BOXES ~S / | lind Hotel, Feb. 17. Harold Ww. Schu- 

a i | macher, 1916 Michigan National 

| Tower, Lansing 8. 


A Nationally Advertised / Minnesota Retail Hardware Assn. 





“ 


ee. | Convention, Jan. 6-8. Hotel head- 
a | quarters, sessions and exhibit at 
| Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 4. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 


TOOL 
ELCO ,.nn SCREW CORP. am %. 


1800 BROADWAY, ROCKFORD, ILL. Missouri Retail Hardware Assn. Con- 
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Gently press the colored button... 
blade returns smoothly... you control the speed. 
Release the button... blade stops instantly. 





Here it is . . . a completely new principle in steel measur- EVANS VOTED AMERICA’S BEST PACKAGED, 
ing tapes—Controlled-Speed Blade Return—The greatest BEST MERCHANDISED TAPE LINE! 


single mechanical improvement in steel tape history. That’s right! In a recent nationwide survey of retailers, 
No more pushing blade back into case, no blade “creep, Evans led the field...topping nearest competition by 
no lost measurements. over 31%. 


And new “Power-Tape” has all the other best-selling 
Evans quality features, too. Heavily chrome-plated “FIRSTS” have made packaging, pricing and merchan- 


case, new giant sliding end hook for 100% accurate dising history...and have multiplied steel tape sales 
inside-outside measuring, white Bonderized steel blade for every dealer in both the U.S.A. and Canada. 


ua precision-marked in both inches and feet-and-inches. Now — with new “Power-Tape”...EVANS DOES IT 
Unconditionally guaranteed, of course. AGAIN ...by introducing the first and only tape with 
Controlled-Speed Blade Return... by marketing this 
remarkable tape at down-to-earth prices...and by 
backing you with the best merchandising program and 
promotion in the industry. 


And no wonder! In the last 6 years, Evans steel tape 


BACKED BY EVANS QUALITY... PACKED FOR PROMOTION! 


e Each tape in its own clear Tenite “Peg Board Box” — with magni- 
fying lens in lid — hangs up for attractive store display, for handy 
workbench convenience. 


e LO-INVENTORY assortment — 
in 4-color counter display box—lets 
you stock a full range of sizes in a 
single dozen tapes! Self-demon- 
strating . . . one tape chained to 
“Try It” display . . . your custom- 
ers can test its sales-compelling 
push-button action. 

















Priced only pennies more than ordinary push-pull tapes! 


PT OW — 6 ft. PT SW — 8 ft. PT 10W — 10 ft. PT 12W — 12 ft. 
List $1.35 List $1.55 List $1.89 List $2.19 






































These retail prices provide full mark-up for dealers. 








“Power-Tape”’ prices reflect a business philosophy that has won 
the respect of America’s dealers and distributors. Evans policy is 
to introduce finer products at mass-market prices. This has been 


| 

@ Also available packed in ¥/-doz. done consistently over the years from the day that the first Evans 
: 

2 


display boxes of 6 ft., 8 ft., 10 ft., 
or 12 ft. 


Tape was manufactured. Every Evans Product carries a factory 
guarantee — with complete satisfaction for the customer. 

Where can you find a better source of worry-free inventory and 
stable, consistent high-volume sales? 







World's Largest Manufacturer 
RULE CO. Elizabeth, N.J. * Montreal, Que. of Steel Measuring Tapes 
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THE NEW LOOK 





NO. 500 
HINDLEY S-HOOK 
DISPLAY ASSORTMENT 


..IN S-HOOKS! 


Now ...a profit-packed Hindley Hardware Assort- 
ment to send your S-Hook sales soaring! 


Compact, colorful carton contains 270 fast-selling 
S-hooks in nine sizes for hundreds of uses . . . features 
fold-back, die-cut cover for rapid conversion to eye- 
appealing counter display. 


Order yours today! Call your wholesaler or write 
direct. 





— Aew...ax vour 
eg WHOLESALER’S! 


Hindley Eye Bolts, U-Bolts, 


\Xe QO9eG, Waw Wiis. lias. 

m _o : . \. . ‘ * 34 { ‘ “aA @ 4 

a \ D\\ Ye & ‘ 
Lene” oo Vivt y 4,24 30 and Turnbuckles mounted 
wie \—- yYIee on 3-color, 10” x 13%” 


\ 
ee metal display panels. 

















indley HINDLEY MANUFACTURING COMPANY | 
Since 1897 Valley Falls, Rhode Island 





WIRE HARDWARE * COTTER PINS * PLUMBING SPECIALTIES 


Convention Calendar 





(Continued ) 


vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 2-4. Hotel headquar- 
ters, Paxton Hotel; sessions and 
exhibit at Civic Auditorium, Omaha. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5. Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 
Nicholas H. Kiley, Hills Bldg., Syr- 
acuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 10-12. Hotel headquarters and 
sessions at Cleveland Hotel; exhibit 
at Public Auditorium, Cleveland. 
John B. Conklin, 1540 W. Fifth 
Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 2-4. Hotel 
headquarters, Skirvin Hotel; ses- 
sions and exhibit at Fair Grounds, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 23-25. Hotel 
headquarters, Sheraton - Cataract 
Hotel; sessions and exhibit at Coli- 
seum, Sioux Falls. H. T. Benson, 
2108 S. Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 23-25. Hotel head- 
quarters and sessions at Andrew 
Jackson Hotel; exhibit at Fair 
Grounds and Coliseum, Nashville. 
Charles G. Brown, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel; exhibit at Memorial 
Auditorium, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 9-11. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chamberlin, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 23-25. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 4-6. Hotel head- 
quarters, Hotel Schroeder; sessions 
and exhibit at Auditorium-Arena, 
Milwaukee. H. A. Lewis, Stevens 
Point. 
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Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose 
are so durable they are unconditionally For your many customers who demand 


guaranteed. Far exceed standards of the special qualities of rubber .. . 
the Society of the Plastics Industry, BILTRITE RUBBER HOSE 

Inc. and bear this seal issued by the 
U.S. Dept. of Commerce. All couplings Extremely durable live rubber, re- 
full-flow solid brass. Bright, inforced wtih high tensile cord. 
multi-colored packaging makes selling Full range of sizes and colors. 
easier, too. 





You get these extra advantages 


a BILTRITE TRIPLE-TUBE 
ad mats and window streamers. Merchandising 


displays and self-service racks available. Finest quality vinyl; gives wide, 


@ SPEEDY DELIVERY to distributors from strategically gentle spray, always lies flat, re- 
located warehouses. versible for soaking. Nickel-plated 


solid brass fittings. 


AMERICAN BILTRITE RUBBER COMPANY 
CHELSEA 50, MASS. 
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Qa reveals... 


Outstanding highlight of the 1957 Hardware Show was the 
announcement of an entirely new type of loom for weaving insect 
wire screening designed and built by the New York Wire Cloth 
Company. 


This loom, called “the greatest advance in wire screening manu- 
facture in the past 50 years,” includes revolutionary new features 
for smooth, swift, quiet operation. It provides stronger, more 
uniform screening with a flat-laying, flat-wire copyrighted selvage 
that is marked-and-measured for ready trade mark identification 
and easy dispensing. 


You can reap greater profits by handling Opal screening—recog- 
nized by dealers and consumers as the quality brand. Ask your 
distributor today about the Opal 1958 Rack Deals on future 
orders. 


Opal .. Lhe name for quality Aluminum, 


Galvanized, and Bronze insect wire screening. 

















Overhead V-Belt Display 
Attracts More Attention 


A V-belt display placed between 
two supporting pillars will boost sales 
of V-belts about 20 per cent, and is 
more attractive than a wali rack. This 
was the experience in Smits Hara- 
ware in Green Bay, Wis. The special 
manufacturer-supplied rack was hung 


| over the islands with sizes plainly 
| marked for easier self-service. 


_Spring-time promotion 
opens way for gun sales 


How early should a hardware 


| dealer start to promote guns to 
| make sales in the fall? 


A Texas dealer starts gun pro- 


'motions early in the spring. He 
tells men coming in for fishing 


supplies that they will want guns 


'and ammunition for the fall. 


Every man entering the store is 


| invited to look at new guns in 
stock. If the customer says that 


he wants a new gun, but cannot 


afford it, a lay-away purchase is 


suggested. 


—_———$_____ -_-- 


Brushes on Wall Displays 
Outsell Island Showings 


When Huchthausen Co., Manitowoc, 
Wis., began to show brushes on a 


| 3x4-ft perforated board sliding panel 


sales doubled those made when these 
items were shown on an island. Some 
brushes are still shown on an island. 
The large selection shown on the 


| panel on the wall attracts both 


| painters and homeowners. 
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you can make 
more money 
selling 





? A complete line of athletic equipment 
designed for your retail sale, as well 
as Little League, Babe Ruth League, 
Pony League and other youth teams. 


Permits you to handle a complete 
line with distribution through 
select wholesalers so geographically lo- 
cated to give you prompt and efficient 
service on all reorders. 


QQ QO 





Quality merchandise with eye appeal 
galore, competitively priced. 





MacGregor tennis rackets, badminton 
sets, tennis and golf balls. 






f 
“Ne 





& Free window and counter display materials. 







Better-than-average 
dealer profit. 


“The Lucky 





D & M Sports Equipment 











Profitable Turnover 


| 
i 








DON’T DELAY. Write now for name of your nearest distributor 


and copy of latest catalog with dealer price list. 


DRAPER-MAYNARD 
Sports Equipment 


Cincinnati 32, Ohio 


4861 Spring Grove Ave. ° 
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from only 
24" x 12” 
counter space! 
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Display holds 
4 cans 
each side. 





NU-CLEAR 


for Clean, Smooth Threads 

















New self-seller display 
of cutting and threading oil 





Impulse sales to plumbers, mechanics 
and do-it-yourself customers. Bright 
colorful display holds 8 handy 4 ounce 
cans (retail 35¢ each)—sets up in 4 positions. 
Top quality threading oil, penetrates, 
cools, lubricates— and is antiseptic. 
Available also in quarts, gallons and larger 
containers. These displays 3 to a 
carton—order from your Supply House. 


The Ridge Tool 


Ohio, U.S.A. 


Company, Elyria, 









@ For more information on these products and services 
use free post card on page 165. 


(Continued from page 15) 


the moderately priced Router- 
Plane-Shaper 3-in-1 tool combina- 
tion. The unit consists of: self- 
powered router (shown), 3 amp 
rating, at $39.95; plane attachment 
with outboard bearing support and 
micrometer-screw for shoe align- 
ment, 14 in. shoe at $31.95; shaper 
attachment which is a 15x24 in. 
table of 1 in. marine plywood with 
power adapter and adjustable fence 
at $19.95. Also available is a com- 
plete line of router accessories and 
newly designed high speed steel 
router bits. Millers Falls Co. 


For more data circle No. 13 on postcard, p. 165 


Hand snow removal tool 


Homeowners will welcome this 
hand snow moving tool that works 


ae ae ee oe 


Sinc- i Vozer\ 


$80 RMR RA RB OH 


on the principle of a bulldozer. The 
Sno-Dozer travels over any surface 
on sled runners and is operated 
like a carpet sweeper. The steel 
blade combined with the 54 in. 
wood handle weighs less than 5 lb. 
Special promotion materials are 
available for the $4.95 item. Royal-T 
Products Co. 


For more data circle No. 14 on postcard, p. 165 


Low priced power jig saw 

This $29.95 jig saw has a de- 
tachable auxiliary handle that at- 
taches to either side for easier 
guiding and a light that spots the 


162 


end of the blade. The unit does the 
work of a crosscut, scroll, keyhole, 
hack, rip, band and coping saws. 
It has three special blades for 
cutting anything from metal to 
leather. Shopmate Jig Saw has a 
series motor rated at 1.8 amps with 
a speed of 2650 strokes per minute. 
Portable Electric Tools, Ince. 


For more data circle No. 15 on postcard, p. 165 


Combination outer door latch 


Here is a combination storm and 
screen door latch featuring an ex- 
ternal knob with optional keying. 
A nylon latch bolt automatically 
unlocks the latch when depressed 
against the strike to prevent the 
user from locking himself out. The 
unit is adjustable for right or left 
hand doors % to 1% in. thick. 
Available in anodized aluminum 


Soy 
. soe” 
tet BRSE RRNA AARP AACA 


han snp ntbbiscathne nae cmass 


and natural and brass colored fin- 
ishes. National Lock Co. 
For more data circle No. 16 on postcard, p. 165 


Four- piece jigger set 
Four different types of sleighs 
are shown on this 4-piece jigger 


set. The Old Sleighs pattern in 22K 
gold and frost is the newest addi- 
tion to Libbey’s American Antiques 
line of barware. These 2 oz classic 
shaped jiggers come packed in gold 
and white gift cartons at $1.80 per 
set. Libbey Glass Div., Owens- 
Illinois Glass Co. 

For more data circle No. 17 on pestcard, p. 165 


Gibrel in tablet form 


Boostabbs, Gibrel in tablet form, 
is available in 69¢ packages. These 


titty, “2 
BOOSTABES 


sd ~ 
Fear” 


Giberellin tablets have been added 
to the Plantabbs line. Boostabbs 
make a good tie-in item for plant 
foods such as Plantabbs or a soluble 
fertilizer since these items are used 
in added quantities when Giberel- 


lins are used. Plantabbs Corp. 
For more data circle No. 18 on postcard, p. 165 


1958 lawn mower line 


The self-propelled Lawn-Boy Au- 
tomower (illustrated) for 1958 
features a twin chamber muffler to 
tone down engine sound, a new 
Aero-blade to reduce vibration, and 
new gold, black and cream color 
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NEVER BEFORE... 


a vacuum bottle like this! 


it’s the beautiful, new 


UNIVERSAL 


Pour Endy 


VACUUM BOTTLE 


with 8 Revolutionary Features! 
EXCLUSIVE 


MARKET-TESTED 
COLORS 
Red-Orange and Grey with 


Blue-Creen cup. Yellow and 
Grey with Violet-Blue cup. 


Here are the most revolutionary new vacuum 
bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 
Universal “Pour-Easy” Vacuum Bottle 

will virtually sell on sight. The 

practical bottom opening for easy 

replacing of glass filler is just one 

of the 8 big new features that 

will place UNIVERSAL first in 

vacuum bottles that really move. 


from “7 


Pours like a pitcher... 
never drips a drop! 


DRIPLESS PLASTIC 
POURING SPOUT 

... easy to clean 
... Stays clean 





No. 3380 Quart 

No. 3381 Quart 
No. 2680 Pint No. 3384 Quart 
No. 2681 Pint with 4 nested cups 


No. 1180 
No. 1181 
10 oz. 


4090 Workman’s Lunch Kit 
4091 Aluminum Lunch Kit 


KLEEN-SEAL BOTTOM FILLER LOADING 


STOPPER 


EASY-ON 
EASY-OFF CUP 


SHUR-GRIP CASE 


Bottom opens for 


Hands won’t slip on 
this exclusive “Shur- 
Grip” corrugated 
case. Play up this 
feature that really 
sells them! 


Newly designed, 
shock resistant plas- 
tic cup seals tight, 
or comes off just as 
easily with a “twist 
of the wrist.” 


The new flexible 
stopper makes pos- 
itive seal. Stays 
“sweet,” easy to 
clean. Has tab for 
easy removal. 





quick and easy re- 
placement of glass 
filler. New shock 
absorber mounting 
cuts down breakage. 

















7 , 
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Vacuum OOTTiE 





PRE-SOLD «BIG 6! 
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A real shopper stop- 
per! Holds four pint 
bottles, two quarts, 
workman’s lunch kit. 
See your Universal 
Distributor. 


Pe uae — af 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





WHAT'S NEW 





design. The Automower is made 
of die-cast aluminum, has a 2\%- 
hp Lawn-Boy engine, and a con- 


trol handle to change from manual! 
to self-propelled operation. The 
21-in. model sells for $134.50, and 
the 18-in. model is $124.50. An- 
other series, the Deluxe, has a 2%4- 
hp engine and sells for $99.95 in 
the 2l-in. size and for $89.95 in 
the 18-in. model. An economy 
model has a 1.85-hp engine with 
an 18-in. cut. Retails for $69.95. 
Also available is an 18-in. electric 
model at $69.95. Lawn-Boy Dviv., 
Outboard Marine Corp. 


For more data circle No. 19 on postcard, p. 165 


Low-priced power tool 


Homecraftsmen and do-it-your- 
selfers will be customers for this 


low-priced electric power saw 
called the G-Whiz. This new mem- 
ber of the Whiz Saw line does the 
work of coping, jig, scroll, band 
and keyhole saws. Inside cuts can 
be made without boring a starting 
hole. Features include a heavy- 
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duty motor, aluminum housing 
and oilless bearings. Sells for 
$24.95 with all-purpose and metal 
cutting blades. Forsberg Mfg. Co. 


For more data circle No. 20 on postcard, p. 165 


Rectangular waste basket 


This Lustro-Ware polyethylene 
waste basket provides capacity of 
7% gal in an 11 x 14 space, 16 in. 
high. The lightweight basket has 
handle rim all around the top. 
Available in decorator or office col- 
ors, labeled, and prepriced at $3.49. 
The same unit with basketweave 
cover for use as hamper comes in 
pastel colors at $5.95. Individually 


packaged or nested four to a car- 
ton. Columbus Plastic Products, 


Inc. 
For more data circle No. 21 on postcard, p. 165 


Pistol grip hose sprayer 

The Hosemaster liquid fertilizer 
and insecticide sprayer is available 
in a silver-bright metallic finish. 
The pistol grip unit fits standard 
garden hose connections. The me- 


tering system provides any spray 
desired. Up to 100 gal of spray are 
mixed automatically without refill- 
ing the pint size polyethylene con- 
tainer. Gilmour Mfg. Co. 


For more data circle No. 22 on postcard, p. 165 


Outdoor barrel smokers 


Barrel-type smokers have been 
added to the Arvin line of outdoor 


barbecue grills for 1958. One 
model is 24 x 18 in. in diameter 
and is equipped with a motor 
driven rotisserie spit and a plastic 
top workshelf. The grill is raised 
up to 3% in. by crank. Legs are 
plated steel on two 6-in. wheels and 
two 3-in. casters. Retails for 
$49.95. Another model without 
motor driven rotisserie or table 
retails for $29.95. Arvin Industries, 
Ine. 


For more data circle No. 23 on postcard, p. 165 


Multi-stage jet pump line 
These pumps are available in 
3 hp, 2-stage size and in the 1 hp, 


3-stage size. Series 5000 Multi- 
stage jet pumps are furnished for 
use on double or single pipe wells. 
The %4 hp unit operates to depths 
of 150 ft and the 1 hp unit goes to 

(Continued on page 168) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 


Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 34 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 











BUSINESS REPLY CARD 


No postege necessary if mailed in the United States 








POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 10/24/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 
























@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cords with incomplete addresses. 
POU G! | 


i | ) ) 
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| 
: ae one 
Postcard valid @ weeks only. After that use own letterhead fully describing item wanted. 10/24/57 | ) | 


Please send me further information on the WHAT'S NEW items, code numbers | A big help for busy deal- 
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for which | have circled below. ers. Use this card for free 


information on new prod- 
ucts described in this issue. 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. ' 








BUSINESS REPLY CARD 
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necessary if mailed in the United States 













































































POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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HTRIMS A STRAIGHT EDG 






No. C8 No. C300 No. C4 No. Cl3 No. C250 No. C4 No. C5 No. C75 No. C211 


YOU GET MORE IMPULSE SALES 
with HYDE CARDOSELLS 


Your customers just naturally serve themselves when you The number of Hyde products packaged as CARDO- 
display these handy, individually packaged, Hyde best SELLS is continually growing due to the tremendous 
quality, fix-up and paint-vp tools. These bright, multi- customer demand of individually packaged fix-up and 
colored cards attract those important plus impulse sales — paint-up tools with how-to instructions. Order now from 
to create a few more dollars with every paint sale. your wholesaler. 


HYDE MFG. CO., SOUTHBRIDGE, MASS. U.S.A. 
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Best Lock 





for Gates 


Barn Doors, stock pens, 
trailer hitches, etc. 


It's SHUR-LOCK . . . the new, patented 
Safety CHAIN LOCK with 101 uses. Easily 
locks or unfastens with one hand, yet 
can’t be forced or shaken open. Install 
without special tools for right or left hand 
operation, regardless of closure fit, sag or 
opening. 






Model No. S-20F | 
Heavy duty chain and bracket, }F Pa 
cadmium plated. 12” chain, %" 4 
proof coil. Packaged with mount- 
ing instructions. Retails for $1.50 


The SHUR-LOCK latch plate does the trick. 
See how chain drops in slot with the next 
link held securely by the patented finger. 
Instantly adjustable and unfastened only 
by lifting end of chain. Hole in latch plate 
also permits padlocking 
chain when desirable. 


F « E E Demonstrator 


DISPLAY BOARD 
with special introductory order 
sells SHUR-LOCK’s superior op- 
eration and foolproof security. 





Order from your wholesaler or write for literature and 
get full information on smaller Model #30 brass plated 
SHUR-LOCK for doors, screens, etc. for home and 
commercial use . 79 retail. Cadmium finish 59c 


Safety CHAIN LOCKS 
Industry 


for Home. Farm. 





GALION PRODUCTS COMPANY 
GALION, OHIO, U. S. A. 
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WHAT'S NEW 








| 








(Continued from page 164) 


200 ft. All pumps have standard 
capacitor motors, bronze impellers 
and dual well connections for offset 
or over-the-well installation. The 
Hammertone green pumps are also 
equipped with renewable bronze 
wear rings, and a seal assembly 
that can be replaced without dis- 
mantling the pump. A. Y. Me- 
Donald Mfg. Co. 


For more data circle No. 24 on postcard, p. 165 


Heavy-duty sabre saw 


This ruggedly built, fast cutting 
sabre saw will cut through a 2 in. 
thickness of lumber and will handle 
metal, plastics, veneers, composi- 
tion board, rubber and leather. The 
unit will cut right up to a wall. 
Other features include an anti- 






vibration mechanism and chip 
blower. Retails for $54.50 with 
three assorted blades. A ripping 
guide is included free. A saw kit 
contains the sabre saw, eight 
blades, ripping guide and fitted 
metal carrying case. Stanley Elec- 
tric Tools Div., Stanley Works. 


For more data circle No. 25 on postcard, p. 165 


1958 outboard motor line 


There are eight outboard motors 
in this West Bend fleet for 1958. 
Models range from the 2 hp Shrimp 
to the 35 hp Shark. All controls 
are grouped on a newly designed 
panel illuminated by a dashlight. 
Colors available are white, yellow, 
green, beige, each combined with 
silver mocha. All engines are salt 
water protected. Features include: 
Visi-Twist speed selector, remote 
control cable, low-level rewind start- 














MANUFACTURERS 


IF PRODUCT DISPLAY 
IS A PROBLEM... 


Call ou 
Ss. P. HIARRIS, INC. 


55 PAWTUCKET AVENUE 


EAST PROVIDENCE 16, R. I. 


Specialists in Merchandise 
Cards, Labels and custom 
designed Point of Sales Dis- 
plays for over 50 years. 





Our. sales staff will be pleased to 


discuss your problems and submit oa 


prompt quotation without obligation 


NEW/ 


Conn. Valley’s 
VISUAL 


. ei c PACKAGE 





for 
open counter 
display and 
self-service 
sales of 
Expansive Bits 


Your customers SEE for themselves this 
tool doing the work of 30-odd individ- 
val bits. For faster turnover ask your 
jobber to send you Conn. Valley 
Expansive Bits in their new packaging, 


THE CONNECTICUT VALLEY mrs. co. 
CENTERBROOK 7, CONNECTICUT 
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You can count on 





-—for unlimited fastener variety 
-—-for unlimited sales potential 


HOLTITE : As a Continental Dealer, you can supply a complete 
Phillips and | line of fasteners, from one dependable source, 
Slotted Head | and offer delivery without delay. 
TAPPING SCREWS | The Continental line is unlimited, both in variety and 


Thread Forming 
and Thread Cutting 


WOOD SCREWS 


volume of ready stocks. In “standards” alone, Continental 
production is measured in millions of styles and sizes. 


In addition, Continental’s specialized sales engineering 


MACHINE SCREWS | | and steady promotion steers more buyers to you — 
STOVE BOLTS 4 buyers who know the “HOLTITE” name on the fastener 
package means highest quality. 
NUTS * WING NUTS 


More and more dealers are finding it pays to feature the 
complete line of Continental HOLTITE standard fasteners 
with full shelf stocks. It’s the “live” line that boosts volume and 


makes fastener sales pay worthwhile profits. Why not get details? 
ALL STANDARD Continental Screw Co., New Bedford, Mass. 
FASTENERS 


available in the 


CONTINENTAL 
-— 7} Bh = =A" 4 =e - 1 OD 


— saves handling costs 

— simplifies inventory 

— improves appearance 
of shelf stocks 








Visit the 
CONTINENTAL 
Booth No. 218 
at the 
NWHA-AHMA 
Convention 





MEMBER - 
SCREW RESEARCH 
ASSOCIATION 


CONTINENTAL 


HOLTITE FASTENERS 


HOLTITE PHILLIPS AND SLOTTED HEAD 
WOOD * MACHINE * TAPPING * THREAD CUTTING * SEMS * NYLOK 
HY-PRO PHILLIPS INSERT BITS AND HOLDERS 
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° °USewares 
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® Toys ® Garden 


5 © Girt 
& Goods 


Goods 
PPliances 
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The ALL-NEW 


UNION MT-7 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 


— 


UNION has translated the basic de- 
sign of the famous UNION B-20 hy, 
quartered oak Chest into sturdy, . Tae 

streamlined steel. The result is the 
MT-7 .. . the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature .. . 
ultra-modern appearance... rugged construction 
. Increased capacity .. . easier accessibility. 












JOBBERS: | Write for literature and CASH-IN 
DEALERS: *” fastaaling Hom. Place Your 






prices on the New MT-7 


stock orders now! 












STEEL CHEST CORPORATION 


LE ROY, NEW YORK 
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WHAT’S NEW 








ers on manual models, tilt lock and 
vacuum fuel system. The 35 hp 
models (shown) have _ twin-dia- 
phragm fuel pumps, pushbutton re- 
mote control, key starter and gen- 
erator light. West Bend Aluminum 
Co. 


For more data circle No. 26 on postcard, p. 165 


Low luster redwood finish 


Liquid Redwood preserves and 
enhances the beauty of redwood, 
red cedar and mahogany. It also 
produces an attractive redwood fin- 
ish on pine, fir, maple, birch and 
other woods. The low luster finish 
dries quickly, won’t bleed and can 























KY 000 
‘ “Quip REDW 

: (PiGmintto ; 
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be coated to get a high gloss finish. 
One gallon covers about 200 sq ft 
inside or out. A low-priced outside 
white is also available to help deal- 
ers beat price competition. Min- 
nesota Paints, Inc. 


For more data circle No. 27 on postcard, p. 165 










Colored automatic toaster 


The Deco-Rama automatic 
toaster has a special plastic base, 
control lever and ends available in 
pastel turquoise, yellow, mottled 4 
mahogany and black. The hard sur- / 















THOUSANDS OF 

DEALERS HAVE 

Ve af. 

Pear; > PROFITED FROM THIS 
VI 


7 | 400% 


SALES INCREASE 
IN 2 YEARS! 


In two short years, Ames sales on stepstools, carts, tables 
and juvenile furniture have shown an increase of an out- 
standing 400%. This amazing growth is simply a story of 
grace, styling and value backed by consistent and forceful 
advertising integrated with sound proven promotional 
methods. Drop in today to see the line that has taken the 
market by storm. 











) 


J 
























AMES is now backed by the name magic 
of Mrs. Arthur Murray and Mrs. Alan Ladd 


A tremendous “Big Name’”’ promotion this Fall will 
feature Mrs. Murray and Mrs. Ladd giving endorsement 
to the Ames line in national and newspaper advertising, 
promotional materials, point-of-sale pieces, and displays. 
This campaign will promote real sales excitement and thr, Cd, nl) Ly Lasshag 


. ! “ 
keep that sales curve going up, up and up! sen nein Seen on “Arthur Murray 
Television Show 











’ 


Ames-Maid is on permanent display at Space 14-104 
Merchandise Mart. Ames also manufactures the famous line 
of Ames garden tools and shovels, and the popular new line 
of Ames Aire casual furniture. 


©. AMES CO. Parkersburg, West Virginia 
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Perk up your housewares and giftwares 
sales with these NEW Artistic Party Cad- 
dies. Designed with the consumer in mind, 
these utility packed caddies sell on sight! 


Each caddy in this new line, complete with 
beverage accessories, as illustrated, is in- 
dividually boxed in reshipper. 


Send today for literature on the NEW 
B6-12, B6-13 and B6-14 Napkin/ Desk Cad- 
dy, B57-2 Center Handled Beverage Cad- 
dy, B6-11IR Complete 3 in 1 Party 
Caddy Beverage Set, B57- 

3R Complete ice Tub- 

Beverage Party 

Caddy Set. 


WIRE PRODUCTS CO., INC. 


EAST HAMPTON, CONN. 








WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 165. 


faced plastic resists scratching and 
provides insulation from heat and 
electricity. Retails for $14.95. Capi- 
tol Products Co. 


For more data circle No. 28 on postcard, p. 165 


Low priced outside white 


A low price and quality will help 
you sell C-60 Outside White. This 
100 percent linseed oil finish is self- 
cleaning and requires no special 
primer coat before application to 


new wood or previously painted 
surfaces. A free promotion kit is 
available featuring low price and 
quality. Chi-Namel Paint & Var- 
nish Co. 


For more data circle No. 29 on postcard, p. 165 


Tackle box for travelers 


Fishermen and women who like 
to carry equipment on trips will 
be customers for this attractive 
fishing tackle box designed to com- 








THE 
WONDER 


HORSE 
Ms DELUXE 


Model #22 (Copper Base) 
Ages |-7 * $27.95 Retail * Patented 


THE WONDER MARE 


Patented 


Model #40 (Metal Base) 
Model #41 (Wood Base) 
Ages |-7+ $19.95 Retail 


THE WONDER HORSE REGULAR 


wg 
i 


~ 


Patented 
Model #10- Ages !-7 
$14.95" Retail 


THE WONDER PONY 
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2¢ HHERE’S ATIP! 


You'll need extra stocks of these instruments because... 









© IRHA “FAMILY GIFT CENTER” PROMOTION 


Both of these popular gift items will be IRHA section, December issue. FARM 
featured in the FARM JOURNAL special JOURNAL circulation is better than 3% 
: | million—in communities which account 
Independent “~ for over 60% of hardware business. 
WARDWARE | t3 Outdoor Window Thermometer — has 


aqua green Tenite case and translu- 
_ cent back. Easy reading numerals and 
graduations. 5328, $2.95. 


“Navigator” Compass—ideal for mo- 
torist Or sportsman, fits any auto or 
boat. Reads from top or sides. Push- 
button inner light, no wires. 214" 
diameter. ¥ 2957, $6.95. 














IN SATURDAY EVENING POST, 
NOVEMBER 23rd 


Timed for the long Thanksgiving weekend, this full page 
ad will show all these instruments in beautiful full color 
in appropriate settings in the home. Mounted, easel- 
backed reprints are yours for the asking. Also attractive 
mats for you to tie-in with your local advertising. Order 
now—and be sure you have adequate stocks of these out- 
standing gift items. Taylor Instrument Companies, 
Rochester, N. Y., and Toronto, Canada. 








“Consul” STORMOGUIDE* Com- “Ambassador” STORMOGUIDE 
bination. Grey #2583, Brown Combination. #2574, $15.95. 
#2584, $10. 





~ 














— 
ete LK CRP Le Be CG GE 








Maximum-Minimum Casement Window or indoor-Outdoor Ther- Traditional Pendant Dial Roast Meat 
Thermometer. Auto Thermometer. mometer. Green * 5329, STORMOGUIDE Combina- Thermometer. 
* 5458, $11.95. * 5335, $1.49. Grey * 5330, $6.95. tion. * 2494, $19.50. % 5939, $3.89. 


*Reg. U.S. Pat. Off. 
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CW 


HUSHFLO 
Toilet Valve 
is actually 











SILENT 


because 
it operates on a 


NEW HYDRAULIC 
PRINCIPLE... 





Gradual | 
closing of old style “at 
compression valves S 
causes hissing and 

sizzling noises. 


The HUSHFLO 


Diaphragm Valve 
moves from 
fully open 








to 









—_——=—————— 


== INSTANTLY 
y SILENTLY 





HUSHFLO fills the tank 
faster. Diaphragm shuts off 
flow by quick hydraulic 
action. Operates on 5 to 
200 |b. water pressure. 
Metered overflow lets just 
the right amount of water 
into toilet while tank is 
filling, conserving water 
previously wasted. Simple, 
rugged ... will give many 
years of trouble free serv- 
ice. Stock up now and be 
ready for the rush. 


ROMAR MANUFACTURING CORPORATION 





365 Broadway, Buffalo 12, New York 
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WHAT'S NEW 




















plement fine luggage. The light- 
weight aluminum box has a cream 
colored carrying handle and a snug 
fitting vinyl cover of either brown 
or turquoise. Both covers have 
silver beading. The box has two 
cream colored cantilever trays and 
the bottom of the box accommo- 
dates extra reels and gear. Water- 


loo Valve Compressor Co. 
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Plastic-bottom picnic jugs 

is a colorful series of 
plastic-bottom, rustproof thermic 
jugs that are unbreakable. The 
series comes in a l-gal size with a 


Here 





choice of side faucet or shoulder 
spout. The 2-gal capacity comes 
with faucet. Inner liners are por- 
celain on steel with Fiberglas in- 
sulation. Royal Mfg. Co. 
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Combination file and rasp 


Professionals and home owners 
will be customers for this handy 
tool particularly suited for filing 
materials which clog conventional 

(Continued on page 178) 








FIRST WITH “SKIN PACK’ 
VISUAL CARDED FASTENERS. 





® Quick turnover 
® Impulse sales 
® Self service 
® Greater profit 
USE takes the modern ap- 
proach in packaging 
as well as product display. 


KEEP IN MIND 


Many items purchased in your 
store will need to be fastened to 
walls, floors, ceilings, etc. 
U.S.E. Rack display makes SELF- 
SELECTION a quick service — 
saves you time. 





FAST SELLING 

U. S. E. Products 
are nationally ad- 
vertised. 
Refills available 
from your jobber 
packaged 25 cards 
per box. 


FREE RACK — Easy to set up. 
PUT THIS U.S.E. DISPLAY 
TO WORK IN YOUR STORE. 


Suggested Selling Price $14.75 
Dealer cost ................. __ 9.70 


Profit ............ or "$ 5.05 


ORDER THROUGH YOUR 
JOBBER OR WRITE 


MASONRY ANCHORING, FASTENING, DRILLING AND ALLIED PRODUCTS 












U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. HA-10 
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Mode! R1I-218 
Threewheel 
\ . Model SP-R1-247 


Self Propelled 24” 
Recoil Starter 









Model R2 Model 03-18 





18” & 21” 18” 
Fourwheel Model SL2A 
Model D3-20 16” & 18” 
20” 
© Priced te Zoon Your Profits _ ©& Liberal Dealer Discount. Riding Rotary 
@ Complete, Streamlined Family — @ Griggs & Stratton, Clinter, Engines Model RR-248 
@ Rugged, but Smooth Handling @ Forceful Ads Spell Fast Turnover ° 


: P . 24” 
See your jobber or write us today for catalogue, prices, complete information. 


SOUTHLAND MOWER COMPANY, 

7 nconairiona iterime ucrantee on cast-ciuminum mower 
SELMA, ALABAMA bases—All deluxe rotary sed equipped with our new Stand- 
THE GRASS IS ALWAYS GREENER IN A DIXIE Yarn, 


N-Start feature. 





A mower for every lawn, a price for every purse. 








How about your stocks of toys, wheel goods 
and sports equipment for Holiday selling? 









Early selections mean Bigger Profits for you and 
greater satisfaction for your customers. 


The profits in your toy department are in proportion to your sales. So, it is important 
that you go into your Christmas selling season with adequate stocks of fast-moving, 
popular merchandise. 


As a member of the Toy Guidance Council, plus our own regular sources of 
supply, TRYON buyers have assembled what we consider the most comprehen- 
sive array of new and popular numbers for your selection. 





You can make your complete selections from this exhibit (two floors). But 
we advise that you do not delay in determining your requirements. Invari- 
ably, delay causes disappointments in delivery. For many numbers in our 
stock cannot be replenished later on. 










Wheel goods, of every description, await your selection, too . . . along with the 
choicest items in WINTER SPORTS GOODS, FISHING TACKLE AND GUNS and 
accessories . . . all in the Christmas gift category. 






Make TRYON your complete source of supply. You'll be 
glad you did, for very sound reasons of selection and economy. 
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Pioneer starts biggest advertising campaign ever put behind a factory-to-dealer chain saw organization! 


Pioneer direct dealers get biggest promotional support in chain saw 


history ! 
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NEW DEALERSHIP WITH A BUILT-IN FUTURE 


and a high-margin, full promotion present that means 
BIG, FULL-DOLLAR CHAIN SAW PROFITS NOW! 


Here’s your opportunity to cash in immediately on the 
biggest advertising, promotion campaign ever put be- 
hind a direct factory-to-dealer chain saw organization! 
It’s coming your way from PIONEER SAWS, backed 
by all the resources of Outboard Marine Corporation, 
makers of famous Johnson, and Evinrude outboard 
motors and Lawn-Boy lawn mowers. The same engi- 
neering skill and marketing know-how that went into 
these fabulous merchandising successes is now being 
poured into a great campaign that will make big 
profits for Pioneer dealers now and in years ahead. 


But you must act now! The big push is underway! 


HERE’S WHAT YOU GET WITH PIONEER 


A built-in future? That’s right! As a Pioneer dealer you’re 
in on the ground floor of a really booming market. As recently 
as 1950, chain saw sales were less than 50,000. ‘Today, they’re 
nearly 300,000. And the big rise is just beginning. Pioneer 
is actually building for, and selling to, a mass market. Here’s 
what that means to you. 


Advertising Massive, full scale, colorful campaigns that 
reach the heart of every chain saw market. In magazines that 
are read and relied on by the people who are your customers 
now, and those who will be your customers as soon as you 
have the Pioneers to sell them. Everyone from the home- 
owner and outdoorsman to the professional timberman, farmer 
or builder. They’ll read about your Pioneers in Outdoor Life, 
Sports Afield, Field & Stream .. . in Farm Journal, Progressive 
Farmer, Prairie Farmer, Wisconsin Agriculturist . . . in Timber- 
man, Pulpwood Production, Southern Lumberman, Trees . . . in 
Construction Methods and Equipment. 


Promotion Powerful Pioneer Merchandising Kit that answers 
every need you have as a dealer. It starts outside your store 
with signs and window displays and /eads your customers 
through the path they want to follow—with facts for the 
factual and helps for the how-to-do-its—right up to the cash 


register. Strong ad mats and direct mail make it a flexible tool 
that works as hard as you like. 


Amazing “‘10-day Sales Plan’’ Complete, detailed informa- 
tion shows you step-by-step the easy way to sell chain saws. 
The boiled-down experience of master salesmen and successful! 
dealers, makes it as easy to sell Pioneers as it is to use them. 


High Margin We’re selling direct factory-to-dealer! You 
make the extra profit that this efficient distribution allows. 
YOU GET 32% MARGIN WITH PIONEER! 


Low Inventory Two Pioneer models (one-man RA, two-man 
JB) meet the needs of nearly every chain saw user. Prompt fac- 
tory delivery from central points keeps your stock needs low. 


Absolutely Dependable Product Nothing has been spared 
to make Pioneer the best chain saw ever made. Your customers 
know: they cost less because they last longer. 


Extra Profits Every Pioneer you sell means additional profits 
in chains and bars. Chain saw servicing is easily arranged 
and gives steady additional profits. 


Famous Product Tie-In In addition to the biggest advertis- 
ing campaign of its kind in chain saw history, big full-color 
ads in LIFE, TIME and other national magazines tell Pioneer’s 
tie-in with JOHNSON, EVINRUDE, LAWN-BOY. 


90-Day Warranty Unconditional parts-replacement warranty 
on engine protects you, builds customer confidence, means 
more profits over the Jong run. 


You'll be in business with Outboard Marine Corporation, 
famous for standing in back of every dealer, product, cus- 
tomer 100%! 


PIONEER RA—S5 hp 
Hard working lightweight 


Rough, tough master of 
champ for all field uses. 


heavy production. 


MIONEER Saws Division Outboard Marine Corporation: edohasen and Evinrude Outboard Motors & LAWN-BOY power mowers. 
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Pioneer Saws 
Dept. 1011, Waukegan, Illinois 


Gentlemen: 


| want to have complete information on the new 
Pioneer dealership with the BUILT-IN FUTURE. 


Name 





Address 








City Zone State 








SELL 


LUBRIPLATE 


the white 
lubricant of 


a thousand 


LUBRIPLATE 
SELLS 


because... 


IT LUBRICATES BETTER! 


Letters pour in from all over the country 
telling us how Lubriplate has improved the 
working of fishing reels, guns, te locks, 
lawn mowers, power tools, hinges, fans, 
outboard motors and a thousand and one 
other things. 


IT’S NATI 





NALLY ADVERTISED! 


Millions of sportsmen and householders | 


read about Lubriplate regularly in The 
Saturday Evening Post, Outdoor Life, 
Field & Stream, Popular Mechanics, Motor 
Boating and others. 


IT’S PRICED TO SELL! 


3 Handy Sizes—“A”’ Tube 5% x 3% inches 
retails for 25¢; “B” Tube 1 x 6 inches re- 
tails for 50¢; ““C”’ Tube 2 x 8 inches retails 
for $1.00. 

IT’S PACKAGED TO SELL! 
oe & =” 
attractive, 
play cartons. 
vidual boxes. 


Ask your jobber for 
LUBRIPLATE 
and sell it in your store 
Fiske Brothers Refining Co., 








tubes packaged one dozen to 
sales stimulating counter dis- 
“C”” tubes in colorful indi- 
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WHAT’S NEW 


files. Fine and coarse toothed hack- 
saw blades are riveted in rigid con- 
struction to make up the business 
end of the Stickleback File-Rasp. 
Roughing in is done with the 
coarse side and finishing is done 





with the fine side. The new tool 
will handle anything from plastics 
to hard metals and comes in small, 
medium and large sizes. A display 
containing all three sizes is avail- 
able. Tec Imports. 


Dust mop and cloth spray 

Krylon Anti-Dust is an aerosol 
spray cleaning aid that cleans and 
collects dirt and dust particles on 
mops or dust cloths. The spray 
holds the particles in suspension 
until shaken from the mop or rag. 
Anti-Dust also eliminates dust scat- 
tering and leaves no oily film. Re- 
tails for $1.79 per 16 oz. can. 
Krylon, Inc. 
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-Power mowers for 1958 
Springfield has added this series 

of walking rotary mowers to its 

line for 1958. The five models range 


keeps bringing good 
customers back 


..when you tell them they can now spray a hard, 
durable factory-finish HAMMERED effect on many 
surfaces from toys to filing cabinets! The new 
Hammer Finish in Gray, Green, Blue, Silver and 
Copper dries odor-free in minutes, with a smooth 
protective beauty that will inspire many a new 
project ...and repeat sales for you. Shipments 
made from St. Louis or Los Angeles plants same 
day order received. Call your jobber today 

for more multiple sales tomorrow. 

Find out more about the other 

Chromatone products: 

SPRAY ENAMELS « DECORATIVE METALLIC 
FINISHES *« ALUMINUM « REDWOOD 


ALUMATONE CORPORATION 


1523 Grande Vista Ave., Los Angeles 23, California 
3270 Olive Street Road, St. Louis 24, Missouri 





“THE ae CALLS ~ 


DYKEM 
STEEL BLUE. 


{ itt 
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a 


Dies and 
Templates} 


2 
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eas 
—N 
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Popular package 8-oz. can fitted with 
elite cap holding soft-hair brush 
fon applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up - sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 








131 Lockwood St., Newark 5, N. J. 
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Priced for YOUR trade... features for YOUR trading area 


\ ee 





THE BRAND NAME 
CUSTOMERS TRUST 





new “Charky” grills and smokers for 1958 


What price range appeals most to your outdoor cook- 
ing trade? Arvin covers it! From $9.95 to $84.95. 


What type sells best in your area? Arvin’s got it! 
Open or hooded grills, round or barrel type smokers, 
plain or porcelainized bowls, enameled or aluminized 
hoods, AC or battery motors, fixed or 3-position spits, 





a 





SUCH VARIETY! 
SUCH FEATURES! 





e 3 basic grill models, 
2 smokers 


@ interchangeable 
attachments 


® no-stoop height 
adjustment 





© two-level grill 


e 3-positioned spit and 
motor 


© porcelain bowls 





one-level or split two-level grids, 2, 3 or 4 wheels. 


Yet the new Arvin “Charky” line is so simple, so 
flexible that only three grills, two smokers and five 
individually packaged accessory groups enable you 
to offer as many as 15 different models at 13 different 
prices! Man, that’s versatility! 










Model H22, $49.95 Model H22-6 with Model H22-7-8with 
shish kebob kit $55.95 hood, smoker, motor, 
spit, damper, ther- 

mometer 


$84.95 
Arvin “Charky” Deluxe Grills 


Model H22-7. Heavy gauge, 24” firebow! is gen- 
uine porcelain on steel and will stand up to 
1500° heat! Chrome-plated grill is rotatable, 
removable, adjustable—and hinged to permit 
2-level simultaneous cooking of rare and medium 
steaks. stoop control panel includes 3” height 
adjuster and clock timer; 15” aluminized steel 
hood has 3 positions for UL motor and spit. 
Oversize wheel base, 114" bright plated legs, 

enameled tray. Two 8” rubber-tired wheels 
and swivel front wheel. $74.95. 








@ aluminized hoods 

e shish kebob kit 

© wide wheel base 

© swivel front wheels 


@ clock timer Model H-20, $19.95 








Arvin “‘Charky” Popular-Price Grills 
Retailing at only $19.95, the basic model of this 
series is H-20. It has a 24” bowl, plated legs, 
handles and spiral grill. Grill height adjusts 3 
inches; 6-inch rubber tired wheels, braced with 
stout steel rods. Model H20-2 simply adds 
hood and motorized spot; Model H20-2-4 adds 
these plus smoker hood and chef’s board. 








© temperature indicator 


® one-year guarantee 








Barrel-Type Smokers 


Extra-heavy gauge 24” x 18” 
ventilated barrel with 








on all models Model H10. “Start- 


er’” model for 
outdoor cooks. 18” 
bowl, spiral, plated 
grill with a 3” 
height adjust- 
ment, folding legs. 
Only $9.95 

















Manufactured 


All prices are suggested retail; 
and sold by 


slightly higher far West and South. 


tight-seal swing door. 
Grill raises and lowers 3!4”". 
UL motor and spit, ther- 
mometer, chef’s shelf, plated 
1” legs, two 6” rubber-tired 
wheels and two swivel front 
wheels. Model H31, $49.95. 
Model H30 is the same chas- 
sis, without motor, spit and 
swivel front wheels, $29.95 





Arvin INDUSTRIES, Inc., Columbus, Indiana 


Arvin also manufactures Leisure Furniture, All-Metal Ironing Tables, Home Radios, Portable Electric Heaters, Electric Fans, Car Heaters 
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SIDE oy SIDE 


el-ler- tery 
every family 


is a customer 


FOR REPAIRING 


Lawn Mowers, Garden Tools, 
Tractors, Water Tanks, Worn 
Valves, Leaking Pipes, Broken 
Castings, Boat Parts, Gas Tanks 

- « 1001 uses around home, 
farm or garage. 
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FOR PLASTI 


80% STEEL — 20% PLASTIC—A DEVCON PRODUCT 
Your customers will find thousands of uses for the PLASTIC STEEL Repair Kit. It’s as 
easy to use as modeling clay . . . hardens in 2 hours . 
threaded, ground and painted. PLASTIC STEEL repairs leaking pipes, tanks . . . fixes 
cracked radiators, castings and tools ...mends washing machines, gas tanks, torn fenders. 


EYE-CATCHING DISPLAY CARTON 


(6 kits) with demonstrator $189 
New Regular Kit 98¢ 
Economy 1-Ib, kit — $3.95 


NATIONALLY ADVERTISED 


in Popular Mechanics, Popular Science, marine maga- 
zines .. . publicized in LIFE .. . free window stream- 
ers, stuffers and displays. 


Order from your hardware wholesaler today . . 


CORPORATION 


400 Endicott Street, Danvers, Mass. 


DEVCON 
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= 
C STEEL 
. can be drilled, 


. . will not rust. . 


per kit 


. call or write us for more information. 








PURITAN 


displays turn 
store traffic into 
profitable sales! 


Ask your wholesaler 
for facts on 
PURITAN’S national 
advertising and 
sales aids! 


AA-2435 


PRODUCTS, INC. 





Cleveland 2, Ohio ‘ me es 








LUCKY MR. PHYX 
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Sharon Bolt & Screw Has Now Taken Care of 

His Entire Fastener Service. 
Lucky Mr. Phyx found out about Sharon’s 
new commercial pack service. The Sharon 
Service Man has taken over Mr. Phyx’s 
fastener problem with an automatic refill serv- 
ice. Lucky Mr. Phyx has now turned an un- 
profitable time consuming detail into a 
profit. 


So can you — contact Sharon today. 


Sharon Bot aud Screu lo 
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WHAT’S NEW 


@® For more information 
on these products and 
services use free post 
card on page 165. 








from $64.95 to $126.95. The lowest 
priced Special mower has a 19-in. 
cut, 2.2 hp, 2-cycle engine and recoil 
starter. Super series has 4-cycle en- 
gines in 2 or 2% hp, 19-in. cut and 
E-Z Reach controls. Supreme mod- 
els have 22-in. cut, 2% or 234 hp, 
4-cycle engine and E-Z Reach con- 
trols. The Super and Supreme se- 
ries also feature electric starting. 
Leaf mulchers come with all models. 
Handles are adjustable. Quick Mfg. 
Co. 
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Pulls for panic exit devices 


This group of pulls and trims 
are for the latest panic exit devices 
by Yale. Basic styles available are 
Gothic, upper left; Colonial, lower 





ee Se 2 
< . %, 


right; and modern, upper and lower 
right. Both lower pulls feature a 
special thumb piece to provide bet- 
ter leverage. Yale & Towne Mfg. 
Co. 
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All-purpose household broom 


Housewives will welcome this 
handy dual purpose broom com- 
posed of two brooms, each with 
two sweeping edges. One broom 
is of soft horsehair blend for use 
inside and the other is of Palmyra 
bristles for sweeping garage floors 
and other concrete or cement sur- 
faces. Twin Sweep brooms work 
from a lightweight copperized alu- 
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SPACKLE. ‘49 
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Largest - selling surfacing cad in the 
world! Painters have always insisted on Spackle 
—and now homeowners and do-it-yourselfers 
are demanding it, too. Nationally advertised 
Spackle has millions of satisfied repeat cus- 
tomers—they buy it in dry or paste form. Sell 
Spackle as the best insurance for a good paint 
job. Carries the Good Housekeeping Seal. 








This is your wax 


ULTRA GLOSS 


SELF-POLISHING FLOOR WAX 


Here is a quality floor wax that is ap- 
proved by The Good Housekeeping Insti- 
tute. A steady, high profit, repeat seller. 
Ultra Gloss outwears and outlasts ordi- 
nary shellac type waxes because it 
contains genuine Carnauba No. |. Build a 
steady repeat volume with Ultra Gloss— 
the wax that offers consumers a "triple- 
your-money-back" guarantee. 








WRITE TODAY FOR THE NAME OF YOUR NEAREST DISTRIBUTOR 


THE MURALO COMPANY, INC. 


50 Church Street, New York City * Chicago + Los Angeles 
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~~ SON HAND! 


HOME HANDYMEN always need nails and brads 
. «. $0 be certain you're well supplied. Order Cort- 
land Brand Nails and Brads in these convenient, 
self-selling packages. Then display them where 
customers can see and buy them. 


TOUGH, RUST-RESISTANT, uniformly finished, 
Cortland Nails and Brads are made from electric 
furnace steel. They have the sharp points and true- 
formed heads your customers demand. Nails come 
in green packages, brads in yellow . . . both are 
clearly marked for weight, length and gauge. You 
can display a complete stock of sizes (V/s Ib., 
lb. and | Ib.) in a minimum of counter space. 





sé ih Your Jobber for Cortland Brand 


Nails and Brads by name. Then display them 
in your store . . . and profit ! 





ee) Re) i atie 
STREAMER 
6" x 30 
Available tor 


counter or win- 
dow—ask for it 
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WHAT’S NEW 











®@ For more information 
on these products and 
services use free post 
card on page 165. 








minum handle. The broom is pack- 
aged with a 2-tiered hanger for 
use in a closet. Osrow Products Co. 
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Rust and corrosion inhibitor 


This rust and corrosion inhibitor 
is useful for firearms, small en- 
gines, tools, fishing reels, precision 
instruments and so on. Rustopper 
is a white powder that will protect 
stored items for about 4 years. 
Comes in two squeeze tube sizes. 
Two tubes are included on a card 
for small engine use at $1.50. A 
single card mounted long tube sells 


for $1. Marlin Firearms Co. 
For more data circle No. 37 on postcard, p. 165 


Lead headed fishing lure 


Jig Ike is a lead headed type lure 
for spinning, casting, trolling or 
fly rod. This lure has a large 
amount of polar bear hair and the 
hook rides upward at all times. 
Can be baited or used as is. Head 
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Seid catiendhcetemaine eden .reds.220 


colors are white, yellow, red, black 
and brown. Sizes are 1/32, 1/16, 
¥g, %4, Ye, % and 1 oz. Hooks range 
from 8 to 3/0 for fresh or salt 
water. Individually packaged, 12 to 
a card. Prices range from 30 to 70¢ 
each. Kautzky Lazy Ike Co. 


For more data circle No. 38 on postcard, p. 165 


Portable food mixer 


The light and comfortable Redi- 
Mixer portable mixer features 
multi-speed action to handle a va- 
riety of beating and blending op- 
erations. The beaters snap out for 
cleaning. A heel rest provides non- 





drip parking between operations. 
vegetables. Retails for $39.95. 
Knapp-Monarch Co. 


For more data circle No. 39 on postcard, p. 165 





Ice-snow melting compounds 


Regular Ice Rem is an activated | 
chemical with a high thawing | 
capacity through heat generation. | 
It will not harm vegetation, rub- 
ber, asphalt or paved surfaces. The 
chemical has an ingredient that 
retards rust and helps prevent de- 
composition in the can. Ice Rem-CF 
contains no calcium or chlorides 
and does not produce heat for melt- 
ing. This item is especially effec- 
tive at temperatures below zero. 
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Your profits are greater 
with Stanley Routers 


because more attachments are available 
for Stanley Routers than for any other. 
because a Stanley Router can be quickly 
and inexpensively converted to a plane, 
shaper, or hinge mortiser. 

because more than 100 bits and cutters 
are available for Stanley Routers. 
because you may select exactly the right 
size and horsepower Stanley Router for 
your jobs from a complete router line. 








: The complete line of Stanley Routers 
= V% hp H15 was $39.95 now $37.50 
Y% hp H45 was $49.50 now $44.50 
% hp R8A with free Groov-a-matic 

guide and straight bit 


Shaping for your customers . now $56.00 Rabbeting 


Stock and sell ihe complete Stanley line . . . routers, plane kits, shaper kits, 
attachments, “Hi-Hone” bits and cutters, and other profit-building acces- 
sories. Your wholesaler has them all. 


Stanley Electric Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools * drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 
» coatings + strip steel « steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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for STEEL, 

ALUMINUM 

or WOOD 

CASEMENT WINDOWS 








Shuford’s Casement Window 


’ Weather Stripping 


@ EASY to SELL! 
@ EASY to USE! 


E velusive design makes it sure to seal! 


Now your customers can weatherstrip their own 
casement windows economically, easily, quickly! 


DO-IT-YOURSELF KIT 
contains 18-foot strip complete 
with adhesive and instructions. 


Made of 100% virgin vinyl, Shuford’s casement window 
weather stripping won’t crack or peel, stays pliable no 
matter what the weather. Resistant to moisture. Seals 
out drafts, dust and noise, cuts fuel bills, does not inter- 
fere with window operation. Gray color. 

Attractively packaged kits come packed 12 to carton, 
12 cartons to shipping container. Also in 500-ft. reels for 
sales by the foot. For high profits, quick sales, stock 
and display Shuford’s Casement Window Weather 
Stripping NOW! 


Order from your dealer, or write 





CLOTHES LUNES e« TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


Shoford 


Mills we 


TICK ORY in 





2594 World’s Largest Manufacturer of Cotton Cordage 
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WHAT'S NEW 


Both chemicals are available in 10 
lb cans, 25 lb pails and 50, 100, 200, 
300 and 500 lb drums. Ton lots are 
shipped in 80 or 100 lb waterproof 
bags. Speco, Inc. 


For more data circle No. 40 on postcard, p. 165 





Mail box for modern homes 


Modern and ranch home owners 
will be customers for this Contem- 
porary mail box designed especi- 
ally for modern living. The white 
fronted mailbox is 16 in. long, 634 
in. high and 534 in. deep with brass 


trim. The pouch is counterbalanced 
for easy opening and automatic 
closing. Comes packaged in an all 
season gift box at $12.95. A model 
with an all dull black finish is also 
available. McKinney Mfg. Co. 


For more data circle No. 41 on postcard, p. 165 


Automatic closet light 


Four easy steps are all that is 
needed to install this convenient 
automatic closet light. No switch 
box is needed and only No. 18 
pliable wire is required to install 
the low voltage Remcon Closet- 
Lite. No armored cable is needed. 


8, 
ne ae ssf 
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Libbey’s great 1957 





Here are big, beautiful 4. color ‘ads, in 
magazines women read most, showing 
your customers the lovely pzxtterns of 
Libbey Safedge Glassware . . . economi- 
cally priced glassware designed for 
every-day use in every home. 

Almost 12 million readers will look 
for the handsome Libbey glasses in their 
favorite stores. Make your store the 
neighborhood favorite by displaying the 
glassware women want... Libbey 


Safedge Glassware, 
Homemakers know there’s nothing like 


LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 
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‘ Libbey’s full- -page, full-color, 
ads appear in Life, Better 
Homes & Gardens, House 
Beautiful, Living for Young MIR So Desai 
Homemakers, and House "woo ro mer unas (BY on aren = 
& Garden.. 
to your store. 
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works for you... wclle your customers 





Libbey Safedge Glassware for value. It's 
bright, colorful crystal glassware in 
many attractive patterns and sizes, eco- 
nomically priced. And every glass is 
backed by the famous Libbey guarantee: 
“A new glass if the rim of a Libbey 
‘Safedge’ Glass ever chips.” 


Be sure you profit from Libbey’s big 
Fall advertising program. Get all the de- 
tails on Libbey’s complete line. Call your 
Libbey Supply Dealer, or write to Libbey 
Glass, Division of Owens-Illinois, Toledo 
1, Ohio. 





Shopper-stopping displays like 
these are easy to set up in your 


glassware section .. . are terrific 


impulse4ale builders. 


Owens-ILLINOoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 
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High-Quality Door Knobs 
in the modern, new 


VUE-PACK 
INVITE MORE KYU RS 


Attractive, easily displayed, and durably made, 
Taylor Vue-Pack supplies sales punch to three popu- 
lar models of Taylor Door Knobs. 


No. 410 
TAYLOR BRASS PLATED DOOR KNOBS 























a 
mmo 
—— 


No. 402P 


TAYLOR SOLID BRASS DOOR KNOBS 
Satin, Polished or Chrome Finished 


No. 400 

























Taylor brings you modern merchandising at its best! 
Here are fine, high quality door knobs, packaged to 
permit easy inspection, and to invite more sales. In 
addition—and this is important—the knobs are pro- 
tected from dust and dirt so that you have no spoilage. 
Stock only the fast moving knobs—Taylor Door Knobs in 
Taylor's exclusive Vue-Pack. 


Contact your wholesaler today! 


> 


TAYLOR LOCK COMPANY, Philadelphia 32, Pa. 


Manvufacturer of Locks, Key Blanks, Door Knobs 
and Builders’ Hardware Since 1920 











ON BF yA he) a Kole 
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WHAT’S NEW 


The light goes on when the door 
is opened and goes off when it 
is closed. Pyramid Instrument 
Corp. 


For more data circle No. 42 on postcard, p. 165 





Stainless steel soap tray 
Slip-On stainless steel soap tray 

measures 512x3 in. and is stream- 

lined to 234 in. at the ends. Par- 








ticularly adapted for attachment to 
deck covers, the unit slips on easily. 
It is a supplement to the Sure-Grip 
line. Strip Steel Div., Jones & 
Laughlin Steel Corp. 


For more data circle No. 43 on postcard, p. 165 


Hend operated call bell 

Many of your customers will 
have a use for this polished and 
lacquered aluminum call bell for 


summoning the children. It is also 
useful for hunting cabins or as a 
decorative addition to the den or 
bar. The 5 in. high bell is 6 in. in 
diameter and sells for $4.95. Bevin 
Bros. Mfg. Co. 


For more data circle No. 44 on postcard, p. 165 


(Resume reading on page 16) 




























Roavs 

APEX 

AMERICA’S BEST 
VINYL PLASTIC 


Garden Hose Line 


WRITE FOR OUR NEW 


1958 


JOBBERS CATALOGUE 


or contact 


REPRESENTATIVES LISTED BELOW 
SERVING YOUR AREA 


| REPRESENTED BY 


Ralph M. Cohen, Inc. 
192 Lexington Ave., New York 16, New York 
Doring & Eyer Co. 
637 West 39th St., Kansas City 11, Mo 
Boyd Dudley 
753 James St., Syracuse, N. Y. 
George Goddard & Son 

3902 W. Charlestown, Seattle 6, Washington 
Gutnik-Johnson & Co. 

4026 No. Figueroa St., Los Angeles 65, Calif. 
McDonald & Associates 
Southland Hotel, Dallas, Texas 

Mt. States Sales Co. 
15th & Arapahoe, Denver, Colorado 
H. Louis Rolfes & Son 
4004 Akochia Ave., Cincinnati 5, Ohio 
Malcolm Robertson 
1814 Kensington Rd., Birmingham, Ala. 
Sanford Brothers 
Mocksville, N. C. 

J. P. Sutton & Son, Inc. 
2525 W. Armitage Ave., Chicago 47, Illinois 
J. E. Taylor 
6954 Vernon Rd., Dearborn, Mich. 
Robert C. Waters 
36 Cobb Place, Waban 68, Mass. 























oe, 


APEX TIRE & RUBBER CO. 


505 CENTRAL AVENUE PAWTUCKET *© RHODE ISLAND 
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Filters 


HOUSEHOLD 


CASTERS 
from ACTION-GETTING DISPLAY 


Fills 80% of 
Customer 
Requests 

with Quick 

Turnover of 

Small Stock 








LIGHTEN YOUR HOUSEWORK 













wih —_ 


MOUSEHOLD 


wae 
save sroons AMP * 


A reminder to every 
Removable Glide Customer in your store 
sells itself by effort: to take home Fault- 
| floor surfaces. less Casters and 
Glides. It rings up 
extra sales with no ef- 
fort. Takes the guess- 
work out of what to 
buy. Every item is a 
“best-seller” based on 
national retail expe- 
rience and popular 
consumer demand. 


Removable Caster 
demonstrates easy 
swiveling . .. no 
wobble ... pre- 
cision workman- 
ship. 


FREE DISPLAY with DEAL 


3-color, enameled wood counter display 
designed to increase your Caster Turnover and 
Multiply Profits from a small counter area! Comes 
complete with removable caster samples that 
demonstrate themselves—sell quality features. 


Order the Faultless 50/50 Deal from your Jobber 


FAULTLESS CASTER CORPORATION EVANSNILLE 


> 
Atlanta sTelitiailelas re Bu Radells * ’ PoE tlelats 2 
sTeenr a “ 


s Angele 
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Sells Itself. 
This Popular 
“Do-It-Yourself” 


Line! 










pESTER 
TV-RA} 


SOLDER 


ACSI TER 
OLDER 


KESTER | 


R 
((. A TF ES Ly E rl ~ 


SALTS iin rill ii | 
SOLDER.” 





EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 
is available in the profit-maker Kester Solder line. But your 
“do-it-yourself” customers won't buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 


supply is yours for the asking! 


NEWARK 5, NEW JERSEY + BRANTFORD, CANADA 





KESTER SOLDER 


KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS | Eye center coil display card gar- 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 


Trays are also displayed on the 
modern merchandiser. Wooster cov- 
ers shown are Fabric X for smooth 
surfaces, Woostron for rough sur- 
faces, Texture for stipple effects, 
and the new Candy Stripe, all- 
purpose, mohair economy cover. 
Wooster Brush Co. 


For more data circle No. 45 on postcard, p. 165 


Power tool promotion piece 


This colorful illustrated envelope 
stuffer and promotion piece de 
scribes the full Weller power tool 
line. The flyer carries pictures and 
descriptions of Weller soldering 
guns and kits, portable jig saw, 
power sander, and sanding kit. 
Space is provided for dealer im- 
print on the stuffer which mea- 
sures 31%% x 6 in. folded. Weller 
Electric Corp. 


For more data circle No. 46 on postcard, p. 165 


Garden tool merchandiser 

This rugged, compact garden 
tool display holds 5 dozen tools in 
7 sq ft of floor space. It features 
a special self service panel that 





identifies each tool, shows stock 
numbers and provides space for 
pricing. The unit rolls easily in 
| 8-in. casters. O. Ames Co. 





For more data circle No. 47 on postcard, p. 165 


Garden hose merchandiser 


This colorful merchandiser is 
designed for Swan’s new Bull’s 





den hose packaging. The steel dis- 
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A model to attract every garden center customer 
GILSON’S ALL NEW ’58 LINE 












New Cone Clutch Combination 
one engine powers 21 mower or tiller. Converts in seconds without tools 


Detachable power unit comprised of handlebars, 
controls, engine and drive mechanism is 
designed to fit either 20” rotary 

tiller or 21” rotary mower. 
Detaches and attaches 

in seconds. 

















dh 
ri. 


Operator releases 
catch and lifts 
power unit off 
tiller base. 





Reese Entire power unit 
‘Ucar comes free with- 
| | out loosening any 
agen ——— nuts or bolts — 
ee ee detaching any 
: belts. 








Operator drops 
power unit on 
rotary mower base 
and locks together 
with a flip of a 
lever. 


as a mower 
as a tiller 


NO BELTS 


— self centering pins guide units into place for 
positive drive alignment. Locking lever auto- 
matically locks power unit together with ac- 
cessory unit. Cone clutch provides instantaneous 
drive connections — no belts, 
gears or pulleys to waste 
time or fuss with. 


Gilson Cone Com- Full 234 horse- 
bination Unit power vertical 
converts in less engine. Cone- 
than 10 seconds and-cup-type 
without tools clutch elimi- 
from 20 inch nates belts that 
tiller to 21 inch can stretch and 
rotary mower. break. 








¢ Packed with NEW sales features, the GILSON ’58 line equips 
you with a choice of tillers (powered both by horizontal and ver- 
tical shaft engines) to fit every customer’s pocket book . . . and a 
combination tiller-mower unit that converts so easy — so fast, it , 

will be the center of interest in any stocking dealer’s garden mart. See ON 


What’s more, the GILSON line is quality engineered and built 
. . . with Timken roller bearings, worm gear drives and easy-to- 
maneuver depth controls. Attractive iridescent copper and white 
finish make them ‘real stoppers’ in any store traffic. 





GILSON 
*““IMP’’ 
TILLER 


A price leader 
with qualit 
features. Worm 

gear drive — e | 
Timken roller 

bearings. Adjustable 
handle bars and depth 
control. Powerful, 

horizontal 134 horsepower 
engine cuts a full 16 inch swath. 
Self-sharpening tines provide 
long, dependable service. 


















GILSON “SUPER” TILLER. GILSON “CORPORAL” TILLER , 


Quality built, worm gear, for all soil conditioning operations. 
‘Timken roller bearing drive. ..—™ Briggs and Stratton 2%4 horsepower 
234, horsepower vertical-shaft engine with handy recoil starter. 
Briggs and Stratton engine has This tiller incorporates all the 
plenty of reserve power to make GILSON features such as 
fast 22” cuts even in hard soils. Timken roller bearings 
Convenient recoil starter with clutch and sturdy one-piece 
control on handlebar. Converts to | handle bars. Standard 
full 32” cut with ext-“ision tines. cutting width 22”, 32” 
e with extension tines. 

mew Horizontally mounted 

engine. 


Y 
See them at the show N ve 
tip GILSON 
National Garden Supply Show 


Navy Pier—Booth 402-405 BROTHERS COMPANY 


Chicago 
November 10, 11 and 12 Distributor’s inquiries invited 
Fredonia, Wis. A7-4341 

















. 
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TO CHOOSE 
AND BUY 


Few who see this dazzling array of sparkling 
, hardware conveniences can resist stopping and 
) Shopping! It’s fun to select the many wanted 

items! (/--] COMPAKS have quality, distinc- 

tion, practicality—everything to attract shoppers 
' who buy fast, yet who want to see at a glance 
what they’re seeking 
—everything to pro- 
mote impulse buying, 
to quicken turnover, to 
increase profits for 
you. Get the complete 

WY #8801 chrome 
and brass assortment, 
including 


 o eam mE 





HARDWARE CORP. 


919-931 N. 5th St., Philadelphia 23, Pa. 
in Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 


DRAMATIC PACKAGING 
makes FA specialties 


‘SO EASY 


FREE 
SALES-MAKING 
REVOLVING DISPLAY 
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KR 
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& 
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a. 














GENUINE 
RADIANT 
REPLACEMENTS 


WE ARE THE SOURCE FOR A COMPLETE 
LINE OF GENUINE RADIANT REPLACE- 
MENTS FOR GAS HEATERS IDENTICAL TO 
THOSE USED BY THE ORIGINAL MANU- 
FACTURERS. 

CATALOGUE FREE UPON 


REQUEST 
JOBBER AND DEALER 
INQUIRIES INVITED 


SHULER DISTRIBUTORS, INC. 


2114 WOODLAND AVE. 
CLEVELAND 15, OHIO 

















New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship !0¢ ea. 
Selling in a self-service store re- 
— a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 
Cash must accompany order 














|IMANUFACTURING CO. 








NEW 
FEATURES-— 
@ MICRO-GROOVED — 
@ SEALED BOXES 
7 VARIO PROOF \\ 


=” )\ 
y 


(I like STAR key blanks/) 
a> O 





@ JEWEL FINISH yy 
STAR KEY & LOCK 





51 SOUTH FIRST STREET 
BROOKLYN, N. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





play is finished in baked enamel 
and is topped by a flow chart. It 
is fitted with ball bearing casters 
and accommodates 25 coils of hose. 
Available with an order of 1000 
ft of hose. Swan Rubber Co. 


For more data circle No. 48 on postcard, p. 165 


Mowers and ‘58 market trends 


The Johnston lawn mower line 
for 1958 is shown and described in 
this colorful brochure available at 
no charge. In addition, the booklet 
discusses the type of prospect and 
market trends anticipated in 1958. 


Johnston Lawn Mower Corp. 
For more data circle No. 49 on postcard, p. 165 


Sturdy shear display stand 


The $18 Shear Merchandiser 
provides a free display stand with 
18 shears. All 18 of the shears are 
held in an 18 x 64 in. area by the 
heavy guage wire stand that can 
be placed on a counter or per- 
forated paneling. Six each of No. 
TD Hedge Shear, No. 22 Grass 
Shear and No. 250 Pruning Shears 
are included in one carton with 
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ey at Where board is 
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Shuey fate 
4 FURRING | -, 4 


Exclusive range of fastening applications — 1/16” to 3/8” thickness. 


wing.ding | BETTER BECAUCE... 









































j 1. Drill 4” hole. QUICK, DEPENDABLE, Be 
? INSTALLATION | Takes smallest hole of any wall fastener. 
| © Easily lines up for setting next to stud. 
Strong one-piece — tripod design. 
| wn | @ No stripping — long threaded section — 6 turns long. 
: * Removable if necessary. 
' @ Sets quickly, easily — no special tools. 
| 
| 2. insert Wing-Ding... 3. Tighten up screw 4. Remove screw. | ha 
| A light tap will set the until expanded — you'll Place fixture over the | ; / 
three gripper teeth. In know when it’s set — Wing-Ding. Re-insert B ——— 
hard wood push teeth in your screw driver tells screw and tighten. ‘ P 
with the screw driver. you! 4 









REDUCE ieee ail WHY osm oe a a 3 WILL DO? 
CAT.NO.| SIZE, Aj} B | H | L__| List per 100_ 


SHORTY 7921 | 48S | %” 5/16", %” | 1” | $6.00 
REGULAR | 7922 | 4SL | %” 5/16") %" | 2” | $8.00 
KING SIZE | 7923 | SSL | 1%" |5/16"| 5/16” 2%” | $12.00 











EXPANSION BOLT Co., INC. 


500 North Avenue * Garwood, New Jersey 


Branches: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, Minneapolis, New York, Philadelphia, 
Pittsburgh, San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. 
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MORE 
SHOPPERS 
ARE SAYING 
‘VAPOCAN, 
PLEASE!” 





No wonder Vapocan, America’s favor- 
ite home-freezing container, is in its 
3rd straight year of record sales! 


3 POPULAR SIZES 


1% PINT PINT 





QUART 


SAME LID 
FITS 
ALL 3! 





Shoppers ask for 





IN THE 
ADVERTISED 


CARTON 








ORDER NOW, 
call your distributor, or write 


Container Corporation of America 


1301 W. 35th St., Chicaco 9, lilinois 


i192 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





—_—— -———_ se 


the stand. A green and white sign 
attracts attention at the top of 
the stand. True Temper Corp. 


For more data circle No. 50 on postcard, p. 165 


Hose accessory assortment 


A complete assortment of Melnor 
garden hose accessories has been 
packaged on transparent, sealed 
display cards. The See ’n Sell as- 
sortment includes everything from 
faucet adapters to the Aqua-Gun 
squeeze hose nozzle, and provides a 
dealer profit of $22.08. A 28x12x12 











in. revolving rack is free of charge 
with the assortment. Carded items 
are also available in bulk. Melnor 
Industries, Inc. 


For more data circle No. 51 on postcard, p. 165 


Electric tool display 


Home shop enthusiasts and pro- 
fessionals will be attracted by this 
colorful all-metal display holding 
the complete line of Sunbeam 
electric tools. Fast selling acces- 
sories are grouped on a revolving 
unit at one side of the window or 

















“SORRY” 


Whenever a customer requests a 
name-brand product, and you say 
amounts to 


“Sorry,” it money 


thrown away. 


Water Masters are readily avail- 
able. Why say “Sorry'’ when a 
small stock will give you your share 
of the millions of Water Masters 


that are sold every year. 


SELL THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’‘s 


TOILET TANK BALL 
America’s Larges? Seller 








F Wes 
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WEIGHMASTER 
BATH SCALE 


j 


~ 65 years 
bi 


\ 


See Your 


_ Jobber 


HANSON SCALE CO. (Es! 
NORTHBROOK, ILLINOIS 











things you should Know about the new 





OUTSIDE TYPE 





Wh 


The outside-bar, pre-assembled Flexscreen is the 
fastest-selling attached model on the market — avail- 
able in 8 traditional and contemporary styles. As 
shown here, fixtures attach, out-of-sight, to under 
side of lintel support — with just two simple holes 
for your customer to drill. 





re 


wy 
haz ig do 
es : 


This new Flexscreen mounting simplifies your stock 
problems — speeds up sales and profits because: (1) 
It is supplied and sold completely assembled in the 
carton (2) Just 3 stock sizes will fit 90% of all fire- 
places. Here’s your chance for “packaged stock’”’ 
sales that yield custom profits! 


§ 





Me 
has ig a 
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The demand created for this simplified, easy-mount- 
ing Flexscreen by consistent national advertising has 
opened a broad, new attached-screen market you 
might have been missing up ‘til now. Get the facts 
on this—and the complete Flexscreen fireplace 
accessory line —from your Flexscreen man. Or 
write us for complete details .... 1057 North St., 
Norwich, N.Y. 
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it pays to feature the favorite. 
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25 Ibs. packed in self- 
dispensing carton. 
Measure-marked every 
10 feet. 


super-TUFF 


50 and 100 ft. coils of 
manila or nylon rope 
in a new combination 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 
Practical rope packages for- Boating 
Home « Farm « Industry «+ Recreation 
MANUFACTURERS re G3 on SINCE 1829 


THE THOMAS JACKSON & SON CO. Reading, Pennsylvanio 


VW 








DOUBLE YOUR SALES! GET THIS BEAUTIFUL 


FREE SHOW-PAK Rack 


oielasleli te Tila metelieia ti mell tif | mer la. i.’ Fi taaleli-me We) siilet-lilela 











Cater to the impulse buyer and win extra profits 
with this big, bright exhibit of hooks for bathroom, 
closets, hallway and kitchen. New display of beauti- 
fully finished, chromium plated aluminum hooks 
sparkles against a rich, blue background, catching 
the eye of everyone who comes near it. Display 





THE ORIGINAL 


PLASTIC ALUMINUM 


mi Lasin the BIG 6-1/2 OZ. TUBE 
as ill 


including $1.40 worth of hooks is free! You pay only 







for the hooks inside the display case. 


Ask for Display No. AL 6600-26--Holds § Doz. CHROMIUM PLATED ALUMINUM HOOKS lita ons 








QUANTITY 





HOOK No. | PROJECTION 





HEIGHT 






LIST PRICE 

















NOW... you have your choice of 
two wonderful packages of DURO 





AL 6650-26 1-4" 









12 only 1-44” .25 each 















































; , Ms P YOULL SEAT the original PLASTIC ALUMINUM 

24 only AL 6651-26 1-4" 1-34" 25 each a ALL SALES RECORD; in the big 5'/. oz. tube. The con- 
| i WITH THIS a een ee Ue 

12 only AL 6652-26 os .30 each cowenre: ace pak counter display corton with 










individually bexed tubes . . . and 
the individually corded Show Pok. 










24 only | AL 6655-26 1-4” 30 each — 









24 only AL 6660-26 2-4" .30 each 










Retoi! Veive 


*DEALER tino rustic awmnum .......... $12.00 


Se a 1.75 


Seen at the 
| Hardware Show 
New DURO 


_ 





Every hook is individually packaged with screws in 
transparent polyethylene bag. 








1 Feur-Color Display Cord 
Order from your Jobber SPAD-] with somple opplication VALUE | care 
Shipped x : 
DEALER COST ONLY ....... $ 7.20 


SAFE PADLOCK AND HARDWARE CO. 
LANCASTER, PA. 






Complete Offer is Limited 


| WOODHILL CHEMICAL MFG. CO., 1391 E. 33rd St., Cleveland 14, Ohio 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


counter display which measures 31 
x 16% x 81 in. Available with a 
minimum order of tools. Sunbeam 
Corp. 


For more data circle No. 52 on postcard, p. 165 


Electric motor catalog 


Grainger’s Motor Book is a cata- 
log of training value to dealers and 
wholesalers who specialize in elec- 
tric motors and related lines. This 
autumn edition is packed with up 
to date information on these lines: 
power plants, blowers, pumps, 
power tools, air equipment and 
other electrically operated items. 
W. W. Grainger, Inc. 


For more data circle No. 53 on postcard, p. 165 


Refillable fastener assortment 
This cap and knurled nut assort- 

ment is the latest addition to the 

Sharon line of refillable fastener 





assortments. There are 16 items of 
brass cap nuts plain and nickel 
plated and brass knurled nuts. 
Sizes range from 4-40 to %-16. 
Sharon Bolt & Screw Co., Ince. 


For more data circle No. 54 on postcard, p. 165 


Chain saw promotion kit 


The latest features of Pioneer 
5 hp chain saw model RA and 7% 
hp model JB stressed in this free 
promotion kit. Included are news- 
paper mats, radio commercial 
scripts, and other advertising sug- 
gestions, plus order blanks for 
dealer personalized book matches. 
Also included are suggested con- 
sumer letter, brochures and a self- 
mailing folder. Display material in- 
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WHEEL BARROWS 


4ANCO MATERIAL HANDLING EQUIPMENT, 


HANDLES 


Select straight-grained hardwood 
handies are carefully shaped and 
varnished. ; 


| steel eons ore pressed or formed 
| spot welded. Continuous steel rod 











pneumatic ball 


bearing wheels or 
plain steel wheels. 3 ) 
NOSE LEGS 

Heavy gavge. Heavy channel ) 
press-formed steel iron legs securely 


nose insures ri- 
gidity, long life 
ond easy dump- 
ing. 


braced for long, 
rugged service. 


For Lasting Profits 
... Sell Barrows That Last 


ZLLILASSS Quality Wheelbarrows Since 1881 


LANCO MATERIAL NANOLING EQUIPMENT / 





CONCRETE BARROW 


An ideal concrete or farm 
wheelbarrow. Large capacity re- 
inforced 25° x 38” steel tray is 
deep and narrow with round nose 
for pouring. Sturdy hardwood 
frame. Appx. wt. 70 Ibs. 





GENERAL PURPOSE 


A general purpose barrow with 
large, one-piece steel tray. 
Square front, extra wide tray per- 
mits side dumping. Tray size 
33” x 42”. Appx. wt. 80 Ibs. 








CONTRACTOR’S BARROW 


For wet or dry bulky materials. 
Heavy gauge, deep-drawn, one- 
piece steel tray 28” x 40”. Round 
front for forward dumping. Heavy 
duty channel iron legs. Appx. wt. 
70 Ibs. 






F 24 





Ask Your Hardware Wholesaler for Complete Catalog Showing 
WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT 





LANSING, MICH. 


BOSTON, MASS. 





MINNEAPOLIS, MINN. 
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BURKS 


sSuper-lurbine Pumps 
Quickly Regain 
Their Prime 


Super-Turbines do not air bind. They 
quickly regain their prime even if low 
capacity or gaseous walls let air into 
the lhne. Burks Super-Turbines pump 
water, air, or a mixture of both to full, 
usable water system pressures. They're 
fully automatic. 


Easier Installations Save Your Time 


Burks Super-Turbines don’t need graded 
lines nor extra-deep ditches. These 
powerful pumps pull good capacity 
through dips and humps in the line — 
even extreme overhead loops caused by 
deep basement floors. 


More Sales From Less Inventory 


Use the same Super-Turbine models for 
either shallow or deep well jobs — with- 
out mechanical change in the pump. 
(In shallow well systems they deliver 
good capacity from suction lifts as 
great as 28 feet!) 


Exclusive Impeller 
Is Selling Advantage 


Because each blade in the 
single impeller accelerates 
in a “multiple-stage” action, 
Super-Turbines give instant 
full pressure response. They deliver 
good capacity throughout the entire 
_rated pressure range. This means 

? long years of service 
because a Burks never 
works under strain. 











See your wholesale distributor 
or write for further information. 


DECATUR PUMP COMPANY ; 
52 E ELK STREET DECATUR, ILLINOIS ® 
SSeeeeseeeeeeeoeeeeeeoeeeeese 
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TO HELP YOU SELL 

















@ For more information on these products and services 


use free post card on page 165. 


cludes hang tags, window streamers 
and a window decal. Illuminated in- 
door and outdoor signs are avail- 
able. Pioneer Saws Div., Outboard 
Marine Corp. 


For more data circle No. 55 on postcard, p. 165 


Warning light display-shipper 
The Dietz transistorized _ elec- 
tronic highway flasher is being 
packed in an attractive light gray, 
yellow and black shipping display 
carton. Two Visi-Flash lights are 
packed in each sturdy carton. Also 
available are Comet electric lan- 





terns in three styles at $2.98. Use- 
ful as business gifts. R. E. Dietz 
Co. 


For more data circle No. 56 on postcard, p. 165 


Fishing line catalog 


Coral King coral colored fishing 
line is featured in this 8-page cat- 
alog covering the 1958 Sunset 
series of fishing lines. The colorful 
844 x 11 in. booklet gives all vital 
statistics and illustrates each line 
and its particular merchandiser. 
Sunset Line & Twine Co. 


For more data circle No. 57 on postcard, p. 165 


All-purpose oil in spray can 

The well known 3-In-One Oil- 
Spray is available in this 3-oz 
spray can retailing at 50¢. The 
oil comes out in a fine spray that 
spreads a thin, protective film over 
tools, garden equipment and any 
other item needing lubrication or 





protection from rust and corrosion. 
The spray container is handy for 
reaching out of the way places. 
Boyle-Midway, Inc. 


For more data circle No. 58 on postcard, p. 165 


Model ship color streamers 


Full color streamers are avail- 
able for four ITC Model Craft ship 
model hobby kits. The streamers 
are 18 to 30 in. in length and give 
a description, main selling points, 
price and pictures the ship. One 
streamer is included in each master 
carton and additional ones are 
available free. Also available is a 
3-D display unit for the Corsair II 
at $4 and a 3-D unit for the Cler- 
mont at $3.50. Ideal Toy Corp. 


For more data circle No. 59 on postcard, p. 165 


3-dimension skate display 
Customers will be tempted to 
spin the wheels of the skates in- 
serted in the platform of this color- 
ful counter display. They’ll notice 


* “ 
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the construction of the skates, too. 
The slots will accommodate most 
models in the Chicago skate line. 
Size of the display is 18 x 13%4 x 
8 in. Chicago Roller Skate Co. 


For more data circle No. 60 on postcard, p. 165 


Bathroom scale displays 


Two scales are displayed and 
four cartons are stocked by De- 
tecto’s No. 6R5 scale displayer 
(shown). A single scale rack, No. 
IRI, is available for use on perfo- 





rated paneling. Both racks are 


free of charge. Detecto Scales, Inc. 
For more data circle No. 61 on postcard, p. 165 


Sink mat display package 


Rubbermaid sink liner mats are 
being packaged in a display box 
printed in red and black on bright 
yellow stock. The compact package 
has a transparent window and has 
lettering in eight directions for 





right side up display. Wooster Rub- 
ber Co. 


For more data circle No. 62 on postcard, p. 165 


Caulking cartridges in foil 


Caulk-O-Seal is being packaged 
in foil cartridges with the familiar 
blue and orange color scheme cre- 
ating an eye-catching package. The 
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new foil cover is available on the 
No. 8% Calbar cartridge which fits 
full barrel and drop-in type caulk- 
ing guns. Calbar Paint & Varnish 
Co. 


For more data circle No. 63 on postcard, p. 165 


Portable mixer merchandiser 
This permanent display fixture is 
free with an order for one of each 
model Mixette portable mixer. The 
91% x 25 in. display holds a Mixette 


doore de HAMILTON BELA so 
ets + 





in each of five color selections and 
is of wood and wire construction. 
Hamilton Beach Co. Div., Scovill 
Mfg. Co. 


For more data circle No. 64 on postcard, p. 165 


Window shade pull packaging 


The Ru-Son plastic Slide-On win- 
dow shade pull is available in an 
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eUse corrosion-resistant bronze 
e for all pumping parts... 

> . Mineral deposits don’t collect to 
7 


@ city. You’re not faced with call-backs 
to explain a pump that doesn’t furnish 
top capacity. Heavy cast bronze sur- 

. the 

. all bronze 

impeller (b) (the only moving part) 


rounds all pumping activity . . 
all-bronze educer (a). . 


. and the fully enclosed all-bronze 
diffuser (c). 


Versatile And Easy To Install 


Burks HV-Pumps are installed horizon- 
tally or vertically . . . either directly 
over the well or offset, without me- 
chanical change. Use them for shallow 
or deep wells and conversion is easy if 
needed. Small and compact, these 
pumps fit into close quarters and adapt 
to almost any location. 


Competitively Priced 

Centrifugal Design, But .. . 

. won't 
. and handle air so well 
they even prime shallow well suction 
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HV-Pumps are fast priming. . > 
air bind . . . 
7 

lines. Their new mechanical seal re- 
quires no adjustment. Motors have built- 
in overload protection and automatic 
reset. 


- 
2 
» 
. 
> 
- 
This Exclusive Feature = 
Helps You Sell e 
>; Straight channels in the HV- > 
\)’ Pump impeller throw water » 
in greater volume and force @ 
to the cam-like outer rim. = 
There, “Kam-Action” controls the tur- 
bulence and directs the water flow. This @ 
improved centrifugal action gives > 

good capacity at higher 
= 
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pressures and eliminates 

any need for multiple 
impellers on ordinary 
water systems. 


See your wholesale distributor 
or write for further information. 


ECATUR PUMP COMPANY > 


52 F ELK STREET | DECATUR, ILLINOIS © 
eeeeeeeooooooooooooooee eee © 
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| paryouts 


| IN THE NYLON 


CORD BUSINESS | 


® The Easy Way 

® The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 


‘ , 
—=—_ — 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16", V4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


CORDAGE 2 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 


. | 


M7OHWELP YOU SELL 





| 








f 6| Great Neck Saw 
= | Ine. 





| 


/ 


New Displays and Other 
Dealer Sales Helps 


attractive counter display box. The 
box holds 3 dozen shade pulls in one 
color. Colors are crystal, white, 
ecru, dark green, and pink. Retail 
price is 10¢. Pulls are also available 
carded. Ru-Son Products Co. 


| For more data circle No. 65 on postcard, p. 165 


Keyhole saw display card 
Customers will be attracted by 


this eye-catching card for Great | 
Neck keyhole saws. The piston grip, | 


gold alloy saw handle stands out 


t 


| against a black background. There 
are 24 cards to a package. Saw 


blade is flexible tungsten steel. 


Manufacturers, 


For more data circle No. 66 on postcard, p. 165 


Double-bin tape display deal 
Thirty-six special 98¢ combina- 
tions of a plastic household dis- 
penser with an economy size roll of 
Scotch brand cellophane tape are 


contained in this floor stand dis- 
play. Less than one square foot of 


| space is taken by the double-binned 











® EYE-APPEALING 

© BUY-APPEALING 

© PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO rLLINOTS 














When Your Customers 


SQUAWK 


ABOUT 


SQUEAKS 


Tell them about DOOR-EASE 
Stainless Stick Lubricant! Used 
like a crayon, DOOR-EASE 
stops squeaks . opens 
drawers, zippers, windows 
and anything else that sticks. 
Use it yourself around the 
store. See how many wonder- 
ful ways DOOR-EASE can be 
use. It’s nationally advertised, 
and handsomely packaged in 
a free display box. Sell both 

sizes, 15¢c 





AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 
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| Lawn and Garden 
HOSE REELS 


Two, new improved models for every need... 
homes, parks, playgrounds, motels, schools, 
hospitals, parking lots, service stations, nurseries. 


® Longer life for any hose as hose on reel is safe from 
abuse... ready to use from 5 ft. to full length. 


® No drag...free-reeling and unreeling while the 
water flows. 


® Super-rigid twin steel drum discs with deep-ribbed 
steel hose supports. 


® Attractive aqua and yellow baked enamel finish. 
Tubular parts are rust-resisting...Bonderized and 
baked enamel steel. 


Easy assembly and operating instructions included. 


Item No. 222 SIDE WINDER 
Cart-type HOSE REEL 


Capacity 150 ft., %” O.D. 
garden hose. Easy rolling on 
wide rubber-tired wheels that a 
protect lawn. Complete with : 
3% ft. flexible leader hose 
assembly. Reel lifts from stand 
which becomes a sturdy hand 
truck. Packed one complete 
unit per carton K.D. 
Shipping wt. 17 Ibs. 





item No. 220 Direct Faucet-mounting HOSE REEL 
Holds 150 ft., #4” O.D. garden hose. Rigid pipe mount 


i ae ‘ Cart with hose reel 
Retail Faiz Trade Price SIAEOS veneieuntedk aaninae: am holds reel firmly on faucet. Individually cartoned. 
sturdy hand truck. Shipping wt. 6 lbs. Retail Fair Trade Price SQVS 














Reel can be mounted on either Ideal for carrying garbage or Faucet-mounting reel is easily Precision-engineered “Pres- 


upper or lower rungs of cart rubbish cans, luggage, many detached from connector arm SURE” water seal, machined 
at the most convenient height. other heavy articles. for storage by disengaging brass, zinc-plated, gives non- 
spring clip. binding, water-tight, leak-proof 


FREE Mats, Glossies, Electros available to 


tie in with Cal-Dak National Advertising! performance. 











Manufacturers of Work-Saving Quality Housewares 
THREE FACTORIES: LITTLE ROCK, ARK. © LANCASTER, PA. © COLTON, CALIF. 
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TAYLOR MADE 


tape-measured 
and COlor-coded 


®e Positive 
fe t-tababalor-aaleols 


et ok - 02 Oe 2 Veolel eh a-ba— 
Measurements 


color coded RED 
. color coded GREEN 
color coded BLUE 
color coded ORANGE 


Taylor’s color-coding and tape-measuring help you and 
protect you three ways. Chain is color-coded for grade. 
Taylor’s famous brand name and the grade is clearly 
printed on each tape. Colored tapes are located at five-foot 
intervals. The obvious result is more satisfied customers, 
fewer costly mistakes in grade and length... faster sales 
and more chain profits for you! 


BBB, PROOF COIL packed 
in handy metal TAYPAILS 


i 
<e ig TM Taypails with Color-coded and 
= (4 Tape-measured BBB and Proof 
1 


bee con cum Coil Chain are best sellers with 
jobbers and dealers everywhere. 
Stack easily for effective mass 
displays—hold approximately 100 
pounds of 3/16", 1/4”, 5/16” or 
3/8” TM BBB or Proof Coil Chain. 


«? f} 
yeni oo 


Advertised in Business Week, Stee/ and 
other /eading business pubiications. 


CX Bin tS Or specialty, not our sideline! 


Taytor Mabe 


A GREAT NAME IN 


* 
SINCE 1873 


S. G. TAYLOR CHAIN CO., INC. 
=Top melt): a t-laslaste ale Man baleit-tar-| 
3505 Smaliman St., Pittsburgh, Pa 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


unit. Dispenser and a 59¢ tape roll 
come mounted together on a card. 
Minnesota Mining & Mfg. Co. 


For more data circle No. 67 on postcard, p. 165 


Glass cleaner in spray can 


Dirt and grime is dissolved and 
no film is left by the new Sprayway 
glass cleaner available in push but- 
ton aerosol cans. The cleaner also 
deodorizes the room as it cleans. 
Comes in 14-oz dispensers packed 


12 to a carton. Sprayway, Inc. 
For more data circle No. 68 on postcard, p. 165 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Wood, metal store fixtures 


A choice of wood or metal is pro- 
vided in the Flexorama 600 series 
of fixtures for stores. Wall cases 
feature three-foot, perforated 
shelves and price ticket moulding 
that takes % or 1% in. tickets. 


There is a choice of six colors for 
the back panel and shelves and 15 
combinations of color and design 
are available for cornices. Also 
comes with a choice of perforated 
or solid novoply base. Streater In- 


dustries, Inc. 
For more data circle No. 69 on postcard, p. 165 


Steel shelving bulletin 

Six basic types of Penco ad- 
justable steel shelving are de- 
scribed and illustrated in this 6- 
page bulletin. The basic units are 
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Money -Making News for Hardware and Garden Supply Dealers Only! 


Make °99= Profit on a 
i.) ‘1524 Lawn Seed Investment 


New Earth Carpet Sampler Deal No. 58 
Gives You a Complete Lawn Seed Dept. 
Covers Only 4 sq. ft. of floor space 


The Earth Carpet lawn seed department can be the most 
profitable department in your store . . . based upon the space it 
takes to display it. Just allow only 4 square feet of floor space during 
spring and fall selling seasons for this traffic-stopping Earth Carpet 
display. You’ll make $99.52 . . . a big 40% profit on every package 
you sell. Earth Carpet is sold exclusively through hardware and 

' garden supply dealers. Fair-traded prices means no price cutting 

Eaith Carpe competition with food and drug stores, or discount houses. 


Contains 6 Special Purpose Blends of Grass Seed 
for Every Kind of Lawn 


This new Earth Carpet Sampler Deal is a complete lawn seed 
department. It features 6 faster selling special purpose blends—each 
with a scientifically correct formula to grow the kind of lawn your 
customers want. There’s a size package to fit every lawn... a price to 
fit every pocketbook. Earth Carpet special-purpose blends 

turn lawn seed problems into sales for you. 


LC OE i A Ee 





Here’s what you get 


in each Sampler Deal 


CASES EARTH CARPET UNIT SIZE PACK 
Executive 1 Ib. 24 
Gold Label 1 Ib. 24 
Red Label 1 Ib. 24 
Red Label 5 |b. 10 
Green Label 1 Ib. 24 
Green Label 5 |b. 10 
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Pius these FREE profit-making selling tools 


the EARTH CARPET GRO-KIT—a living display that 
actually grows a patch of Earth Carpet grass right in 
your store. Stops traffic, builds impulse sales. 


\ 





SS 
~* 


Merchandising Display Rack @ Colorful Posters © Lawn- 
Making Booklets @ Retail Price Cards © Ad Mats and 

Radio Scripts on a generous 50/50 Coop basis Feature EARTH CARPET 
ORGANIC Lawn and Plant 
Food Too! 


EARTH CARPET OR- 
xANIC is just what your 


aun GA Y : 
etter homes | Suneay rrieune | ustomers need to feed their 











lawns, gardens, shrubs, trees 
and flowers. It contains no 


And EARTH CARPET pre-selis your customers with Exciting odors, can be stored indefi- 
National Advertising in Life, Better Homes & Gardens, Sports nitely, and is packed in 5 and 
illustrated, Dynamic Local Advertising in Key Metropolitan 50 Ib. self-selling poly bags. 
Newspaper Garden Sections 











Dealers: See your wholesale distributor @ Distributors: Some territories still open, write 


L. TEWELES SEED CO. mitwaukee 1, wis. 
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—___BOMMER Spring Pivot-Hinge 


(BALL BEARING) 
> The new construction of this Bommer 
Horizontal Spring Pivot-Hinge now per- 


mits its use with louver, hollow metal, or 
flush doors with a narrow bottom rail. 


wT 
2 ene 


















The Bommer Spring Pivot-Hinge holds the 
door open when swung 90 degrees. The 
spring is made of oil-tempered steel wire, 
has great resilience and power and the 
tension is correctly set for doors 1-1/8” 
to 1-3/4” thick. Available in all standard 
finishes. 






























Types: 4200—Regular Application 
J 4200—With Jamb Plate for con- 
crete or tile floors 
4200 X Light Spring—for light 
weight, full length louver doors. 
















BONMMER 


SPRING HINGE CO. INC. 
EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C. 
\ 


q » SALES OFFICES G WAREHOUSES 
BROOKLYN: 263 CLASSON AVE. «+ CHICAGO: 180 N. WACKER DRIVE. 


















































styled to sell itself! 
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An entirely new area of profit for the hardware dealer! 
Quality stainless designed for today’s market. ..merchan- 
dised and priced to sell itself...in sensible merchandise 
units especially geared for hardware stores. Individually 
presented on beautifully designed cards under clear plastic— 
the only skin-packed flatware! Counter or shelf racks dis- 
play the merchandise with self-service appeal. Specially 
priced deals including open stock and sets are available. 








For complete information write to 


CONTINENTAL STAINLESS CORPORATION + 690 Broadway + New York 12, N. Y. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





available in an indefinite number 
of variations and sizes. Construc- 
tion features, arrangements, in- 
stallation and specifications are all 
included. Penco steel lockers and 
storage cabinets are also shown in 
the bulletin. Penco Metal Products 
Div., Alan Wood Steel Co. 


For more data circle No. 70 on postcard, p. 165 


Panel delivery truck, 1958 


Here is the Chevrolet Apache 
light-duty panel delivery truck for 
1958. It is powered by the Chevro- 
let 235 cu in. 6-cylinder engine 
rated at 145 hp. A 160 hp V8 en- 
gine is available as an option. Hy- 








dramatic or heavy-duty 4-speed 
transmissions are optional. The 
light-duty vehicle with GVW ,rat- 
ings up to 9600 lb is available on 
six different wheel bases. An econ- 
omy 3.7:1 rear axle ratio is also 
available. Chevrolet Motor Div., 


General Motors Corp. 
For more data circle No. 71 on postcard, p. 165 


Mobile storage system folder 


If you are cramped for space in 
the stock room you will be inter- 
ested in this brochure on “A New 
Standard For Space Utilization.” 
The Dolin mobile storage system 
for eliminating wasteful aisle space 
is described and illustrated in full. 
From seven to more than 10 rows 
of storage equipment can be accom- 
modated in one aisle and storage 
capacity increases of from 30 to 70 
percent result. Mobile Storage Div., 
Dolin Metal Products, Inc. 


For more data circle No. 72 on postcard, p. 165 


(Resume reading on page 17) 
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HARDWARE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, 


¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


¢ All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 








fy AP 
AGE 






f 









’ 
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aH . 





JH 440M 





A.H.C. 
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234 pages, 
385 illustrations, 


* Detailed descriptions of functions, applications, specifica- size 8!/." x 11" clothbound 


tions and estimating. 


This all-inclusive volume covers base 
metals, finishes, hinge requirements, 
lock functions, exit devices, door closing 
devices, lock security and keying, hard- 
ware installation, special type hard- 
ware for specific types of buildings, 
and safety precautions. Operating 
costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. 





WRITTEN BY AN EXPERT 
WITH 45 YEARS' EXPERIENCE 
IN BUYING, SELLING 
AND MANUFACTURING 
BUILDERS’ HARDWARE 


O 
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Price only $8.00 


RECOMMENDED BY NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 


—how to set up a builders’ hardware department—and 
make it pay 


—how to read blueprints and specify jobs 


—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


SSS SS SSS SSS SSS SSS SSS SSS SF SF SSF SF SSS SSF SF BSF FF SF SF SBS SSS ee ew, 


HARDWARE AGE, DEPT. A2 

56th & Chestnut Sts. 

Philadelphia 39, Pa. 

Please send me ...... copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 


the invoice in the amount of $8.00 per copy, plus 45 cents handling and 
postage. 


I 6 i ee 2 ann 6 64 46d ane Pewee O00 ton bee 
CLs 6:6 DER MUN Ss waNeibs wo6400 sce eee eetevee sabes , 
GPT cc vnccccccccccccccese Zone ...... DOGO ccccccceses 
Check here if sending payment with order, saving you the 45 cents handling 


and postage charge. 


“Tr ?Trt?Ttrrrreeefterfrerereretéiertseéerereererereteieoutefeotiistioisistitstistssissstststssss 


How's the Hardware Business? 





Federal Trade Commission rules trading stamp 
plans are not unfair method of competition 


The Federal Trade Commission 
has ruled that trading stamp plans 
in themselves are not an unfair 
method of competition. 

However, the FTC warned, that 
does not mean that certain indi- 
vidual stamp plans may not be 
operating in violation of the law. 

Changing circumstances, or 
methods, may show some stamp 
plans are being unlawfully oper- 
ated, FTC said. It intends to con- 
tinue to study individual stamp 
plans and will take action where 
necessary to prevent deception of 
customers, price discrimination 
and other illegal conduct. 

At the present time, however, 
FTC will take no action against 
trading stamp companies. 

A major factor in this decision, 
FTC explained, is the apparent 
reluctance of the states to act in 
this matter. 


FTC pointed out that legisla- 
tures in some states have refused 
to take action against stamps. In 
other states where action was 
taken, the state supreme courts 
ruled the action was unconstitu- 
tional. 


Trading stamps are not new, the 
FTC report noted. They date back 
over 60 years. Between 1917 and 
1954, FTC ruled on trading stamps 
on at least six occasions. In no 
case did FTC rule that trading 
stamp plans in themselves were 
unlawful. But acts of certain in- 
dividuals were found to be un- 
lawful. 


The FTC report also noted that 
there are now 300 companies oper- 
ating trading stamp programs. 

Another government study into 
trading stamp operations is con- 
tinuing. The Agriculture Dept. is 
investigating the effect of trad- 
ing stamps or marketing price 
spreads. So far there is no in- 
dication when the study will be 
completed. 
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Manufacturers’ sales 
up slightly in August 
Manufacturers’ sales_ rose 


slightly in August, the Commerce 
Dept. reports. 


Manufacturers’ sales in August 
totaled $29 billion. This com- 








Eight wholesalers to 
distribute gift book 


A Christmas gift book for dealer 
use has been prepared for eight 
wholesalers by Meyer Merchandis- 
ing Service, Inc., Chicago. 

Featured in the 16-page book are 


IFT BOOK 


one TR Laat 


housewares, sporting goods and 
tools. 

Wholesalers distributing the gift 
book are Decatur & Hopkins Co., 
Boston; C. M. McClung & Co., 
Knoxville, Tenn.; Orgill Brothers 
& Co., Memphis, Tenn.; John Pritz- 
laff Hardware Co., Milwaukee; 
Townley Metal & Hardware Co., 
Kansas City, Mo.; Tracy-Wells Co., 
Columbus, Ohio; Zork Hardware 
Co., Albuquerque, N. M.; and Zork 
Hardware Co., El Paso, Tex. 

Meyer has also prepared a 4-page 
broadside for November distribu- 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


pares with $27.2 billion in July, 
and $28.2 billion last August. 

New orders placed with manu- 
facturers increased slightly from 
$26.2 billion in July to $27.5 bil- 
lion in August. New orders 
placed in August 1956 totaled 
$29.9 billion. 

The backlog of unfilled orders 
continued to decrease. In Au- 
gust the total was $57.8 billion. 
This compares with $59.3 billion 
in July and $64.1 billion in Au- 
gust 1956. 

Inventories held by manufac- 
turers increased. August inven- 
tories totaled $53.5 billion. Last 
August the total was $49.9 bil- 
lion. In July the total was $53.8 
billion. 








tion. “Parade of Holiday Values” 
features housewares, tools and 
sporting goods. 


Supplee-Biddle-Steltz 
prepares 2 circulars 

Two fall circulars for use by 
dealers have been prepared by 
Supplee-Biddle-Steltz Co., Phila- 
delphia wholesaler. 

Each circular has eight tabloid- 


26 INCH STRAIGHT SACK 
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Pe wae and now it’s.... 


NSikt2)) WASHERS 


@ Whether dispensing or using washers... | ag oo 
there’s great personal satisfaction in han- ™~ 4 aie 
dling clean washers that don’t mess up your 
hands nor soil the “‘work’’. 

Yes, washed washers are the latest prac- 
tical innovation introduced by Wrought 
Washer Mfg. Company, applying to all 
popular sizes of U. S. Standard and SAE 
Washers, including also Rivet Burrs and 
Machinery Bushings. All grease, graphite, 
oil and other foreign matter is removed by 
our special washing process. This is a new 
plus value over and above the consistent 
high quality which is an inherent part of 
all Milwaukee Wrot Washers... at no in- 
















Br 


packaging 





crease in price! 

No matter what your washer requirements 
may be... every type, size, material and 
finish . .. look to Wrot Washer as your No. 
1 source. Write for Catalog No. 40. 


In keeping with a policy of 
*‘dressing up’’ the washers them- 
selves, by our special washing 
process, they are now put up in 
attractive 1-lb.and 5-lb. packages 
with a tough, transparent Mylar 











window which makes visible the 
actual washers .. . clean to 
handle, better to use. 


DEALERS: Order from your regular jobber 
... I-lb. and 5-ib. packages, put up in 
200 Ib. shipping cartons. 





A7-9090-1P 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET MILWAUKEE 7, WISCONSIN 
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SCOTTY LINE... 
FOR Z®* AND BUY APPEAL 


ADJUSTABLE CAR HOOK ADD - A - SPACE 


An all-car garment CARRIER Over door 10-garment HANGER 


Individually ear- ” 
ded on self-sell- & 
ing flag - ecard, 
suitable for rack 

or counter. 





) 2S * 
E SA: 

_¥ >> 

Lift-push—it's open | 

Pull-drop—it's closed 


‘*Makes any door another Closet !’’ 
‘““MWakes every closet a quest Cloxet !’’ 


Fits all doors—permits free door 


| 
Holds up to 10 garments and one hat. action. 


Fits all closed cars with hooks including 2: Rieeeeelll too! hol 
ibys ovable—no tools, no holes. 


Holds travel bags and vacation clothes * No damage to wood or paint. 
ie Gr ar Cheat. * Folds flat against door—holds 10 
Portable too . . . Garments can be car- garments. 
ried from car on Car-Hook and hung on | AS 78 Overdoor Hanger Holds 8 garments 59¢ 
closet hook or nail. AS 76 Screw-on Type Hanger. Holds 10 garments 69% 
Write today for attractive catalog and liberal freight policy 


SANJO UTILITY MANUFACTURING CO., INC. 


43 Grand Street, Brooklyn 11, N.Y. 


Backed by 35,000,000 ads 


this year alone! 











Rats an 


! 
4 Mice are Expensive Boarders! 
X on 4 f° 





arin Wai ts.kalboff whole 
s of rats and mice in 
5 to 14 days. No bait shy- 
ness, pre-baiting is conn 
necessary: For provenr 

sults, look for warfarin ~ 
the label of the next baits 


you buy. 


Warf 


colonie 








ian. 
4 wartar' wn 


K 


v1 
Wiir 


the magic name that se// 
RAT and MOUSE BAITS 


BE SURE THE LABEL ON BAIT 
YOU STOCK says warfarin’ 
ee, eee 
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New Wholesalers’ Aids 


(Continued ) 





size pages. Four pages in each cir- 
cular are printed in two colors. 

Space on the front covers pro- 
vides for dealer imprints. 

Themes of the circulars are 
“Fall round-up of special prices” 
(shown), and “Come in and save.” 

Items featured in both circulars 
include housewares, sporting 
goods, tools and electrical sup- 
plies. 


Ace Hardware mailer 
issued to dealers 

Ace Hardware Corp., wholesaler 
in Chicago, recently distributed 
760,000 copies of its Fall Bargain 
Book to dealers for consumer dis- 
tribution. 

Included in the 32-page book are 
hand tools, power tools, housewares, 





BARGAIN BOOK 
jFALL 1957 














sporting goods, lawn equipment, 
residential hardware, paints, plumb- 
ing and electrical supplies. Sixteen 
of the pages are in color. 

Ace Pace Setters and Ace Spe- 
cials are featured throughout the 
book. Half of the circulation had a 
four-page rural merchandise sec- 
tion. 

Space for dealer imprints was 
provided on the cover. 

Store display materials, banners, 
pennants and price cards were sup- 
plied to each store. 
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_. _What Dealers Say Ab 
" y About 
FRANTZ (7777 HANGERS: TRACK 


“OUR DOOR HAS ROLLED 
ON GLIDE HANGERS AND — - ie 
BUILDING FOR 43 YEARS ps a 

IN EXCELLENT CONDITION. ! seep 
YEARS WE HAVE NEVER HAD pcetporb 
A SINGLE GLIDE HANGER 


OF GLIDE TRACK. 


(signed) Mr. George Tarkelson, Mgr. 
Richmond Lumber Company 
Richmond, Indiana 













Take the word of a second genera- 


tion Frantz dealer! Sell Glide! The 
original one-piece watershed Track 


and Cover for any thickness door. 


George Tarkelson 
is the son of ~© 
sees Sa es Free running roller bearing Hanger GUARANTEED BUILDERS HARDWARE 
firm, and the first cannot bind, drag or derail. Abso- 


Sas dealer in lute “‘tops” for sliding doors! FRANTZ MANUFACTURING CO. 
ndlana. 





STERLING, ILL. 


EASY TO SELL - EASY TO INSTALL: HARD To WEAR OU 












PROFIT win 


NEW 


AIR VOLUME CONTROL 


a 
eeeeeseeeeeceeeoeeeseeoeeeseeeeeeeeeeeeeeeeeee ® 
ae - ot 
% f 













FITS ALL 
TANK SIZES 
THROUGH 
82 GALLONS 


@ For use with all shallow well 
and deep well jet pumps. 


@ Practically eliminates 
water-logged tanks. 


@ Reduces inventory. 


@ Easy to install. 
The next time you replace a de- | DO 7 7 + +: A U ; ty 
fective air volume control, try ® 





this amazing new Sta-Rite con- STEEL THREADS IN WOOD. 
trol. What a difference! No dia- 

phragms. No wearing parts. ® ORDER NOW! 
Larger air capacity. One control 

fits all popular tank sizes. Costs Also, investigate other Dot profit-producing 
no more. Complete with tube | : 

and fittings. See your wholes | fastener hardware available on cards for 


saler, or write: hardware stores. Write: 









STA-RITE PRODUCTS, INC. | 





102 S. 8th St., Delavan, Wisconsin ae LUMBIA FASTENER COMPANY 
Sales Offices and Factories at: 
Chamblee, Ga., Los Angeles, Calif., Hialeah, Fla., Dayton, Ohio 3229 S.-ASHLAND AVE CHICAGO 8, ILl 


In Canada: Sta-Rite Pumps (Canada) Ltd., Ajax, Ontario Subsidiary UNITED-CARR FASTENER Corporation 








bo oe 
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CLAMPS 


PRICED TO SELL... . QUICK 


Customers instantly recog- 
nize and like B&C Low 
Cost, High Quality, De- 


DUCTILE IRON 
CARRIAGE CLAMPS 


8 sizes to 8"' openings. 

I", 2" and 3" are Malleable. 

I", 2", 21/4" and 3" finished in 
bright nickel plate. 


SUGGESTED RETAIL 
e  osceme GO” .. -« sOeae 
=. esscae SO occe Bae 
22"... .74¢ OC . ccs Ee 
e «see CS cess ee 


DUCTILE IRON 


DEEP THROAT 
CLAMPS 


7 sizes to 6" openings 
SUGGESTED RETAIL 
ae 4"... .$3.16 
.: «cospee S sen) aa 
22". .$1.08 6".... 4.04 
Ss «- 46 


Combination vise type handle and free 
acting rocking pads on both above types 
of clamps assure quick, easy, safe tight 
clamping. 
Sell and stock the B&C complete line. 
Profit by their growing demand. . . 
quicker profits. Send for all the 
facts, or see your jobber. 


THE 


BRINK & COTTON 


MFG. CO. 


33 POLAND STREET «© BRIDGEPORT, CONN 
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Promotions 








Pioneer Saws campaign 
builds customer list 


A national advertising campaign 
to bring more customers in contact 
with its dealers is being conducted 
by Pioneer Saws Div., Outboard 
Marine Corp., Waukegan, IIl. 

One phase of the campaign in- 
cludes a group of four-color ads on 
the inside back cover of Outdoor 
Life, Sports Afield and Field @ 
Stream magazines. These ads will 
carry return postcards on which 
the reader can request detailed in- 
formation. Pioneer will forward 
the cards to the nearest local deal- 
ers for follow-up. 

Farm journals will carry ads fea- 
turing names and addresses of local 
dealers. Regional editions will be 
used to localize dealers’ locations. 

Other promotional material is 
being sent directly to dealers. 


Black & Decker running 
Christmas ad campaign 


Black & Decker Mfg. Co., Tow- 
son, Md., is conducting Operation 
Bell Ringer to increase sales of its 
electric tools as Christmas gifts. 

Advertising will appear in 14 
consumer magazines, 109 Sunday 
newspapers, and radio commercials 
on “Monitor” on NBC. 

Advertising copy in women’s 
magazines will recommend Black & 
Decker tools as gifts for the man- 
of-the-house. 

Displays, envelope stuffers, fact 
tags, newspaper mats and radio 
transcriptions are offered for dealer 
use. 


Otto Bernz conducting 
torch trade-in drive 


Otto Bernz Co., Rochester, N. Y., 
is conducting a trade-in campaign 
to increase sales of Bernz-O-Matic 
all-purpose torch kit. 

The campaign will be backed with 
full-page black and white and two- 
color ads in Popular Science, Living 
for Young Homemakers and Family 


Manufacturers’ New Merchandising Plans 





Handyman. The campaign will run 
for at least six months. 

Under the trade-in plan, dealers 
can offer customers a $1 trade-in 
allowance for any torch, regardless 
of brand, type or age, toward the 
purchase of the Bernz-O-Matic kit 
which regularly sells for $8.88. 


Choremaster films are 
made for dealer TV use 


Four television commercials for 
dealer use next year have been 
made by Weber Engineered Prod- 
ucts, Inc., Cincinnati. 

The filmed commercials will ad- 
vertise the 1958 Choremaster Safe- 
T-Guard, the tiller-mower combina- 
tions, the heavy-duty tiller and the 
new riding rotary mower. Each 
commercial will be available in 20- 
second or one-minute versions. 

Dealers may get more informa- 
tion about the films by writing to 
Don Culver, sales promotion man- 
ager, Farm & Garden Sales, Inc., 
Evans St. at W. 8th, Cincinnati 4, 
Ohio. 


TV commercials being 
used for Black Flag 


Boyle-Midway, Inc., New York, is 
sponsoring six network television 
programs each week day to pro- 
mote sales of Black Flag insecti- 
cides. 

Black Flag commercials are ap- 
pearing on “Love of Life,” “Secret 
Storm” and “Douglas Edwards and 
the News” on CBS-TV; and “Queen 
for a Day,” “It Could Be You” 
and “Truth or Consequences” on 
NBC-TV. 


Bridgeport Brass using 
network TV advertising 


Bridgeport Brass Co., Bridge- 
port, Conn., is using network tele- 
vision to advertise Bridgeport 
Ware cooking utensils. 

Advertisements are being used 
three times weekly on the “Today”’ 
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Scape 
in Sabinin> aid ee 


Check "Yeeua “SELL” Séabena 





@ Knurled, heat-treated gripping plates, easily 
removable. 


@ Swivel base — positive locking mechanism. 


@ Fitted with removable pipe jaws, anvil with 
horn for shaping, and steel cut off tool. 


@ Top and base in durable Kam 
Hammer finish. 


AMERICAN SCALE 
Aca VISE CO. 


“Since 1895" 
Vi ’ 2745 Southwest Bivd., 
ys Kansas City, Missouri 


Sold Every- 
where Only 
Through 
Wholesalers 






f is es | 
: Rien oR ‘<> QO NE . 
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a a aS 











Mr. Dealer 


This colorful 2 34"' x 7" counter 
display will stop store traffic. 


It's not the size, but the dynamic combination of form 
and color that attracts the eye and arrests the attention 
of a passer-by. The new FLETCHER glass cutter display 
does just thi¢g as you will readily admit when you see it. 
It has brilliance to command attention and harmony to 
invite a closer inspection. 


STANDS ON COUNTER OR HANGS ON WALL 

Impulse buying has here-to-fore not been associated 
with glass cutters. Stand the new FLETCHER display on a 
counter or hang it on a wall panel and watch the change 
in buying habits. Your glass cutter stock will melt away 
surprisingly fast. 


IMPORTANT WHEEL IMPROVEMENT 
Every FLETCHER glass cutter is now equipped with the 
recently improved LUBRICONE IMPINGED wheel. These 
are longer lasting, smoother cutting, dependable wheels. 
LUBRICONE IMPINGEMENT is an exclusive FLETCHER 
feature and costs no more than ordinary wheels. Try them 
and you will recognize the difference. 


THE FLETCHER-TERRY COMPANY 


919 SOUTH STREET © FORESTVILLE, CONN. 
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FORGED 
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“€) 
means greater 
handle volume for 


you... naturally. 








Volume begins with good advertising . . 
is your best advertisement . . 
handles satisfy every customer. 


. a satisfied customer 
. and Hill Hickory Forged 
Here's why. 


The greater natural toughness of Hill Hickory 
handles means (1) greater natural ability to 
spring back to original shape after sudden stress, 
and (2) greater natural ability to soak up the 
shock of impact. 


Add to that Holthouse & Hartup’s flame forging 
process — a process that lends greater strength, 
locks out moisture and harmful weather action, 
adds an eye appealing finish — and you've got 
the finest hickory handle money can buy... a 
sure bet to satisfy. 


Tell your customers this simple story. It'll help 
you sell Hill Hickory handles. 
AND REMEMBER: if it's Hill Hickory . . . handle it! 


Write today for all the facts and the name of 
your nearest jobber. 





TOOL HANDLES 


Manufactured by 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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show on NBC-TYV. Radio and tele- 
vision spot announcements are also 
being used in key local markets. 

Consumer magazine advertising 
will also be scheduled. 


Sears’ and Ward's sales 
increase in September 


Sears, Roebuck & Co. and Mont- 
gomery Ward & Co. both reported 
sales increases in September over 
their year-ago figures. 

Sears’ sales totaled $314 mil- 
lion, an increase of 1.3 percent. 

Ward’s sales totaled $88 mil- 
lion, an increase of 2.6 percent. 

The percentage of sales in- 
crease was the lowest monthly 
figure this year for Sears. It was 
the second lowest monthly per- 
centage gain this year for Ward’s. 

For the first eight months of 
Sears’ sales year, sales are up 
$119 million. This is an increase 
of 5.1 percent. 


PEN NSYLVANIA SAW a eight months sales 
is is $7 million, or 1.2 
CORPORATION stems eo OF mien. 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 


ee a 


SENSATIONAL “F OR Wholesalers’ sales up 


PROFITS—TURN OVER 4 percent in August 


IMMEDIA TE Sales by wholesalers in Au- 


gust totaled $10.3 billion, the 


‘74 Commerce Dept. reports. 
DELIVERY! This is an increase of 4 per- 
cent above July. 

Sales are down 2 _ percent 
from the year-ago report. 

Sales by hardware, plumbing 
and heating goods wholesalers 
were 4 percent higher than in 
July, down 5 percent from the 
August 1956 figures. Inventories 
were unchanged from the month- 
earlier or year-earlier figures. 














360° ROTATING VISE | | , 
SELLS ON SIGHT , | Eversharp gives 5-year 


Jaws rotate vertically and Base rotates hori- mower engine warranty 
zontally full 360° circle, locking in any | ; aw . 
position. Double jaws, one V-slotted for | Eversharp Lawn Mower Corp. 


small odd-shaped parts. Fully Guaranteed. | | St. Louis, announces that the en- 


Suggested Retail Price: $9.95. in its complete line of power 
| OF NEW YORK se eer are 
JOBBERS | mowers now carriers a 5-year war- 
DEALERS WANTED ranty. 


WIRE PHONE » . 
Write for literature and discounts Newark 365° WRITE ® V0, 6-0600 | Purchasers of any 1958 Ever- 


WISLER WESTERN ARMS mn. meme.) eS 


205 Second Street, San Francisco 5, Calif. | DEPT HA PESTInae Se paving e004 ee 
| 450 BROOME STREET, NEW YORK 13, N. Y. placed with a reconditioned engine 
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Here’s Value 
that brings 


Volume! 
QV 
wy PROLON 


Never before in Melmac® Quality Dinnerware, such 
gracious beauty for so little. Inspired modern styling. 

Lovely decorator colors. Virtually unbreakable, too, 
and safe in hottest water, even in the dishwasher. 


PROLON DIVISION, PRO-PHY-LAC-TIC BRUSH CO. 
Florence, Mass. 





A Vital Keynote in All Modern Building! 


ec (CHICAGO)-“" 
SPRING HINGES 








INDUSTRIAL 
AND 
COMMERCIAL 


PUBLIC 
AND 


Type BU2001 PRIVATE 


“Triplex” 


Modern architectural re- 

quirements demand the use 
of expertly designed and 
durable spring hinges. To be 
assured of quality, be sure to 
specify "Chicago." 


Spring Hinges of Quality’ 


Chicago Spring Ninae Co. 


1500 CARROLL AVE., CHICAGO 7 ILL. 
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no more bulk handling of cotter pins! 


fora GENEROUS 


= 4 PROFIT 
sell the PACK 
instead of the PIN! 








CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted .. . in 
packages you never have to “break.” Eye-catching 
3-color display cartons... for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 


#15 FULL VALUE PACKAGE 
... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 
as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory! 

List $3.00 per package of 12 boxes; 
all one size. 





“IDEAL” ASSORTMENT 


Ve x Ya" to a x 1%” sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. 

“BEST QUALITY” assortment of smaller 
sizes lists at $1.45 per carton. 





#50 TOOL BOX ASSORTMENT 
...in clear vue plastic tubes 





Each tube contains 50 assorted cotters 
from Vsx¥r" to Vexl¥r’’. The best 
assortment for any tool box. 

List $2.90 per display carton of 24 


tubes, plain steel... $3.25, cadmium 
plated. 


No “breaking” of packages or boxes when you buy from Western Wire 
WRITE FOR CATALOG 





WESTERN WIRE 


PRODUCTS 
S T Lovuts 4, 


cCOMPAN Y 
MISSOURI! 
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SELL MORE 
WEATHERSTRIP 


Make more money—easier. Sell 
the most advanced, most effec- 
tive product on the market. 





THE NEW ALL PLASTIC MARVEL 


FOAMEDGE 


VINYL COVERED POLYURETHANE FOAM 


TRADE MARK 


WEATHERSTRIP FOR 
WINDOWS 












Popular 
Size 





300 Ft. 
reel, counter 
dispenser 


, 3 
Ferere 








7 Ve VC] i elele) 17-18 
DOUBLE SEAL FOR OVERHEAD DOORS 


ifela Mim ellilelimlmell le 
shut out dust, rain, drafts 


FOAMEDGE IS PLIABLE, DURABLE 


og 7 eee not keoned 


oil, grease, light, ozone or paint. 


Featured By 
leading Hardware Wholesalers 
Made By 


STERLING ALDERFER CO, 


3850 Granger Rd. Akron 13, Ohio 
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of the same or greater horsepower 
anytime within five years of the 
date of purchase for a flat charge 
of $25, according to the company. 


Hardware store sales 
down in July, August 


Retail hardware store sales to- 
taled $238 million in July and $234 
million in August, the Commerce 
Dept. reports. 

The July sales figures are $12 
million, or 4.8 percent, lower than 
July 1956. 

The August figures are $17 mil- 
lion, or 6.77 percent, lower than 
August 1956. 

The July and August sales fig- 
ures brought to five in a row the 
number of months that retail hard- 
ware store sales have trailed 1956 
monthly totals. 

For the first eight months of the 
year, retail hardware store sales 
figures are down 3.45 percent from 
last year’s record-breaking rate. 
Sales, however, are up 2.44 per- 
cent from the eight-month totals 
in 1955. 

Here are the Commerce Dept. 
unadjusted estimates of hardware 
store sales for the last three years: 

(millions of dollars) 














1957 1956 1955 
January 183 175 170 
February 174 171 160 
March 208 207 196 
April 221 227 228 
May 253 266 246 
June 248 275 242 
July 238 250 238 
August 234 251 237 
Eight- 
month 
totals $1,759 $1,822 $1,717 
September 245 251 
October 258 259 
November 254 244 
December 314 317 
Totals $2,893 $2,788 


Cost-of-living index 
up 12th month in row 

The cost-of-living rose again in 
August. It was the 12th straight 
monthly rise. 

The Bureau of Labor Statistics 
reports that its consumer price in- 








More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea- 
sons why— 





No. 1 VG Victor with delayed action 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
bee Also ideal for trapping skunk and 
mi 





No. 2 Victor single jaw, coil spring trap 
was designed by and for successful fox 
trappers. Sturdy, quick in action, it has 
exceptional holding power. 





No. 1 JG Victor Stop Loss trap is compact 
—can be set anywhere. Used extensively 
by “ate sega trappers who depend on 
its holding power to prevent loss. 


Order these and other Victor 
styles used by trappers in your 
area from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. 
Berkeley, Cal. * Niagara Falls, Canada 
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<< DINNERWARE 
(Cc 
Wi) STORAGE PAIR 


“VINYL” KUSHION KOATED 


Companion Pieces to Our 
NO. 208 DINNERWARE STORAGE RACK 



















No. 212—Plate Storage Rack No. 213—Cup & Saucer Rack 


SAVES SPACE, TIME. CLATTER-FREE! 
PROTECTS AGAINST CHIPPING! 
NO HOOKS NEEDED! IDEAL FOR STEEL CABINETS. 


These Handy Space-Saving Storage Pairs make work lighter 
. « « Give kitchens an attractive appearance. Excellent 
for steel and wood cabinets, pantry, cottage or small 
apartment. 

Dinnerware is Easily Accessible. Any one dish can be 
removed without disturbing others. 


Write today for information on our complete line of 
Vinyl Coeted Wire Houseweres. 





ee 










Completes your 
Household Cleaners Section! 
Cleans, polishes, softens, protects, preserves 
everything LEATHER. Plastics, too. No other 
product like it. Steady repeat sales. 


* NEW to Hardware trade. Used and recom- 
mended by leather manufacturers for over 
50 years. Nationally advertised. 


CAN WITH SPONGE 59°... 
. . Packed in7 doz. 
Display Carton 


ORDER NOW! Mel-O-W ax Products, Inc., Wynnewood, Pa. 


See 5 ae Be Sen Pe Oe a ee a Bs eae 
re See ate Desk SNE Sea cc ae oe - IS 
Lk, Se Sa eet oe eee: Reet ehh e 
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Scie Profit notes 
in the key of 


é Color 

é¢ Construction 
é Control 

¢ Cotton or NYLON 


hd 






O-Cedar“‘Every-W hich-Way”’ 
dust mops move! 


Strike a note for better sales by stocking 



















































O-Cedar “Every-Which-Way” Dust Mops in 
attractive colors for point of sales appeal. Quality 
construction for customer satisfaction. ‘‘Magic- 
Action’”’ Swivel Socket for quick, easy dusting. 
Available in cotton or nylon for every budget. 
Nationally advertised in This Week— Parade 
and leading women’s magazines. 


New nylon duster in pink or yellow 
takes small shelf or counter space and 
sells on sight. Prominently featured in 
all O-Cedar Dust Mop advertising. 
Call your jobber or write O-Cedar 
direct. 


O-CEDAR 
2246 W. 49TH ST. A: 
cedar CHICAGO 9, ILLINOIS 
DIVISION OF AMERICAN MARIETTA CO. 











HEPPNER 
MAGNET-LATCH 


The latch with 10 Ib. holding power 


LES CO., Round | 


FREE: Counter demonstrator. Miniature 
door section with mounted magnet latch 
invites customers to feel 10 Ib. holding 
power. Reg. $3.00 value, yours FREE 
with first 3-gross order. FREE—for mount- 
ing on storage cabinets, one magnet 
latch with colorful hang tag with each 
gross order. 


HEPPNER SALES CO., P.O. BOX 


Magnet Latch 


“SKIN PACKED” on 
Colorful Hang-up Cards for 


SELF-SERVICE 
IMPULSE SALES 


Eye-catching hang-up cards sug- 
gest many Magnet Latch uses... 
Give complete mounting instruc- 
tions. Punched for peg racks, wire 
racks, strip racks. Designed also 
for counter bins. Circled for deal- 
er price. 


Sealed-in-plastic “‘skin pack”’ pro- 
vides complete visibility. Keeps 
cards from soiling. Vacuum sealed 
to card to prevent damage or 
pilferage. 


HEPPNER 
MAGNET-LATCH 


608, ROUND LAKE, ILLINOIS 











SELL -E-Z-ON- 


All Metal, Interlocking, Rustless 


Weatherstrip 


Permanent, efficient, easy to install. Keeps 
out cold and drafts. Peak Season Profits 





dex, popularly referred to as the 
cost-of-living index, rose 0.2 per- 
cent between July and August. The 
index in August was 3.6 percent 
higher than it had been in August 
1956. 

The increase meant automatic 
wage increases for workers in the 
aircraft, glass and metal working 
industries. 

Although living costs were up in 
August, factory workers’ take-home 
pay was even higher. A factory 
worker with three dependents took 
home an average of $75.13 weekly 
in August, the government reports. 
This is 33¢ more a week than in 
July. 


Department store sales 
2 percent ahead of ‘56 


Department store sales across 
the nation in the week ended Sept. 
28 were unchanged from the cor- 
responding week of 1956. That’s 
what the Federal Reserve Board 
reports. 

Since the beginning of the year, 
department store sales are up 2 
percent from last year. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 


serve districts: 


Four Wks. Jan. 1 
Federal ~’ serve One aaa Ending Ending to 
Distric Sept. 28 Sept. 21 Sept. 28 Sept. 28 
ER at ok ew — —1; 
New York ; 3 —] 
Philadelphia - : l 
Cleveland .. 
Richmond ... 


t 


Atlanta 


Now. Write for details and prices. | @alonee 
St. Louis .. 
ROBERT N. BALTZ & COMPANY, INC. | | Sinncavcis'” 
1009 Harvard Terrace, Evanston 36, Illinois Dallag oon 
Also Caulking and Glazing Compounds U_ 8. Total ‘a 


CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L- $v Wood 


@ Penctrates wood fibre— 
makes them ¢6-:-9-a-a-d 
permanently. 

@ Quiekest and casiest way 
te fix lneose chair rungs, 

dies, dowels, 
dove-talis. etc. 


A Fast-Selling imoulse item 











instalment buying debt 
increases in August 

Your customers increased the 
amount they owe on time pay- 
ments by $346 million in August, 
the Federal Reserve Board reports. 


CALBAR applies faster . . . 
costs less because it lasts 
longer. Won't harden, won't 
stain, adheres to any sur- 
face. Full line of colors in 
cartridges and bulk. Also 
tubes in several colors. 


Ask your jobber about CALBAR guns 


CALBAR PAINT & VARNISH CO. 


alelalthiel tia ta mela a -laalallacl em adeleltial: 
 Phila- 25. Poa 


2612-26 N. Martha St 





Write for Free -—-paes and 
Literatu 


po lg as 
Lokehurs?t 3. N. J. 





THERE IS A DIFFERENCE IN CHAMOIS 
me SUNSHINE 


Front + i. { 
GENUINE. 
CHAMOIS terse 
FULL COD OIL TANNA 
MADE IN USA 
ee nen Your Jobber for Our C 
me Duty Chomois ouble 
bo “EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP RHIL| 





This increase in instalment debt 
compares with increases of $347 
million in August 1956 and $649 
million in August 1955. 

The increase brought the total 
owed on time-payment plans to $33 
billion. This is $2.4 billion more 
than the total owed at the end of 
last August. 

Non-instalment debt, such as 
charge-account buying, increased 
by $170 million in August to a 
total of $9.8 billion. 


HARDWARE AGE, OCTOBER 24, 1957 








ESE ENE PRLS LE SIE SOL ILLIA A Oe 


oe 





“Write For American Flyer Promotion Kit 





MORE PROFITS WITH 


JORDAN’S 

All Purpose 
ANCHORS 2 
R . S T TENITE 


ALUMINUM 





They all loved ‘em! 
Did YOU see them at the Shows? 


Savage 


RIDING MOWERS 


Model 10-T 26"' cut rotary 
Model 91-T 21°" cut reel-type 
Write: Dept. HA-2 Ask your jobber or write 


JORDAN INDUSTRIES, INC. _ .. SAVAGE ARMS CORPORATION 
2751 N. W. 75th ST., MIAMI 47, FLA. Lumber Show “ Lewn Mower Division 


N 4-7 
eu Chicopee Falls, Mass. 


EXTREMELY ACCURATE . . . LOW-COST... . FAST- SELLING | 


du- rite LEVELS. 


A handsome, low-cost level with all the quality, features, workmanship of AO 
proiessional levels costing far more. Yet . . . priced low enough to be 
attractive to even “occasional” users! Unbreakable Magnesium frame ... ¢ 
large, easy-to-read, “LOCKED-IN”’ vial assemblies . . . finished edges. Hand- 
holes in 24” and 28” sizes are machined smooth! 


J. H. SCHARF MANUFACTURING Co. | 
6120 Binney Street Omaha, Nebraska e | 


Manufacturers of the famous Magnelite Levels ~ 
















SHIELDS 


FIVE SIZES: For No. 4 
Screw to % Lag 


SEE your 
wholesaler 
























4——SIZES 
12", 18", 24", 28" 


Contact our 
Sales Representatives 


fj | gO ates H. Graham & Co., Inc., 
J NB New York, N. Y. 


Gardner & Meredith, 
Chattanooga, Tenn. 


for PROFESSIONAL USE! 
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Moore-Handley Rearranges Warehouses For 
Better Use of Space, Faster Order Filling 


Better use of warehouse 
space, to fill orders faster, 
and to allow for orderly ex- 
pansion as new lines are 
added is the goal of the 
warehouse rearrangement 


 -_> 
¥ ais 


S. H. JOHNSON, JR. 


program of Moore-Handley 
Hardware Co., wholesaler at 
Birmingham, Ala. 

The program is nearly 
completed. Here is what will 
be accomplished without 
building a new warehouse: 

1. All merchandise will be 
stored in relation to its 
warehousing characteristics. 
That means goods will be 
handled faster, more effi- 
ciently in and out of storage. 

2. All new lines will be 
assigned space, rather than 
be put into the warehouse on 
a hit or miss basis. Space 
will be assigned only by one 
individual, an expert on 
warehouse space manage- 
ment. 

Savings in warehouse 
space is expected to be about 
10 percent. 

Present storage equipment 
in the dealer and industrial 
merchandise warehouses is 
being used. A new dock was 
built at the dealer merchan- 
dise warehouse, and a new 
conveyor installed. 

The first step in the pro- 
gram was to study every 
item in the warehouse as to 
size, maximum and minimum 
quantities stored, where pur- 
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chased, how delivered to the 
warehouse, how delivered to 
customers. 


A scale model of each floor 
in the warehouses was made. 
Three dimensional wooden 
blocks represented different 
warehouse facilities. 


Merchandise lines were di- 
vided between those sold to 
industrial. customers, those 
sold to dealer customers. If 
a line was sold to both kinds 
of customers, it was assigned 
to the type where the 
greater volume of sales was 
made. 


Merchandise lines then 
were grouped according to 
their warehousing charac- 
teristics. This brings to- 
gether all merchandise re- 
ceived, stored, order picked, 
and shipped in a _ similar 
manner. 


Merchandise was assigned 
definite storage areas on the 
scale model. When all as- 
signments were made, actual 
moving started. One ware- 
house area was used as a 
staging area in the actual 
transfer of goods from the 
old to the new location. 


The same orderly arrange- 
ment will be continued as 
new merchandise lines are 
added. 


All characteristics of the 
line, from the warehousing 
viewpoint, will be studied. 
Storage space then will be 
assigned along side lines 
with similar warehousing 
characteristics. 

S. H. Johnson, Jr., vice- 
president in charge of op- 
erations, handled the rear- 
rangement program. 


Starts Hardware Branch 


Swingline, Inc., Long 
Island, N. Y., has formed a 
hardware division for dis- 
tribution of its new stapling 
equipment line through hard- 
ware wholesalers. 


Paul J. Roddy Joins 
American Screw Co. 


Paul J. Roddy has been 
appointed assistant general 
sales manager of American 
Screw Co., Willimantic, Conn. 

Mr. Roddy was formerly 
with Nicholson File Co., 
Providence, as district man- 
ager and assistant domestic 
sales manager. Later he be- 
came eastern district sales 
manager of National Twist . \ 
Drill and Tool Co., Cleveland. T. B FULLER 
T. R. Fuller Promoted 
By Thomas Industries 


T. R. Fuller has been ap- 
pointed general sales man- 
ager for all divisions of the 
general sales department of 
Thomas Industries, Inc.. 
Louisville, Ky. 

The veteran of seven and 
a half years with Thomas 
has been sales manager for 
the past two years. Mr. 
Fuller has also been adver- 
tising manager and assistant 


PAUL J. RODDY sales manager. 





Shapleigh Opens 5 New Keen Kutter Stores 


Shapleigh Hardware Co., wholesaler of St. Louis, opened five new 
Keen Kutter stores in the Moline, Ill. area Sept. 12, 13 and 14. The 
dealers symbolically join hands here with Shapleigh president, 
Fred H. Johnson, center. Dealers shown | to r are: James H. Asher, 
Standard Hardware stores, Moline and East Moline; Marvin K. Hunt, 
Hunt's Hardware, Erie, Ill.; Mr. Johnson; Walter C. Schults, Van 
Thorre Hardware, Moline; Paul Almquist, Hiland Hardware & Ap- 
pliance Store, Moline. More stores are scheduled to open under the 
Keen Kutter banner by January. The total number of Keen Kutter 
establishments will then be thirty-eight. 
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Two Vice-Presidents 
Elected By Rich-Con 


Richards & Conover Hard- 
ware Co., wholesaler of Kan- 
sas City, Mo., has elected 
two new vice-presidents. 

Paul E. Humphries has 
become vice-president and 
general manager of the Kan- 
sas City Hardware Div. of 
the firm. He joined Rich- 





PAUL E. HUMPHRIES 





EDWARD B. LEVENS 


Con in May of this year, 
from Western Auto Supply 
Co. 

Edward B. Levens has 
been elected financial vice- 
president with responsibility 
for all Rich-Con divisions. 

Mr. Levens joined the firm 
in January of this year as 
controller. He formerly had 
been controller for Inland 
Distributors, Inc. 





DEALER BRIEFS: 





Hardware Chain Opens 45th Store In Ohio; 
Competitors For 60 Years Now One Store 


Columbus, Ohio—The new- 
est and largest store in the 
Cussins & Fearn Co. chain 
will be opened in Hamilton, 
Ohio, Oct. 24 through 26. 
The store will have 18,000 
sq ft of floor space, and 
equipped for self serve with 
six cash registers. R. F. 
Wunderlich, president, pre- 
dicts this will be the largest 
opening Cussins & Fearn 
ever had. Opening promotion 
includes a 10-page section 
in the newspaper for the 
opening day, plus four-page 
sections on each of the next 
two days plus all the radio 
spots that are available in 
the area. 


Ottawa, Ill.— Two of Ot- 
tawa’s oldest business firms, 
and friendly competitors for 
more than 60 years, recently 
joined hands under the same 


management. Jordan’s Hard- 
ware Co., 119 W. Main St. 
purchased Refior Hardware 
Co., 117 W. Main St., in the 
transaction. Sale was an- 
nounced by Mrs. G. P. Fish- 
er, manager of _ Refior’s. 
Present head of Jordan firm 
is John M. Jordan. He has 
been president since the 
death of his father, Richard 
C. Jordan, in 1924. Aiding 
the president in the store’s 
operation are sons Robert 
and John Jordan Jr. The two 
sons represent the fourth 
generation of Jordans to run 
this business. 


Indianapolis, Ind. — Three 
generations of the Water- 
man family have operated 
the H. A. Waterman Co. 
garden supply and imple- 

(Continued on page 220) 
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Allison-Erwin Co. Plays Host to Dealers 
At Its Modern Building in Charlotte, N. C. 


Dealers and manufacturers 
were guests of Allison-Erwin 
Co., Charlotte, N. C., hard- 
ware wholesaler, at an open 
house, Oct. 2 at the new home 
offices and warehouse at 2920 
N. Tryon St. 

Guests were taken on tours 
of the new plant between 11 
a.m. and 9 p.m. Luncheon 








J. C. ERWIN 


and supper were served in the 
new premises. 

Other friends of the com- 
pany were entertained on 
Oct. 4. 

Members of the organiza- 
tion and their families in- 
spected the plant Sept. 28. 

Henry J. Allison, chairman 
of the board, and J. C. Er- 
win, president, welcomed visi- 
tors all during the day. 

The opening of the new 
main office and warehouse 
building was also marked 


with a special 18-page ad- 
vertising and news section of 
the Charlotte Observer. 
Located on a 9%-acre plot, 
the new quarters include 
more than 165,000 sq ft of 
warehouse space and 34,000 
sq ft of offices and display 
rooms. Part of the new build- 
ing is two stories high, the 
balance, three stories. 


Totem Adds Salesmen, 
Expands Sales Areas 


Totem Wholesale Hardware 
Co., Seattle, Wash., has ex- 
panded its sales territories 
in that state, and added five 
salesmen to its force. 


The salesmen are William 
Irwin, in the Bellingham 
area; Conni Wasell, covering 
the Everett district; William 
Moore in Seattle; Walt Mey- 
er, for the tri-cities and 
Yakima - Wenatchee areas; 
and James Welch, Spokane 
and adjacent area. 


The company also contem- 
plates adding a salesman for 
Alaska to complete its cover- 
age of the Washington-Alas- 
ka territory. 


Reversible Bin Tickets 
Used By Our Own Stores 


A reversible bin ticket 
that can be used on both 
sides is now being used by 
members of the Our Own 
Hardware Co., Minneapolis. 


The new bin tickets in- 
clude spaces for listing the 
catalog number, and maxi- 
mum and minimum quanti- 
ties as well as the price. 


By making the tickets re- 
versible, it is expected that 
they will reduce the cost of 
maintaining bin ticket sup- 
plies and will eliminate the 
blank appearance of bins in 
many stores when prices are 
changed. 
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Loaded with Eye Appeal 
Priced for Buy Appeal 


STANDARD BATHROOM 


ACCESSORIES 


3 HELP YOU CASH IN ON THE HOME 
i BUILDING MARKET 


{Saas 


ry 


meena 


beset ras 











CHROMAC Bathroom Accessory Set 
for luxury look at low cost 


Modern bathroom fittings of chrome plated brass for 
Styled for new-home decor—easy 
extra profits when you sell builders and remodelers. 


lasting good looks. 


Decorlite Glass 


Tub Enclosure 


PRICED SO LOW EVERYONE can 
afford it! Beautifully styled high- 
strength velvex obscure glass, chrome- 
like frame finish. Easy to install with 
only 3 screws each side. For 4'\/, & 


5 ft. tub sizes. 


> White baked enamel. 
| New Mirrored 
Bathroom 
Cabinets 


Perfect for Project Builders 
Packed in pairs—priced real low to 
attract builder trade. 16" x22" mir- 
ror in I-pc. deep draw body for 
14" x18" opening. 14x20" mirror 
for 12" x 18" opening. Stainless steel 
frames. Razor blade slots. 


Also New Sliding door type with Twin Top Lights 


STANDARD STEEL CABINET CO. 


CHICAGO 41, 
MFRS. OF SHOWER ENCLOSURES, DOORS, BATHROOM CABINETS 


3701 MILWAUKEE AVENUE 


Deep receptor. 





"HET ag 


“| De Luxe Shower 
| Cabinet 32" x 32" 
Easy, one-man assembly saves time and 


money for buyers. Complete with concealed 
shower unit for right or left connections. 





eal, lelb 
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News of the Trade- 


Bigelow & Dowse Holds Annual Fall Show 


"e @ « 


= 


me, 


| Housewares and toy exhibits have attracted these dealers who are 
| part of the crowd that attended the fall show held by Bigelow & 
Dowse Co., wholesaler of Needham, Mass. 


This is the second annual 


fall show of hardware, houseware and sporting goods given by the 
firm. The record crowd showed particular interest in the many new 


housewares items on display. 


A one-minute stage sale and the 


Bigelow & Dowse Christmas catalog also were outstanding points of 


interest at the show. 





| Supplee-Biddle-Steltz 
Garden Show Draws 500 


More than 500 dealers at- 
tended the fourth annual 
Spring Garden Show spon- 
sored by Supplee - Biddle- 
Co., wholesaler in 
Philadelphia, on Oct. 9. 

Thirty-three manufactur- 
ers exhibited their lines in- 
doors and on the lawn of the 


Philadelphia Rifle Club. 


A buffet lunch and buffet 
supper were served to dealers 
who attended. Door prizes 


were awarded. 
' 


_R. D. Smith Elected 
| Mystik Vice-President 


Mystik Adhesive Products, 
Inc., Chicago, has elected 
Robert D. Smith vice-presi- 
dent and general manager. 

In 1951 Mr. Smith was 
elected a director of Mystik 





Adhesive Products which was 
then a division of Chicago 
Show Printing Co. He was 
named a_ vice-president in 
1953. 

In his new duties, Mr. 
Smith will direct production 
and marketing activities of 
the Mystik firm which became 
a separate concern in Janu- 
ary of this year. 


T. E. Berry Promoted 


Thomas E. Berry has been 
promoted from district sales 
manager to assistant general 
sales manager in charge of 
field sales personnel training 
and development for De- 
Walt, Inc., subsidiary of 
American Machine and 
Foundry Co., Lancaster, Pa. 
Mr. Berry is also in charge 
of dealer personnel training 
at DeWalt-conducted schools. 








FRESH 


rack! Lithographed package! 
$6.75 gallon, retail. Top discount. 


Baltimore 15, Maryland 





0 FLO et 


Clear Floor Finish with 
FRESH PINE SCENT 
means fresh profits for you! 


Smells better! Sells better! Fast- 
drying! Waterproof! Nationally ad- 
vertised! Free self-service display 


The Seaboard Lacquer Co. 


Reid 
WR aR Se SAR GPRS 8 <etean 


ose Ae 


Sereerenree 
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——News of the Trade 





Toy Wholesalers Agree Not To Establish 
Retail Price Levels In Anti-Trust Case 


The Federal District 
Court in New York City has 
entered two anti-trust con- 
sent judgments against the 
Toy Guidance Council, Inc., 
New York and 11 toy whole- 
salers. 

The defendants have 
agreed not to set retail 
prices on the toys they sell. 

Last March, the Govern- 
ment charged the whole- 
salers with conspiring to fix 
and maintain retail prices 
for selected toys listed in 
Toy Guidance Council cata- 
logs (HA, April 11, p. 206). 

Edward K. Tryon Co., 
Inc., Philadelphia, Pa. con- 
sented to one of the judg- 


ments and the remaining de- 
fendants consented to the 
other. 

Melvin Freud, president, 


Toy Guidance Council, Inc., 
1124 Broadway, New York, 
said of the decree, “The con- 
sent decree which was signed 
by the 10 wholesalers and 
the Council contains a great 
many more restrictions than 
the decree signed by Tryon. 

“The reason for the dif- 
ference is that the 10 whole- 
salers and the Council re- 
quested the government to 
restate the law in this de- 
cree so that violations which 
may currently exist in prac- 
tices common to the toy in- 
dustry may be brought to 
the attention of those who 
may be guilty of such viola- 
tions. 

“The decree which we 
signed includes an order, by 
the court, directing us to 
send copies of the decree to 
several hundred major toy 
makers, more than 100 


wholesalers and several 
thousand retailers. This is to 
properly notify these people 
concerning the law. 

“We believe that the toy 
industry will benefit from 
this in the long run. Because, 
the changes that should re- 
sult from this restatement 
of the law will have the ef- 
fect of cleaning up practices 
that are not currently bene- 
ficial to all concerned.” 

Defendants other than 
Edw. K. Tryon and the Toy 
Guidance Council were: 

Harold Hahn Co., Ince., 
North Haven, Conn.; Garri- 
son Toy & Novelty Co., Inc., 
Washington, D.C.; Williams 
& Shelton Co., Inc., Char- 
lotte, N. C.; Willard S. 
Stull, Stull Bros., Kingston, 


Pa.;: Kaufman Brothers, 
Inc., Pittsfield, Mass.; Gen- 
eral Mercantile & Hardware 
Co., Ine., St. Louis, Mo.; 


Seymour Krause, Flint Toy 
& Athletic Supply Co., Flint, 


Mich.; Bennett M. Seigel, 
Pittsburgh Wholesale Dis- 
tributors, Pittsburgh, Pa.; 


M. W. Kasch Co., Inc., Mil- 
waukee, Wis.; Edwin Mazo, 
Southern Toy & Hobby, At- 
lanta, Ga. 


W. Graham Schwartze Is 
Masury's Sales Manager 


W. Graham Schwartze has 
been named domestic and 
foreign sales manager for 
John W. Masury & Son, Inc., 
Baltimore, Md. 

Mr. Schwartze joined the 
company in 1939. He has 
been resident manager for 
the past several years. 


- Top-Quality 


Write for free 
GREENLEE hand tool 
catalog. 





~ Chisels 


Wide selection of high-carbon tool 
steel chisels with the quality and 
the name to help build sales. Perfectly 
balanced, plastic or wood handles. 
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Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 33144%, but 
a full 374%%—for you. 


famous name . 









More profit on 


HOUSEWARES 


ss with these 
» high-quality 
fast-selling 


BRUSHES 


colorful merchandise ... 
appealingly displayed 


Kellogg @ Brushes 


. . famous brand 


KELLOGG BRUSH MFG. CO. 











































AMBR 


Westfield, Mass. 
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REGU SR CEN PAT. OFF 


UNIVERSAL LIQUID CEMENT 


Whatever the demands of the hobby 
Craftsman, you can recommend AMBROID 
with confidence! This amazing adhesive 
withstands such tremendous pressure 
that an AMBROID-cemented joint often 


outlasts the original materials! 
Waterproof, hot fuel resistant, fast 
drying. For all wood, leather, metal, 


fabrics, glass, pottery, china, plastic. 


Keep hobbyists happy! Bring ’em 
back! Get AMBROID . . . TODAY! 


Retail: 2 oz. tube........... 
4% oz. tube........ 60c 


“Craftsman’s choice since 1910"" 


CO.. INC. 


Weymouth 88, Mass. 


















DEALER BRIEFS: 





(Continued from page 217) 


ment store which is celebrat- 
ing its Diamond Anniver- 
sary. To celebrate more than 
75 years in the business, 
owner Clarence Waterman 
has opened a new 80 x 120 
ft showroom and _e service 
shop on U. S. Highway 421. 


The firm is also a parts 
distributor for farm and 
garden equipment. 
Springfield, Mo. — Ma- 
schino Hardware, in the 


Wedgewood Shopping Cen- 
ter, will celebrate its fifth 
anniversary in early Novem- 
ber. E. J. Maschino, the store 
owner, plans demonstrations 
and advertised specials in 
many lines, to attract store 
traffic. 


Milford, Conn.— Oct. 15 
marked the 50th year of 
business for Harrison & 


Gould, Inc., at 36-38 Broad 
St. A week-long “Fifty 
Golden Years” sale was held 
in mid-October to celebrate 
the event. Although housed 





E. J. MASCHINO 


News of the Trade 











Harrison & Gould Hardware has been at the same address for 50 years. 


in the original building, this 
store is completely modern. 
Charles W. Harrison, Sr., is 
the president of the com- 
pany. 


Totem's Fall Exhibit 
Draws Good Attendance 


The annual fall gift and 
housewares show recently 
held by Totem Wholesale 
Hardware Co. at Seattle, 
Wash., was termed quite 
pleasing by Totem executives. 

“We had dealers attending 
from all parts of the state of 



































jobber for these 
Bethlehem Steel 
DFOdUCES..........0000. 


220 


mm 
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NAILS AND STAPLES 


Washington, and we are quite 
pleased with the results of 
the show,” the firm said. 

There were 75 merchandise 
booths and 30 factory repre- 
sentatives on hand to keep 
dealers busy during the two- 
day, 12-hour day event. Deal- 
ers bought freely in a wide 
range of lines, Totem said. 

Packaging, display, and 
newness far outpaced price 
as selling factors, the firm 
said. “We got many orders 
for items that were previ- 
ously hard to sell from cata- 
log pages.” 
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STEEL FENCE POSTS 


BARBED WIRE BALE TIES 
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Nothing sells like quality. This is the big reason 
why it is easier to sell the Modern Line. 















Top quality features such as rugged, all-steel construction, 
precision design, durable automotive finish and wide 
selection of capacities make the Modern Line 
the sell-on-sight line. 


Ask for the full story today ... get ready for profits tomorrow. 


5389 W. 130th St. 


‘saleleo(-Jaam cele) mm. me | I — i ot c PEPnaCnnnnmnTm 








THERE, THERE, JUNIOR! 

BETHLEHEM FENCE 
WILL KEEP OUT THOSE 
LITTLE MONSTERS! 





Cartoon ads like this, appearing 












regularly in regional farm papers, are 





catching the attention of your prospects. 
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| CLOTHES AUTOMATIC BOLTS 
LINE BALING WIRE 
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Fast moving... high profit in. 


the cool months too! 


FLOWER BOXES and JARDINIERES 


Truly beautiful! This 
use of the jardiniere 
is a favorite among 
customers who bring 
plants infrom the out- 
side in cold months. 
Four classic colors, 
11%" diameter, 7” 
high. Retail $2.49. 
(ch 


ain hanger extra) 


Fiber Glass 


On this handsome 
black iron stand, the 
Bo-Kay flower box 
adds a decorator’s 
touch of beauty to 
every home. House- 
wives love the conven- 
tence too. There’s no 
work with Bo-Kay 
boxes. Stands $3.95. 


Here's still another 


use for the versatile | 
Bo-Kay Jardiniere. | 


Its uses are countless. 
That's one big reason 


they sell fast all year | 
‘round. Stand avail- 


able for only $4.60. 
Jardiniere just $2.49. 


These beautiful, color-fast flower boxes sell fast 
all year round. Made of molded fiber glass, they 


can’t rust or corrode.. 


. never need retouching 


or painting. Four attractive colors in 18, 24, 30 
and 36 inch lengths. The strength of fiber glass 
insures sturdy construction, long life. Retail 


$2.70 to $3.98. 


Beauty and versatility are just two of the many 
reasons the Bo-Kay Home and Garden line sells 
fast in the cooler months of the year. 

Bo-Kay products are practical. Molded fiber 
glass will never rust or corrode or leak. They 
never need painting, and the surface will not peel 
or chip... ever. 

The Bo-Kay line is priced for fast sales too! 
And with a long, full profit to you. For full infor- 
mation call your wholesaler or write direct. 


PLASTIC PRODUCTS CORPORATION 


JP. So. Box ss7 . 


Cieveiand 22, Ohio 








— News of the Trade 





New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Stanley Works, Stanley- 
Judd Div., Wallingford, 
Conn., has appointed Joseph 
A. Klingler northern re- 
gional sales manager. Mr. 
Klingler has headquarters at 
Chicago for the marketing 
area of St. Louis to Minne- 
apolis. He joined the com- 
pany 38 years ago as a book- 
keeper, and was most re- 
cently manager of Stanley- 
Judd’s mail order sales. 

v 

Jacobsen Mfg. Co., Racine, 
Wis., has appointed four ad- 
ditional field sales represen- 
tatives and added two dis- 
trict sales managers for “an- 
ticipated volume increases” 
for the coming year. They 
are: W. F. Hardaway, dis- 
trict manager for Missouri; 
J. F. Scheer, district man- 
ager for Indiana; and sales- 
men, R. R. Lehman, eastern 
Pennsylvania and Maryland; 
D. M. Moore, New England 
states; J. D. Blodgett, 
Northwest Pacific States, 
and B. L. Logan, California 
and Nevada. 

v 

Thor Power Tool Co., Chi- 
cago, has appointed A. V. 
Moroz as sales manager for 
its Chicago branch. He suc- 
ceeds Arthur H. Nelson, who 
has retired after 23 years 
with Thor. Mr. Moroz joined 
Thor as service engineer in 
1954. The firm’s Chicago 
branch covers northern IlIli- 
nois, eastern Iowa, and 
northern Indiana. 

v 

Ekco Products Co., Chicago 
Div. has named Merrill Mar- 
shall as manager of its Los 
Angeles district. Mr. Mar- 
shall joined Ekco in 1950. 
He was most recently Chi- 
cago Div. manager in the 
Portland, Ore-Seattle, Wash. 
territory. In covering the 
Southern California district, 
Mr. Marshall succeeds Rob- 
ert Pastor, resigned. 

v 

Lufkin Rule Co., Saginaw, 
Mich., has announced three 
sales territory changes. John 
H. White, who has covered 
the western half of New 
England for five years, now 
has the eastern New En- 
gland area. George F. 
Trench, formerly with Mas- 


ter Rule Co., 
New England. Don R. Cun- 
ningham, also formerly of 
Master Rule, has the Pitts- 
burgh, Pa., territory. 

. 

Hillerich & Bradsby Co., 
Louisville, Ky., has ap- 
pointed John F. Brummet 
representative for Louisville 
Slugger bats and Louisville 
Grand Slam golf clubs in 
Texas, Oklahoma, Louisiana, 
Mississippi and west Ten- 
nessee. He succeeds the late 
Clive B. Gilbert. Mr. Brum- 
mett has been with the firm 
for over 10 years, most re- 
cently in the sales depart- 
ment. 


has western 


v 

Kimball Mfg. Corp., San 
Rafael, Calif., has named W. 
M. James, W. T. Stires, and 
W. H. Hopper, Jr., as repre- 
sentatives for the eastern 
half of the country. 

” 

Pretty Products, Coshoc- 
ton, Ohio, has appointed 
Clyde Gildow as Midwestern 
divisional sales manager. Mr. 
Gildow joined the firm in 
1943. As divisional manager, 
he will supervise salesmen in 
the area from Ohio to east- 
ern Colorado, and from Min- 
nesota to Texas. 

v 

Stanley Works, Stanley- 
Judd Div., Wallingford, 
Conn., has named Harold D. 
Ebstyne district manager of 
the Chicago area metropoli- 
tan and suburban markets. 
He joined Stanley-Judd in 
1956 as a salesman in the 
Chicago area. 

f 7 


Valspar Corp., Ardmore, 
Pa., has named James O. 
Weddle to Eastern divisional 
sales manager. This division 
is composed of the Atlantic 
coastal states from lower 
New York to Florida. Mr. 
Weddle was divisional sales 
manager of a national paint 
manufacturer. 

v 

Temco, Inc., Nashville, 
has named R. E. Rutherford 
mid-south regional manager 
for gas heating equipment. 
He has been active in the 
industry for the past eight 
years. 
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| ane fastest selling .... 
wrought 
iron 
mailbox 
on 
the 
market! 


r 
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Write for Catalog 
16 Different Models 


SOUTHERN FABRICATORS CORP. 
225 Aero Drive, P. O. Box 693 
Phone: 24671 


Shreveport, Louisiana 














FITLER 


PURE MANILA 
PREMIUM 


ROPE 


identified by the 
Blue and Yellow label 


Sold for Your Convenience In 
OCTAGONAL BOXES 


Fitler Rope is now treated with a new waterproof- 
ing known as Fungi-Static which arrests the growth 
of mold, mildew, Fungi and bacteria. It is this 
inner, finer quality at no extra cost that makes 
Fitler a premium rope and the best buy for you... 


SOLD BY HARDWARE DEALERS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 
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THE ONE 
ADHESIVE WITH 


—The Strength 
of Ten Men, 


that handles even the toughest |f 
home adhesive jobs — brings 
customers back for more. 


—The Bond- 
Ability 
that makes it the most versatile, 
most in-demand adhesive you'll 


stock—ties in with most every 
do-it-yourself item! 


—The Easy Use 


that makes it a favorite of 
every adhesive-user—from fine 


craftsmen to model-building 
children. 


, 
; 
, 


NATIONAL ADVERTISING, in magazines 
and on TV, is now making this foremost 
household adhesive a household word. And 
it’s building a bigger market for PLIOBOND, 
for years a sure-fire traffic-builder in any 
store. To cash in on its proved salability, con- 
tact your local jobber or distributor — or 
write: Goodyear, Chemical Division, Dept. 
J-9455, Akron 16, Ohio. 


en 


@ 


GOODFYEAR 


“BONDS ANYTHING TO ANYTHING” 


Pliobond—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 





IT’S AS EASY AS 


ABC 


TO SELL THESE 
R/M WICKS 


KINDLERITE 


R/M’s standard quality wo- 
ven asbestos kindler. A 
sturdy. long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
5% ft., 6 ft. and 100 ft. to 
the box. In widths of %”, 
1”, 1%” and 1%”. 




















QUIK FLAME 


The most efficient kindler 
ee ET | ever developed for range 
md burners. Patented open 
mesh construction pro- 
vides best possible results 
with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright 
in the burner channel. 
Glass yarn at burning edge 
facilitates the removal of 
carbon deposits. Packaged 
6 ft. to the box. %” and 
1%” wide. 























WOVEN GLASS 


The acme of perfection in 
stove kindlers. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 5% ft., 6 ft. and 100 
ft. to the box. In widths of 
%”, 1”, 1%” and 1%”. 

















R/M lighting rings provide long life and trouble-free performance in wickless 
kerosene stoves and heaters. The public knows this; so keep them in stock and 
keep your customers happy. All of them are priced to yield a generous profit. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. « Bridgeport, Conn. « No. Charleston, 
S.C. © Passaic, N.J. © Neenah, Wis. « Crawfordsville, ind. 
Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Laundry 
Pads and Covers e Engineered Plastics e Mechanical Packings 
Abrasive and Diamond Wheels e Brake Linings « Brake Blocks 
Clutch Facings « Industrial Rubber e Rubber Covered Equipment 
Sintered Metal Products « Industrial Adhesives « Bowling Balls 





_the wholesale division, 
|Turner will head distribu- 
_ tion through the industrial 
_and wholesale divisions of 
| the firm. 








| 








Southwestern Plastic 
Pipe Appoints Turner 


Charles 
been appointed director of 
sales for Southwestern 


CHARLES B. TURNER 


Plastic Pipe Co., Mineral 


| Wells, Tex. 


Formerly sales manager of 
Mr. 


Both divisions market five 


| basic types of pipe known as, 


Southwestern 
Polyethylene, 
Chloride, Tenite 
and Chem-Weld. 


Kralastic, 
Polyviny! 
Butyrate 


Federal Tool Promotes 
Top Level Executives 


Two promotions have been 
made within the organiza- 
tion of the Federal Tool 
Corp., Chicago tool manu- 
facturer. 


Jack F. Turner, former 


_ assistant sales manager, has 


been promoted to merchan- 
dise manager. Mr. Turner 
was an assistant buyer for 


| Sears Roebuck & Co. before 


joining Federal. 
Ross Bellamy has _ been 


News of the Trade 





promoted to sales manager, 
national accounts sales. He 
had been in the sales depart- 


B. Turner has ment of the housewares di- 


vision. 


O'Brien Meetings Start 
Fall Selling Campaign 


Three regional sales meet- 
ings were recently held to 
kick-off the fall sales cam- 
paign of the O’Brien Corp.., 
South Bend, Ind. 

Meetings were held at 
South Bend, for central divi- 
sion sales; Baltimore, Md., 
for the eastern division; and 
Oklahoma City, Okla., for the 
southwestern division. 


Charles H. Peirsol 
Named Sales Manager 


Charles H. Peirsol has 
been appointed sales man- 
ager of Holthouse and Har- 
tup, Inc. and the Fleischman 
Handle Co. Both firms are 
in Waynesboro, Tenn. and 


CHARLES H. PEIRSOL 


manufacture Hill Hickory 
and Fleischman tool handles. 

Mr. Peirsol formerly was 
with Fleming & Son, Dallas, 
and with U. S. Gypsum Co. 





PATCHES B . 


RETAILS 
89 A TUBE 


Packed 12 


elastic rubber. 
Sells on sight. 
advertised. 


display 
carton. 


PRODUCT THAT FIXES 
JUST PLAIN EVERYTHING 


Here’s a _ fantastic 
liquid rubber that squeezes 
from a tube, dries to tough 
1001 
Nationally 





2 








Flex-O-Fix 
rubber boots, ga- 
leshes, waders. 
Mends canvas boats 
and tents. Seals 
windshield leaks, 
deor gaskets. In- 
sulates electrical ter- 
minals and wiring. 
At your jebber or 
write to Pyroil Com- 
pany, Inc., Dept. 
HA-10, La Crosse, 
Wis.—Toroento, Can- 
ada. 


repairs 


product, 
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GERBER HARDWOOD 
UNFINISHED LEGS 


REVERSIBLE 2-WAY TOP PLATE 
for STRAIGHT or FLARED position! 


A high quality, low priced 
leg made of kiln dried hard 
wood .. . smoothly sanded 
and ready for finishing. 











® BRASS ACCENTED 
SELF-LEVELING FERRULES 
in tempo with the latest trends 





@ EXTRA HEAVY TOP PLATE 
holds leg securely, 
prevents wobbling. 





@® A SALES BOOSTER 
for paints, stains, brushes .. . 
all related items. 























GERBER ALSO MAKES HAIRPIN, | 
TAPERED STEEL AND FOLDING LEGS [Q=~* 











SIZE & STYLE | WD6”’ | WD8’l WD 12” WD 16”[ WD 22”[ WD 28” | 




















Retail (Set of 4)1 $2.98 | $3.49 | $3.98 | $4.49 $4.98 | $5.49 | 


CONTACT YOUR DISTRIBUTOR OR WRITE: 


GERBER - for all your leg needs. 


WROUGHT IRON PRODUCTS INC. 2540 FARRAR ST., ST. LOUIS 7, MO 
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We had to put on extra hands — since we 
started suggesting “Scotcn” Brand Masking Tape 


put new LIFE 


in your sales 


, 
LIFE-TRED 


1,001 USES 


/ 


IN HOME =A’ 
OFFICE LY ‘: 
HOP SY” with new 


ALL PURPOSE 
PROTECTIVE PLASTIC MAT 


A sales-hit in stores everywhere, 
Pantasote’s new LIFE-TRED is 
made of a heavier premium plas- 
tic film with a deeper ribbed sur- 
face for greater wearability and 
safety. Many beautiful colors 
make selling easy. Available in 
3, 6 and 9 foot cellophane 
wrapped rolls. Write for com- 
plete information today. 














Bulk Display 
Selling Rack 
Available 

TASOTE 
TRAN 
The PANTASOTE Co. LASTIC 


New York Sales Office 











with every paint sale! 
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415 Madison Ave., New York 22, N. Y. 
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Reinforced Molded Rubber | Fabric 
=) 6 [Od 4 —e Bree ot: 1 oe 


* LIGHTWEIGHT 


* INDESTRUCT IBLE 


ALL THESE 
FEATURES! 


Can't dent, break, leak, 
rust, crack, dinge! 


Won’t scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


Resists acid, sea water, soap, 
grease, alkali corrosion. Mold- 
proof! 


Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, 
preservatives. Overnight sedi- 
ments loosen quickly—without 
damage! 


Graduated for measuring mixes 
and liquids! 


No sharp edges to hurt ani- 
mals. Easy to clean. 


Extreme heat and cold will not 
harm. 


Fully guaranteed! 


Standard Pail—10 at.—black 


. PLIABLE 


* PROFITABLE 


No more ruined pails! With 
Fortex pliable buckets and pails, 
cement loosens with just a tap 
of the hammer. More and more 
construction men are asking for 
them... be first to feature Fortex 
in your area! 


Heavy Duty Bucket—12 qt.—black. 


Farm Tub Feed Trough—6'2 gal.—black. 


Contact Your Wholesaler - 


CAUCHOTEX INDUSTRIES, INC. 
44 Whitehall St., New York 4, N. Y. 


or Mail the Coupon! 
‘WHOLESALERS 
A few territories 
are still open. 


NEWS OF 





—_—News of the Trade— 


MANUFACTURERS AGENTS 


Parker Mfg. Co., Worces- 
ter, Mass., has appointed L. 
L. Wilson and his associate, 
Robert Schadler, Villanova, 
Pa., representatives covering 
Pennsylvania, southern New 
Jersey and Delaware. Parker 
has named H. M. Worthing- 
ton, Garrison, Md., repre- 
sentative to cover Maryland, 
Virginia, West Virginia and 
District of Columbia. 

Vv 

Herculean Appliance Co., 
New York City, has named 
these agents for various 
sales territories: Browne 
and Magee, in Illinois and 
Wisconsin; E. W. Ewald 
Co., in Indiana, Kentucky 
and West Virginia; Ed Sie- 
gel, in eastern Pennsylvania, 


and J. T. Everett Co., in the 


southeastern states. 
v 
Boice-Crane Co., Toledo, 
Ohio, has appointed Thomas 


J. Spetrini, 18 Lincoln Ave., 
North Providence, R. I., rep- 
resentative for power tools 
covering Connecticut, Rhode 
Island, Massachusetts, Ver- 
mont, New Hampshire, 
Maine and upper New York 
state. 
v 


Rochester 
Rochester, N. Y., named 
John J. Kelly and Harry 
Hansen representatives 
covering metropolitan New 
York and northern New Jer- 
sey. They have their head- 
quarters in New York City 
at 1170 Broadway. 

v 


Robeson Corp., 


Turner Brass Works, Syc- 
amore, Ill., has appointed 
the Perry & Barr Co. repre- 
sentative for propane gas ap- 
pliances in Virginia, North 
Carolina, South Carolina, 
Georgia and Florida. 





New Plant Rises To 
Replace One Burned 


A new $300,000 plant is 
being built east of Aurora, 
Ohio, by Carlon Products 
Corp. 

It will replace Carlon’s 
Auburn, Ohio, plant. The 
Auburn building burned to 
the ground last April 15. 


D. R. Stough Is Manager 
Of Overly Subsidiary 
Donald R. Stough has been 


named manager of the Build- 
ers’ Hardware Div., Hard- 


| ware Engineers and Contrac- 


tors, a subsidiary of Overly 
Mfg. Co., Greensburg, Pa. 

Mr. Stough formerly was 
in the engineering depart- 
ment of the parent firm, and 
most recently did sales work 
for the subsidiary. 


Leichtung In Top Post 
Of Brookpark Division 


Ric Leichtung has been 
appointed sales manager of 
the Brookpark Dinnerware 
Div., International Molded 
Plastics, Inc., Cleveland. 

Mr. Leichtung was promo- 
tion manager of the Interna- 
tional Register Co. 





PLATT CLIP 


the ADJUSTABLE SPRING CLIP 


Designed with Dual-Arc* to pre- 
vent twisting from fastened 
position. Finger Grip action holds 

















smooth handles. A variety 
of sizes for every purpose. 
Platt clips sell themselves! 
A fast moving repeat 
sale item. 


Please send me Fortex literature and prices, [Write for Fortex facts. 
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~ « || Do floor nails 
- | ® . 
wee ee | «rip into your 


BR NGI 


Holt demountable 
drum cushion keeps 
rental sander 


Th 2 N d d No always working 
ey're Neede z 


Over 20,000,000 gunners, eagerly wait- 





ing for the game season to open, are 

beginning to get their guns ‘in shape” 

right now. Set your stock of Hoppe } iy 5A 

Products up front. Get your share of | | SIG /E fp ceereceege 

, eS Only Holt Streamliner 8 

this tremendous market. If your supply 7 ff. Floor Sander 

: Ways he exhausts dust thru 

of any Hoppe Product is low phone : Z barca > em 
your jobber immediately. 


When you rent Holt sanders you have the profitable advantage of 
Frank A. Hoppe Inc. patented demountable drum cushion that you can replace on the 

? job or in your store in a matter of 5 minutes. All you have to do 
2314A North 8th St. Philadelphia 33, Penna. when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 











Kenberry GADGETS a i, | itself comes off. Thus there’s no lost rental while waiting a num- 
ARE PROFITABLE ee... a Ng ' ber of days for an exchange drum from the factory, or for a re- 


rns ges ng : ) — paired cushion to “set”... no need to tie up capital in spare drums. 
LITTLE SPACE. =. SS 


Sell them on peg 

boards where custom- | 

ers can see and reach Re to he + i ae | fd To remove cushion 
them. The more gad- pohearegi, 4 iy ; ae ‘< . “ 
gets you display, the oa gi | | . loosen this nut. 
more of each you sell. et | 8 , a) | 

A big variety means bead HH | 

big business, requires | : 4 Sizes y i ; Slip off old, slip 
very little space. A | a SS ef 3 hi 
gadget counter draws i . £ HF yyocre |= on new cusnion. 
customers. And the 3 4 San 8 F ROLLER all 

Kenberry line is your | ennery DELUXE : . ee 
major source for prof- 


4 kent 
itable gadgets. CHEESE SLICER 


gape pee a stnsger hs i | Another exclusive advantage for you is the streamlined design 
More than 50 DELUXE CHEESE SLICER—39% 


of the Holt rental sander. For example, there’s no separate pipe 


Kenberry GADGETS JOHN CLARK BROWN inc. for dust exhaust. Dust is carried up thru the handle pipe into the 
ASK YOUR jJOBBER One Montgomery St., 


, Kenb GADGETS dust bag, leaving the machine free of gadgets that catch and 
ee ia break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


TAPLIN 3 
EGG BEATERS |. , ji» MANUFACTURING CO. 


. BETTER FLOOR MACHINES 
e Efficient operation ee ee 
e Durable construction 

e Smartly styled 


e Nine models in the 
popular price range 





oO 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





HOLT MFG. CO. Dept. P10 
669 ~- 20th $t., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 
THE TAPLIN MEFG. CO. NAME POSITION 


NEW BRITAIN, CONN. FIRM. 
Since 1897 
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“A Good Line 
to Handle”’ 


GRIFFIN 


SHELF HARDWARE 





Cat. #R240 
Wrought Stee! Butts 


When it comes to any item in shelf 
hardware . . . mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.’ You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You’ll 
find your wholesalers like every- 
thing about the firm’s policy .. . 
and you’ll find your customers like 
the Griffin products. 





A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. 


ERIE, PA. 




















Ben W. Binford Named 
Gould Sales Manager 


Ben W. Binford, Jr., has 
been appointed sales man- 





BEN W. BINFORD, JR. 


ager of Gould - Mersereau 
Co., Inc., New York, N. Y. 

For the past year and a 
half, Mr. Binford has been 
assistant sales manager for 
the drapery hardware man- 
ufacturer. 


Wagner Buys Griswold 
From McGraw Edison 


Wagner Mfg. Co. has ac- 
quired the household lines of 
Griswold Mfg. Co., a divi- 
sion of McGraw Edison Co. 

Wagner will operate this 
part of its business as the 
Griswold Mfg. Co. division, 
Wagner Mfg. Co., Sidney, 
Ohio. 


U. S. Steel Division 
Promotes Two In Sales 


Two top sales executive 
promotions have been an- 
nounced for American Steel 
& Wire Div., United States 
Steel Corp., Cleveland. 

Maxwell D. Millard has 


News of the Trade ——__— 





been elected assistant vice- 
president, sales. Howard B. 
Maguire succeeds Mr. Mil- 
lard as the new general man- 
ager of sales. 


Mr. Millard joined Amer- 
ican in 1934 as a technical 
apprentice. Mr. Maguire 
joined the division in 1919. 
He was American’s central 
area sales manager before 
succeeding Mr. Millard. 


Corbin Retires Six Who 
Total 240 Years’ Service 


Six field men with a total! 
of nearly 240 years’ service 
were recently retired by P 
& F. Corbin Div., Ameri- 
can Hardware Corp., New 
Britain, Conn. 

Honored with a two-day 
home office tour and vacation 
and farewell dinner were: 

M. H. Stoughton, 46 years 
in mid-Atlantic states. 

A. I. Medhurst, 34 years 
in North Central states. 

Horace Dale, 34 years in 
Michigan. 

M. H. Parsons, 32 years 
at Philadelphia. 

H. C. Bartels, 40 years at 
Philadelphia. 

J. G. Cochrane, 45 years 
at New Britain. 


Huffman Buys Monark 
Lawnmower Division 


Huffman Mfg. Co., Day- 
ton, has purchased the lawn- 
mower division of Monark 
Silver King, Chicago. 

Huffman will now produce 
two lines of mowers, the De- 
luxe Huffy and a promotional 
line of Huffy Champs. The 
Champs will be produced 
with Monark tooling. 









PORTABLE ELECTRIC TOOLS, 
320 W. 83RD ST. - CHICAGO 20, ILLINOIS 


OWER TOOL 
HE UNUSUAL 





INC. 
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CABINET | 


HARDWARE » | 3 
with NEW = 


: “ai KD | 


on NEW DISPLAY 


Be Assortment #1300 takes up little space— 
me carries complete stock of 16 doz. items. 
> $105.24 retail! Each item “Skinpak’d” on color- 
©» tul card to increase eye appeal, protect finish 
hh od 

a from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 


re FOR COMPLETE CATALOG & t_ INFORMATION 
) ABOUT ASSORTMENT #1300 writ 


STA 


370 Butler Stre 















































METAL PRODUCTS Co. 


et, Brooklyn ya, Oe 


Sold through wholesalers only 





BOOST FALL AND WINTER PROFIT . 
IN YOUR 
GARDEN SUPPLY 
DEPARTMENT! 


is the time 
te FEATURE 















Beautifies INDOOR plants (ivy, 
Philodendron, Pothos, other hard- 
surfaced leaves), cut foliage, 
ornamental fruits and vegetables, 
Christmas wreaths, holly sprays. 


Here’s one item that pays off in slack 
season . . . when home gardeners turn 
their attention to house plants. Stock and 
display ANTROL Instant LEAF SHINE at 
once for peak profits—and steady, year- 
‘round sales. It’s a timely traffic-builder 
for your garden supply department Fes 
and another big profit-maker in the fa- 
mous ANTROL garden line. 


Don’t miss a Single Sale! ORDER NOW! 
BOYLE-MIDWAY INC. 


22 East 40th St.. New York 15, N.Y 


Nationally 


GARDEN DIVISION 
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Antrol 4 Shine 
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REVOLUTIONARY 





Bridgeport 
NEOPRENE 


GRIP 


SCREWDRIVERS 


OIL & WATER RESISTANT NEOPRENE 
GRIP—PERMANENTLY BONDED 
TO TOUGH AMBERLITE 

HANDLES 


GREATER 
TORQUE 























BOLSTERED | 
BLADE— ‘Ft | 
TREMENDOUS TURNING POWER Y/DGED SHANK § if 
Tests prove the CUSHION GRIP allows FOR MAXIMUM ' 
you to turn screws tighter than STRENGTH ff 
ordinary screwdrivers! | 
bs 
SUPER COMFORTABLE } ; 
Resilient neoprene grip never hurts the - : 
hand—no matter how hard you grip it! ~ | i 
| 
NON-SLIP GRIP ‘ | 
Even when wet or oily, your hand — 
won't slip. BLADE OF FY 
UNBREAKABLE HANDLE HIGH GRADE, § iF 
Hammerproof, shockproof and HARDENED §& 
non-flammable. ALLOY TOOL ) 
ARANTEED STEEL : 
reaY Oe BEAUTIFULLY : 
16 Sizes & Styles in open stock POLISHED 1] 
$1.00 to $2.70 Retail FOR EXTRA ! 
SALES | { 
Merchandiser Assortment +2700 APPEAL ’ 
You get 24 Screwdrivers ; 
Retail Value $32.15 
Dealer Cost 21.44 : 
Dealer Profit $10.71 \ 1 
. 
i PRECISION 
CROSS- 
GROUND 
POINT 
—_ —— 4 


THE BRIDGEPORT HARDWARE MFG. CORP., BRIDGEPORT 5, CONN. U.S.A 











For ALL your pump business 


RED JACKET 


“ 
ubmtuga PUMPS 


45 Models 
’3 H.P. to 10 H.P. 
7 to 100 G.P.M. 
pumping depths 
to 1000 ft. 


ST JACKET Fy, 


‘mater’ 
service 
products 


& 
‘ 
: 
; 
5 
of 
: 
' 
= 
H 

§ 


THE RED JACKET Submega PUMP FAMILY 


a a 
A is 
@® EASY TO SELECT — Anyone « can quickly select 
the right pump for the job from Red Jacket’s simpli- 
fied “Performance Tables.” 


@ EASY TO SELL — this complete product line cov- 
ers every application in the home, farm and commer- 
cial markets. 


e EASY TO INSTALL — One man can install most 
D JACKET “Submerga” pumps with ordinary tools. 
alt oe instructions are included. 


The ONLY practical field service 

for “S. “ Pumps 

Red Jacket’s “‘Submerga” Pumps are supported by author- 
ized service field stations located throughout the United 
States. These stations carry a complete stock of parts and 


are equipped and trained to give quality service to Red 
Jacket “Submerga” whit owners and dealers. 


A Complete Saémerga“ 


pump package This 7 g.p.m. 
pump is packaged complete as 
illustrated with all necessary 
accessories for quick installa- 
tion, A terrific display item and 
conversation piece. This pump 
will meet over 80% of your 
customers’ needs. 








RED JACKET’S extra value in engineering, performance 
nd field service can be clearly demonstrated. Write for 
full particulars. Address Dept. HA-107. > 


RED JACKET MANUFACTURING CO. 


DAVENPORT, IOWA 


The Choice That's Made Friends'’ —SINCE 1878 





| glass 
| showed their wares and ser- 
'viees to an attendance of 











_ Court Store, 
| Wasilewski, 


| The 











Schelly Subsidiary Has 
Dealer Glass Exhibit 


A three-day exposition and 
show for dealers who sell 
glass was recently opened at 
Penn Allen Glass, Inc., a 
subsidiary of C. Y. Schelly 
& Bro., Inc., wholesaler at 
Allentown, Pa. 

Many major producers of 
and glass products 


more than 300. 


Diamond Black Leaf 

Joins Diamond Alkali 
Operations of Diamond 

Black Leaf Co. have been in- 


tegrated with the business in- 
terests of Diamond Alkali 


|| Co., both of Cleveland. 


The former Diamond Black 


News of the Trade— 


Leaf Co. is now Diamond 
Black Leaf Products, a unit 
of Diamond Alkali Co. Con- 
solidation expands all facili- 
ties, and provides better ser- 
vice to farm and home 
products’ customers, the par- 
ent firm said. 


Nott Mfg. Acquires 
Control Of Rose Mfg. 


Nott Mfg. Co., Mount 
Vernon, N. Y., has acquired 
control of Rose Mfg. Co., Bea- 
con, N. Y., manufacturer of 
the Tri-Ogen line of rose 
sprays and rose food. 

Herb Harkins, with the 
Nott organization, has been 
elected president of Rose. 

The present Beacon plant 
will continue to serve Rose 
customers without interrup- 
tion. 





| DepartmentManagersLearn How ToShow Tools 


Too! department managers from Badger Paint Stores in Milwaukee, 
and the midwest visited the John Oster Mfg. Co. plant to learn how 


to demonstrate Cummins power tools. 
| Cummins sales manager; Ken Steinman, Badger store, Madison, Wis.; 
Will Heine, Bay Shore store, Glendale, Wis.; 
Larry Kabins, 
Fred Johnson, 

Brueckner, Capitol Court Store, Milwaukee; 


Milwaukee; 
Cummins; 


Front row, | to r: Harry Starke, 


Lester Mickey, Capitol 
Back row: Don 
store; Bob 
Southgate 


Cummins. 
Badger Racine 
Bob Parker, 


store, Milwaukee; Jim Baker, Baker, Johnson & Dickenson. 





Original 


TOWNSEND 


Wire Stretcher 





SHOW IT .. 


YOU'LL SELL IT! 


Every fencing customer, farmer 

and estate owner should own a wire 
stretcher to properly install and main- 
tain his fences. With the Townsend wire 


race eR A TT 


Write 
today 
. . and for 
Catalog 
Page, 
information 
and 
Prices 


stretcher, one man can do the job quicker, easier, 


better. 
of 40 years even better. 


Many improved features make this favorite 


Manufactured and Cuaranteed by 





| SHELDON-WELLS CO. .= 


KINZUA, PA. 
Successors to 
. Townsend 
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RUGG “ALL-PURPOSE” ROPE in this handy 
shipper-display carton sells fast ...saves time, 
too, Pre-measured connected coils promote 
larger unit sales, speed up the sale, step up your 
profits. Order RUGG Ready-Pak rope now in 
weatherproof, non-kink manila, sisal or nylon. 
Manila and Sisal | Nylon 
Size Per Coil Per Display Per Coil | Per Display 
Ma" 75%. |  450ft. 50 ft. 350 ft. 
3!" 50 ft. 300 ft. 50 ft. 200 ft. 
Y Pad 50 ft. 300 ft. 25 ft. 100 ft. 


AT YOUR JOBBER’S ....OR WRITE 








The E. T. RUGG CO., 51 Miller St.,Newark,Ohio | 


SERVICE SHARES 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a new line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
Strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


FULLY GUARANTEED 
AS TO QUALITY, FIT AND FINISH 
STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 
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Feels good @ in the hand... 


Looks @# good to the eye... 


Stays good through @ the years... 


A full two-inch knob of Heavier Metal. 
Larger and better shaped. Note how it Concaves. 
Generous size Rose. No skimping anywhere! 


Styles for every function, including Key-in-knob 


m7 
SKILLMAN | 





Skillman Hardware Mfg. Co. 
Trenton 4, N. J., Dept. A-10 
Please tell us about the Mayfair 


Design Knob and the 1600 line, 
of which it is part. 








Firm 





__Address 





Since 1865 one of America’s largest line builders’ hardware manufacturers. 


231 

















Rich-Con Names Keys 
Merchandise Manager 


Van Keys has been ap- 
pointed merchandise man- 


ager for the housewares 
division of Richards & Con- 





VAN KEYS 


over Hardware Co., Kansas 
City, Mo., wholesaler. 

Mr. Keys was merchan- 
dise manager for lawn and 
garden supplies, housewares 
and toys for Lack’s Whole- 
sale Co., Housten. Before 
that he was with Findlater 
Hardware Co., San Angelo, 
Tex. and Huey & Philp Co., 
Dallas. 


Riley Is Sales Manager 
Of Southwestern Pipe 


Harry A. Riley, Jr., has 
been appointed sales manag- 
er of the wholesale division 
of Southwestern Plastic Pipe 
Co., Mineral Wells, Texas. 

Mr. Riley has been a sales 
representative since joining 
the firm early in 1957. 


News of the Trade- 

















OBITUARIES 








Ralph B. Paull 


Ralph B. Paull, 63, presi- 
dent of Earl Hardware Mfg. 
Co., Reading, Pa., died at his 
home Sept. 10 from a heart 
condition. Mr. Paull joined 
the firm as sales manager 
in 1918. In 1929 he became 
secretary - treasurer, then 
vice - president and was 
elected president in 1951. 


H. A. Kopmeyer 


H. A. Kopmeyer, 76, a re- 
tired hardware dealer, died 
at his Louisville, Ky., home 
on Aug. 25. Before becoming 
a dealer, Mr. Kopmeyer had 
worked his way up to sales 
manager of Belknap Hard- 
ware & Mfg. Co., in the 
early years of this century. 
He had been a dealer for 
about 25 years when he re- 
tired in 1944. 


Charles L. Haber 


Charles L. Haber, 51, pres- 
ident of Bridge Hardware 
Co. Inc., and a nationally 
known safe and lock expert, 
died of a heart attack on 
Sept. 3 at his Long Island 
City, N. Y., home. He had 
worked for Bridge for more 
than 30 years. 


Delbert L. Behm 


Delbert L. Behm, 66, own- 
er of the former Monrovia 


(Calif.) Hardware Co. for 
21 years, died Aug. 22 at 
Monrovia from the effects of 
an earlier heart attack. He 
was a past president of the 
Southern California Hard- 
ware Assn. 


Charles G. Neil 


Charles G. Neil, 61, presi- 
dent of Standard Hardware 
Co., wholesaler of Paterson, 
N. J., died of a heart attack 
at Barnert Memorial Hospi- 
tal Sept. 5. In 1921 Mr. Neil 
took over the hardware store 
at Grand & Marshall Sts. 
started by his father in 
1900. He later operated five 
stores and established the 
Standard wholesale firm in 
the late 1930’s. He headed 
the firm until his death. 


isaac Ralph Dozier, Jr. 


Isaac Ralph Dozier, Jr., 
48, owner and operator of 
Portlock Hardware Co., at 
South Norfolk, Va., died on 
Aug. 24 following a five- 
week illness, at a Norfolk 
hospital. 


Emmett M. Stephens 


Emmett M. Stephens, 55, 
manager of Hollberg Hard- 
ware Co., Griffin, Ga., died 
Aug. 22 at a Griffin hospital, 
following a short illness. Mr. 
Stephens managed the Holl- 
berg store six years. 


Stanley Bright 


Stanley Bright, 77, former 
president of Bright & Co.. 
wholesaler of Reading, Pa.., 
died Sept. 27 in Reading. 
Mr. Bright sold his whole- 
sale business and retired in 
1946. 


Van Antwerp Simmons 


Van Antwerp Simmens, 
72, former hardware dealer 
of Olean, N. Y., died Sept. 
4of aheart attack. Mr. Sim- 
mons had been president of 
the Olean Transfer Co. until 
his retirement. In 1916 he 
worked for the Miller Hard- 
ware Co. and in 1925 he be- 
came a partner in the Olean 
Hardware Co. which he left 
in 1930. 


Gusta Brenda 


Gusta Brenda, 49, long- 
time hardware dealer of 
Crab Orchard, Ky., died of 
a heart attack at his home 
Sept. 18. 


Charles F. Bible 


Charles F. Bible, 47, own 
er of C. F. Bible, Inc., ma- 
rine and industrial supplies, 
Brooklyn, N. Y., died on 
Sept. 15 while playing golf 


Louis Perloff 


Louis Perloff, 49, head of 
Town Fair Hardware Co., 
Williamstown, N. J., died on 
Sept. 11. Mr. Perloff opened 
his store in 1955. 





Delta Power Tool Div., Rockwell Mfg. Co., Pittsburgh, has set up and trained this new sales force to help dealers and wholesalers boost 


sales of the Homecraft line to the home workshop market. 


Shown, | to r, are: Reese Young, West; Jim Stoviak, East Central; Tony Ste- 


fanic, West Central; Dick Morrison, East; Clarence Pringle, West Central; John Osberg, Tupelo plant manager; F. P. Maxwell, vice-presi- 
dent of Rockwell power tool divisons; |. G. Meyer, Homecraft sales manager; Gordon Miller, South; Bob Hawley, South; Harold Rad- 


cliff, East: Ed 





eee 


Dennis, West. Not shown is L. A. Brown, East 


> a 


Central region. 
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A report in pictures of events in the trade 





HA Photo Angles 





Spicola Hardware Co., wholesaler of Tampa, Fia., held its annual Open House and Merchandise Show, Sept. 29 and 30. It was declared 
a big success. Thirty-two manufacturers displayed their lines at the show which attracted 546 hardware, lumber and marine dealers. 
POdTT Pe hce ee cia. i’), Citin t. ff. 











The sales force of Lawn-Boy Div.. Outboard Marine Corp., is shown during sessions held at the Lamar, Mo. factory where plans were 
made for the 1958 selling season. Front row, | to r: Bill Floto, Don Carothers, John Chesluk, Robert Price, Don Berret, John Clark 
Robert Kwapil and Kari Tate. Standing, | to r: Darrell Meyer, James Allen, Frank Veasey, Bill Haverty, Paul Regan, Bert Laing, Ray 
mend Smith, Ted Bell, Bill Florey, Phil Tennis, James Ross, Rex Alexander, Sam Berry, J. T. Brown, Mike Rolston, Ron Reese, Charles Leor 
Robert Floersch, division manager and Robert Schuler, sales manager. 


PO oe . 


Sales, advertising and merchandising plans for 1958 were discussed at the recent five-day sales meeting held by American Pad & Textile 
Co., Greenfield, Ohio. Members of all company departments were in attendance. Standing, top row, | to r: Paul Githens, Ron Hall, 
Art Prein, Tod Sloan, Dave Worthington, Russ Kerr, F. T. Wile, John Mitchell, Ralph Allen, John Waddell. Second row, | to r: Lou 
Frawley, John Lewark, Wayne Hall, Bill Abbott, Paul Gessner, George Licht, Harold Miller, R. L. Marloff, Larry Horan, Bob Logan, Harry 
Younghans, Al Brackman, Don Hindes, James McBean. Seated, | to r: C. L. Jamison, Henri Marc, president; F. R. Marlier, board chair- 
man; Ned Herrold, vice-president of sales; Haydon Hall. 
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Classified Opportunities Section 





Help Wanted Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words........... 
Each additional word........... .10 
Positions Wanted 


Rate) set solid, maximum 


tt ee 


(Special 
words 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 








Representatives Wanted 


Representatives Wanted 








SALESMEN WANTED 


Manufacturer, has excellent item for sales- 
man calling on lumber hardware trade. 
New item, nothing like it on market. State 
in first letter territories covered and lines 
now handled. 


Fraser Reel & Specialty Company 
Lexington, Michigan 

















Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line pure Chinese Bristle Brushes plus gen- 
eral line for better paint and hardware stores. 
lumber yards and industrials. Immediate de- 
livery. Protected territories. Liberal commission. 


Address Box 1000, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















BE YOUR OWN BOSS 
HERE IS AN OPPORTUNITY TO 60 
INTO BUSINESS FOR YOURSELF! 
EXCLUSIVE FRANCHISED TERRITORIES 


Open in Westchester, Putnam, Dutchess Coun- 
ties, N. Y.—Albany, Troy, Schenectady, New 
York Area — Southern Connecticut — Detroit — 
Western Va. and Eastern West Virginia — 
Eastern Tennessee — Pittsburgh, Pa. Area — 
Columbus, Dayton and Toledo, Ohio—Iindian- 
apolis, indiana. Approximate Investment—Walk- 
in Truck and $3,000.00. No experience neces- 
sary. We train you. For details write 


SHARON BOLT & SCREW CO., INC. 
Endicott? St., Norwood, Mass. 














Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Wil! 
also consider sideline man or manufacturers’ arent. 


Address Box |16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














EXPERIENCED SALESMEN 


With following among retail hardware and house- 
furnishings stores. to sell the most popular 
branded line of dog furnishings. Can be handled 
as a side line. Liberal commission. Choice 
territories open. 
Address Box 927, 
Chestnut & 56th Sts., 


eare of RARDWARE AGE 
Philadeiphia 39, Pa. 














HICKORY HANDLE REPRESENTATIVES 

Well established manufacturer of Hickory 
Striking Tool Handles has opening for estab 
lished commission agents in all of the Rocky 
Mountain and West Coast territory, also the 
states of lowa, Nebraska, Kansas, Missouri, New 
York, Louisiana, Ohio, Michigan and West Vir- 
ginia. Agent must be well established and call- 
ing on Wholesale Hardware, Mill Supply, and 
Industrial Jobbers, every 60 days. Write, givine 
complete information regarding lines handled, 
territory covered, number of accounts called on, 
and how often accounts covered. Address: Box 
1003, care of HArDWarE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


MANDU- 


rubberized rug 


REPRESENTATIVES 
rACTURER 


backing 


WANTED 
OF NON-SKID 
compound, backed with advertising and 
solid promoticn program has openings on exclu- 
sive territory basis for successful men with fol- 
lowing among department stores, notions, house- 
wares and hardware retailers. Good repeat sales. 
Commission basis. State lines, territory and per 
sonal data. Testworth Products Corp., Box 797, 
ltasca, Illinois. 


—— — 5 ———— ee — 


ROCKY MOUNTAIN AREA OPEN. 
policy change, Rocky Mountain Territory now 
open tor agents specializing in garden supplies, 
te sell nationally advertised Earth Carpet Lawn 
Seed to wholesalers. Some business now estab- 
lished. L. Teweles Seed Co., Milwaukee 1, Wis 
consin, 


Due to 


HAND TOOLS, MANU FACTURER OF 
tionally known brand (made in U. S. A.) 
representatives calling on the fellowing 
trades: Hardware, Plumbing, Lumber, Electrical, 
Building Materials, Mill Supply, etc. Many terri- 
tories open. Address: Box 1021, care of Harp- 
- ARE AGE, Chestnut & 56th Sts., ‘Philadelphia 39, 
,* 


Na- 
seeks 
retail 


MANUFACTURERS REPRESENTATIVE 
SLIDING DOOR HARDWARE. A leading 


manufacturer with nationally known complete line 


has active territories available in Wisconsin, Towa, 
Minnesota and Nebraska and other areas. Expe. 
rienced representatives should contact: John Ster- 


ling Corporation, Richmond, Illinois. 
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| Ours is a complete line of 


| wholesalers and jobbers. 


| Chestnut & 56th Sts,, 


open for nationally 


| utors 
| 8 out of 10 on first call. 


Aelphia 


WANTED 


Salesmen now calling on wholesale hardware, farm 
implement, equipment, feed or allied markets. Choice 
territory now open on commission basis to sell top 
grade, fully extruded aluminum farm gate manu- 
factured by leading Aluminum fabricator. Priced to 
outsell all competition. Backed by extensive adver- 
tising-publicity campaign. Specify territories now 
covered and — — 

ddress 26, of HARDWARE AGE 

Chestnut & 56th Sts. Philadelphia 39, Pa. 











REPRESENTATIVES WANTED. Manufac 
turer, now selling direct, desires in many terr) 
tories commission representatives who will direct 
Plumbing Cast and 


Tubular Brass Gceods and Brass Accessories, com 


petitively priced. To be sold through rated Plumb 
ing & eating Contractors, large Hardware 
Stores, Lumber Yards, Farm & Home Stores. 
Portion of traveling car expense allowed. State 
actual territory covered actively and all details. 
Address: Box 1016, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


COMMISSION SALES REPRESENTA 
TIVES wanted by Midwest Wholesale Builders 
Hardware and Locksmith Supply Company. Com 
plete lines of Locks, Key Blanks and Locksmith 
Toots. Ideal for Salesmen with nonconflicting 
lines calling on Hardware Stcres, Locksmiths, 
Lumber Yards, Builders and Industrial Ae- 
counts. State lines carried and territory covered 
Address: Box 1023, care of Harnware ACR 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS 
WANTED to sell 


REPRESENTATIVE 
popular repeat specialty to 
Old established manu- 


facturer. Excellent commissions. Exclusive terri 


tory now available in most states due. Please 
state type of trade covered and lines carried. 
Address: Box 1008, care cf Haroware Acar, 


Philadelphia 39, Pa. 





EXCLUSIVE PROTECTED TERRITORIES 
distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
and retailers. Unique demonstration sells 
Address: Box 115, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
39, Pa. 





oe —— eS — 


SALES REPRESENTATIVES WANTED b: 
manufacturer of lambswool floor applicators, refil! 
pads, polishing bonnets and discs, wash mitts of 
all types, sponges, genuine imported chamois, and 
cleaning pads. We are prime suppliers, with a 
complete product line. This is a top quality pro- 
fessional grade of merchandise, competitively 
priced and strongly merchandised. Send a com- 
plete resume with first letter, stating lines now 
carried, exact territory, and exact trade covered 
Replies confidential. Beverly Manufacturing Co, 
10 Roland St., Boston 29, Mass. 


WE MANUFACTURE FORGED COLD 
CHISELS, star drills, bull points, etc., and offer 
siedges, crowbars and other dealer items at prices 
that can’t be beat. We need dealer reps for Con- 

| necticut, New Jersey and New York City. Ad 
dress: Box 867, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 

SALESMEN: Leading manufacturer of sliding 
door and builders hardware has opening for sales 
representatives in Chicago and other Mid-West 
territories. Applicants should have sales experi 
ence in building supply field. Send qualifications 
and salary requirements in first letter. John 
Sterling Corporation, Richmond, Illinois. 

SALESMEN WANTED: Calling on any of 
the followine retailers: Hardware, drug and feed 





| Avenue, St. 


stores to sell a nationally advertised product now 
heing sold to these dealers. 20% commission, re- 
peats. Credit on mail orders. All territories open 
Address: C. E. Minter, P.O. Bex 181, Lansing 1 
Michigan. 


——— 


SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors exclusive 
territory, 10% commission. Write full details 
with references. Replies confidential. Akron Sup 
ply Co., Inc., 216 Grafid Street, Brklyn., New 
York, 


EXCELLENT LINE 


for sales representatives 


calling on the retail trade in hardware, depart- 
ment, variety, and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 


Paul 6, Minn. 
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Accounts Wanted 





Accounts Wanted 








Business Opportunities 


















ATTENTION 
MANUFACTURERS 


To obtain complete coverage and increase 
your business in Metropolitan N. Y. N. 
wire or phone collect. N. Y.—COrtland 7-9909, 
N. J.—Bigelow 3-2577. Our sales force sells to 
SYNDICATES, DRUG & AUTO CHAINS—HARD- 
WARE, HOUSEWARE & RACK Wholesalers— 
GARDEN SUPPLY, PARTY & CLUB PLANS and 
other volume buyers. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOCIATES 
562 Clinton Ave., Newark 8, New Jersey 














LINE WANTED 


We are interested in contacting a serious minded, 
aggressive manufacturer who is interested in repre- 
sentation with the same qualities. 3 men actively 
covering Eastern Pennsylvania, Southern New Jersey, 
Delaware, Maryland, Washington, D.C., and Virginia. 


NASE AND WOLF 
300 Levering Mill Road, Bala Cynwyd, Penna. 
hone: Mohawk 4-9798 











SALES OFF IN FLORIDA? Need regula: 
sobber contact? Need missionary work? Need 
more sales? We can handle it all! Address: Box 
1024, care of Harpware AGE, Chestnut & 56th 


Sts., Philadelphia 39, Pa 





Manufacturer's Representatives 


Full coverage of hardware wholesale in 
Ind.. Ohio, Mich., and Kentucky. Can 
render reliable aggressive service. Best 
of references available. 


Address Box 930, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SOUTHERN CALIFORNIA 
Experienced Manufacturer's Representative 


Have top grade salesman taking orders 
from hardware and nursery dealers for 
shipment thru wholesalers. Interested in 
one more high grade line All sales thru 


jobbers only. 


Address Box {015, care of HARDWARE | ata 
Chestnut & 56th Sts., Philadelphia 39, 














REPRESENTATIVES 


Covering all classes of jobbers. (Can render reliable. 
aggressive service. We are national distrilmtors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














—_————_—_ — > ee on 


ADDITIONAL LINES WANTED FOR DIS. 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM.- 
BER, ETC, OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states, is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers” but professional salesmen who wil! 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil- 
ities available. Address: Birkbeck Brothers. 
70 North York Road, Willow Grove. 


Inc. 
Penna. 


| sponsibility 


| locatien. 
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LINE FOR OHIO, MICH., WESTERN PENNA. 


If you distribute Hardware or Housewares 
line through the wholesaler, | can give you 
highest type of aggressive representation. 
Agency now being established. Experience 
20 years wholesale, 5 retail. 


HOWARD W. MURRAY 


19407 Frazier Dr., Cleveland 16, Ohio 














$299.477 gross $50,000 net 


some wholesale—Toys (659) Hdwe. 
supplies VIRGINIA LOCATION- 
D. C.—ALL CASH SALES—Rea- 
sonable rent—-no percentage Lease-—-Tremendous estab- 
lished following——-Asking price $175,000. tiuge poten- 
tial in credit in Retail & Wholesale-——Replies held in 
strictest confidence. Give cash available 


Address: Box 1025, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Mostly retail 
~paints——-garden 
Near Washington, 





| Kemble 


SUCCESSFUL MANUFACTURER 
PORTER of kerosene and gasoline 
additional lines to export 
branches and resident salesmen. 
export details, 
domestic account. 
Newman Street So., 


EX 
appliances 
through own 
We assume re- 
financing, etc. You 

3. Appliances 


Hackensack, New 


s¢€ ek S 


handle 


Ltd., 


as 


110 


lersey. 








INTRODUCTORY OFFER 


FREE — LATEST COMPLETE CATALOG — FREE 
GET ACQUAINTED SPECIAL LOW PRICES ON 
FULL LINE PLBG., HTG., HDWE. SPECIALTIES. 


SEABOARD PLUMBING SPECIALTY CORP. 
1007 ATLANTIC AVE. Dept. HA—Bkyn, N. Y. 
Salesmen Wanted - All Territories 











Help Wanted 


MANAGERS 





AND ASSISTANT MANAG- 
KRS for large retail hardware in the San 
lKernando Valley—20 miles from Los Angeles. 
experienced intelligent people, ages 30-40, wanted 
tou manage hardware, paint, housewares, electrical, 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round summer. Write full 
details to Box 830, care of HArpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


FIELD SALES MANAGER WANTED. Well 
established plastic pipe manufacturer needs cap- 
atle man with successful sales experience in 
plastic pipe Salary and expenses. Excellent 
erowth opportunity. Send complete business and 
personal resume. Replies confidential. Depart- 
ment TIA-957, Consolidated Pipe Co. of America, 
1066 Home Avenue, Akron 10, Ohio. 





Business Opportunities 


| eral 
building 
Box 


| 56th 





neal 
| cash 
| center. 
| tures. 


phia 39, 


FOR SALE: Well established hardware store 
Washington, D. C., in nearby Virginia. All 
business; clean, salable stock, in shopping 
Complete price including gtock and fix 
$24,000 cash. Address: Box 1027, care of 
HarpwarRE Acer, Chestnut & 56th Sts., Philadel 
Pa. 


FOR SALE OLD ESTABLISHED HARD. 
WARE FIRM located in south central Florida 
best location in town, complete line of clean gen- 
hardware mdse. Lease can be obtained on 
Takes $45,000.00 to handle. Address 
eare of Harpware Ace, Chestnut & 
Philadelphia 39, Pa. 


1005, 
56th Sts., 

FOR SALE: Old established Hardware and 
industrial supply business; Sales 2 miullien; 6 
traveling men, expanding market, middie Atlantic 
Fastern States, owner wishes to retire. Address: 
Box 1028, care of Harpware Ace, Chestnut & 
Sts., Philadelphia 39, Pa. 


HARDWARE AND GRO. 
Good location—Long established 
for rent or sale—price reasonable. Address: Box 
1018, care of Harpware Ace, Chestnut & 56th 
Philadelphia 39, Pa. 


COMBINATION 
CERY STORE. 


Sts : 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 








LEASE DEPARTMENT IN HARDWARE AVAILABLE 


in New Jersey's First Complete One-Stop Shopping 
Center EXCLUSIVELY for BUILDING and Allied 
Products. LOW OVERHEAD, ~ gaat LOCA- 
TION in Huge Pre- Established Consu Market 
Area. Floor Space Available Now For IMMEDIATE 
OCCUPANCY! Call or Write: 
BUILD-0-RAMA Building Center 
Rte. 9 and Ernston Rd., South Amboy, 
(Direetly across from the Gixnt Sayre Woods Shopping 
Center). SOuth Amboy 11-0600 











—_—_-- 


MARYLAND: Retail Hardware Store 
building, Warehouse, Stock and Fixtures located 
in the heart of fish, crab and oyster industry on 
the Chesapeake Bay. Clean salable stock. Serving 
approximately 10,000. Will sell at bargain price 
to anyone wishing to enter hardware business 
Illness reason for selling. Address: Box 1017, 
care of Harpware AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


Store 


FOR SALE: MODERN HARDWARE STORE 
established over 40 years. Located in Queens 
County, N. Y. 7 room apt. above store. Gross 
approximately $60,000. annually. Good lease. 
Rent $215 per month. Stock $28,000. Excellent 
Parking in rear of store. Total Price— 
Address: Box 1029, care of HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SPECIAL TRIAL ASSORTMENT! One-half 
dozen of each of our 50 most popular brass kev 
blanks—$15.00. HAZELTON CHAIN CO., 81 
St., Roxbury 19, Mass. 


30.000. 
AGE, 





capable 


| Power Tools, 


| Ace, Chestnut & 56th Sts., 





Positions Wanted 








Attention Hardware-Housewares Manufacturers 
Young aggressive national sales manager available for 
an association with promising ~otential. Proposition 
must allow advancement and administration of, modern 
marketing procedures to accelerate sales. Compensa- 
tion should be based on results. Thorough knowledge 
of the trade on a national level; excellent contacts and 
references. Will relocate anywhere in USA. Resume 
will be submitted in confidence 


Address Box 1019, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











GENERAL MANAGER FOR WHOLESALE 
HARDWARE AND BUILDING MATERIAL 
DISTRIBUTOR has a proven record as an Ad- 
ministrater. knows hardware and hardlines, is 
sales-minded and promoter, good overall merchan- 
knows procedures, systems and _ controls, 
of accepting full responsibility for entire 
operatien, can tackle a highly competitive market. 

Address: Box 1030, care of HarpwaArEeE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


diser, 


H [ARDW ARE BUYER AND MAN AG ER, age 
36, presently president retail hardw are corpora- 
tion. desires to relocate. Eleven years’ experience 
wholesale and retail hardware. Seeking responsible 


position with comparative salary. Address: Box 
1020. care of Harpware Ace, Chestnut & 56th 
Sts.. Philadelphia 39, Pa. 


PURCHASING DIRECTOR» & OR SALES 
MANAGER—For Wholesale House or Building 
Material Distributor. 20 years’ experience in 
Builders Hardware and Supplies, Hand and 
Machinery, Industrial and all Hard 


lines, Houseware and Plastics. Address: Box 
| 1031, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








PAINT SALESMAN —39 ‘ein uae 
employed 12 years Long Island territory. Calling 
on Paint & Wallpaper, hardware & lumber trade. 
wishes to make change to progressive manufac 
turer. Address: Box 1022, care of HARDWARE 
Philadelphia 39, Pa 
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| another 





product 


Se i 


Fisherman! 
file Kenning TACKLE BOX 













PLENTY OF ROOM 


Sateel. 
for spinning reel and additional 
tackle not carried in trays. GUAR- 
ANTEED against breakage in nor- 
mal use. 


RUST and CORROSION-PROOF, 
well suited for fresh or salt water. 
SLIGHTER WEIGHT but greater 
strength than boxes of other 


at O 2ORE. be; Melk, bem ote). 57-4. - 4 PLANO 5S, ILLINOIS 











NEW “SILENT 8" 
Large diameter wheels with 
long-lasting rubber tires. 
y, safe, 
eed. 








Double Ball-Bearing Wheels 


= gyn — —~~~ wheels new 

ve amaz ng performance. 

“Sha to — Shoe” yo rubber- 
an ance ng extra sales whee 
ay other models to choose led 
from Sensation! 


in 3-Color Self-Selling Packages—SEE YOUR JOBBER 
HUSTLER CORPORATION — Sterling, Hlinois 














DONT MISS THE AMAZING 





A retail sensation last Spring. 
Over 40 Million sold this year. 
A really professional type 
plant-growing container in an 
attractive resale package. A 
MUST for every Garden Center. 
Resale package of 24.... 98¢ 
Resale package of 12.... 59%¢ 


Through your wholesaler or write 








STO-COTE PRODUCTS MFG. (O., 





1461 W. FULLERTON AVE., CHICAGO 14 
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Pont de Nemours & Co., Inc... 33 


Ridge Tool Co., The ............ 16t ¥ 
Rockwell Mfg. Co. | 
Delta Power Tool Div. ...... 148-149 | Yale & Towne Mfg. Co. .......... 114 
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Display and Sell the Float 
with the 























OUT SELLS 
OUT PERFORMS 
all other floats 
on the market 
































Our national advertising tells 
millions of fishermen to look 
for the float with the Green 
Cap. The only float with self- 
releasing line feature. 

You reel in the fish all the 
way with a Dayton Green Cap 
self-releasing line float. 
















i S. "ie 


é 


%> — A Ask your jobber salesman to 

%° **<..' demonstrate this self-releasing 

i a feature that only Dayton Floats 
have. 









WHEN YOU SELL DAYTON YOU SELL THE BEST 


Lraglon BAIT CO. 


2701 S. Dixie Drive, Dayton 9, Ohio 


In Canada: Dayton Bait Reg., 11580 Poincarre Ave., Montreal, Quebec 
































































\ 
KEY@AK key reel sells because handymen want it! KEY- 
BAX is pocket-watch size, sturdily constructed. Attached to 
the belt, it carries the keys on o 24” long stainless steel 
chain. Swedish clock spring reels keys in; 
keeps them safely at the weorer’s side. 
GUARANTEED! A wonderful self-selling 
counter item. ORDER TODAY! Retail... KEY-BAK is nationally o¢ 


; ‘ | ertised in such magazines 
nrg . If your jobber can’t supply you _ eS ae 
write direct to: SCIENCE & MECHANICS, 

— MECHANICS MLUSTRATED, 
East of the Mississippi CTL Company Wausau, Wisconsia SPORTS AFIELD, ete. 


LUMMIS MFG CO., PASADENA 8, CALIF 



























































WES F THE MISSISSIPP 








MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 











a . im as 
for Free Literature Molly Corp., Reading, Pa. 








REALLY IN DEMAND! tr HOUSE 
NUMBERS 
od y tek KO & LETTERS 
PRODUCTS RX SIGNS 


REFLECTING 


FREE DISPLAYS t ASSORTMENTS 
5026 Woodland Ave., Cleveland 4, Ohio 








From the blue print to Get a Firmer Grip on Your Sales 


OMI te You can rely on GRIPSO iis: FOOLS 
e GEAR-LOCK PLIERS —New patented Gear-Lock 
Vedonal principle gives power-action grip that cannot slip on 
round or flat surfaces under any load. Works easily 


Every claim for the superior preformance in tight places with wide adjustment range. Most 
of this quality line of builders’ hardware | Powerful and practical Plier ever made. 

is justified. Fine design and construction OTHER GRIPSO TOOLS 

assure friction-free operation, years be- ae 

yond the normal service life expectancy. 

Over 300 available products await your 


selection. VISE 


PLIERS 





Guaranteed 


MANUFACTURING COMPANY See your jobber or write H. R. Basford Co., Dept. H10, 
per tt oe te 235 15th St.. San Francisco 3, Calif. 











one set of 4 ok 


card 


NE ORIGINAL 


REGULAR Extra case hardened. Excellent mirror finish, oa 
plus a heavy nickel plate. DOMES e); SILENCE 
7 sizes for every need | 


te 
ANN 


FURNITURE LEVELER— 
INSULATED 


FURNITURE GLIDES 
RUBBER-CUSHIONED! 


GLIDE 


, a eemaratol base, 4 on La SOFTLY, SILENTLY, 
One set of 4 in a oe eg Sie card; 14", 2 on card; = SMOOTHLY, OVER 
3-color box. 12 boxes pe NV". 2 on card. Drive —_— | ALL FLOORING. 
: : 2 E Le - iti . ‘ . k ‘ me 
in @ 3-color display carton. a: ‘TO Universal socke SIZES AND TYPES 


SIZES: 1%", 1%". 70". %". %". "2", 9". RMR OF 5/16" hole. FOR ALL WOOD OR METAL FURNITURE. 
Ask your jobber or write— [:{0):13:3 8 3a) 1/8 83-9 Sete mm |, (omc). 7-10 tt en Che ol ee 


Adjustable Combina- 

tion Leveler and Glider 
™ for Uneven and Un- 
e steady Furniture. 


— 


= 


— 
— 
i 
_ 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line.of high quality fasteners. National makes it possible. 

Handling is edsieg*With National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 


line your line, because it stands out in every way. Va i O° Ona / 
J // / Porererrend 
Ask Your Distributor . . . He Knows 2 . 


Zz YQ 
THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio ’ 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


HESTER 
HOISTS 1B! 





antler urifine MIRRO Moneymaker! 


MMiffO 


WATERLESS COOKWARE 


MIRRO 


PINE—EST ALUMINUM 


3°? 


1 QUART 
COVERED 
SAUCEPAN 


limited time only 


NO. A1251-M 
1 QT. COVERED SAUCE PAN 
Packed 6 in Shipping Carton 
Shipping Weight 10 Ibs. 


Here’s an exciting, nationally advertised offer your 

customers can’t walk away from! It’s a no-strings- -attached 
chance to save almost half the regular retail price on MIRRO’s 
top-quality, prestige Waterless Cookware. Not a sample-sized 
item, either, but a full one-quart pan and cover ...a regular 
$3.95 retailer... for only $1.98! 


Naturally, it’s a limited-time, act-now offer. So, set up this 
traffic-flagging display card, mass all the other Waterless Cookware 
items around it, and sell the whole line... for big unit sales 

and big extra profit. 


Display Card 


with each 
carton of 6! 


< “Th Of ,8ity a. 
La 

> Guaranteed ty 
“yy Housekee ping 


45 aoventisto ™ 





buy fiom. your Jobber! 





